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How do you rate on 
prospecting for sales? 































Answer true or false 
to the following statements...and be honest 
TRUE FALSE 


There’s no sense making systematic calls on all the 
businesses in my area right now. Lots of them probably [] [] 3 
have their own source of supply. 


When a new business opens in town, I don’t make 
any point of being the first one to call on them. CJ LJ 


I spend all my time calling on the big offices because 7 CT] 


that’s where the really worthwhile sales are made. 


If you answered true to any or all of these statements, you're in 
for a rough time in the years ahead. The slight recession in the 
country right now means that all well-run firms will be shopping 
as never before. If you have a quality story to tell, now’s the time 
to tell it. In the long run, quality is the cheapest buy. And finally, 
every office with a typewriter or a business machine represents a 
potential customer for you. The average typewriter will use ap- 
proximately six boxes of carbon paper and one dozen ribbons per 
year. Multiply this by the number of small offices you could be 
selling, and you'll see that they too are big customers. 


How do you rate on product information about 
Webster MultiKopy Durametric Carbon Paper? 


Answer true or false to these statements: 


TRUE FALS 
Webster's M itiKopy a nat ally advertised brand 
cine | 
Vult Kopy means e cope from each typing, 
” e CODE from eve / } | | | 
Premiun quality and ¢ ( feature make 
W ebster VJ iltiKopy D met an economy iit the | 
MultiKopy Durametri es neater, better-spaced — 
If you answered true to all four statements you reall now your 
product. If not, maybe you can improve your sales by knowing 
more about Webster MultiKopy. It stands to reason that you can't 
be convincing to a customer, if vou aren’t sure of the facts 


W ebster Multikopy Durametriec has the edge over competition 


SELL THE PROFIT LINE...SELL 


Webster’s 


CARBONS AND INKED RIBBONS 


ra Le 


F. S. Webster Co., 13 Amherst St., Cambridge 42, Mass. 





Webster warehouses in New York + Chicago «+ Philadelphia «+ Pittsburgh + SanFrancisco + Cambridge 
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Random Notes VOL. 108 AUGUST 1958 NO. 2 
Long before the word “appliances 
was given its current meaning me- IN THIS ISSUE 
chanical devices or pieces of equipment 
such as refrigerators, washing machines, 20 Business Gifts Section. How dealers promote business gifts— 
dryers, vacuum cleaners and so forth facts and figures compiled by OA Research Bureau; how to 
it was used as a part of the title of this decorate Christmas windows; and experience stories by dealers 
journal. Technically, whenever the word who promoted extra business from stock. 
is used, it should be preceded by a modi 
fying word household, domestic, 32 The "Average™ Dealer. Harold Jacobsen delves into his experi- 
laboratory, school, office to indicate ences in the industry to tell a story of importance to manage- 
the specific kind of appliance under con- ment of an office supply firm. 
sideration. By literal definition, office ; ‘ 
appliances are those systems, devices, 35 Office Planning. How structural problems in a bank were over- 
products and supply items which ar | come by Oakland office furniture dealer. 
—. ed papers: we a | 42 Report from Milwaukee. What office machine dealers did in 
sring it to a successful conclusion. These ‘ , 
me the cnateciel of tk al Ge recent convention. Complete with photographs. 
OFFICES APPLIANCES from a_ dealer 92 District | Enjoys Vermont Setting. Historic Manchester attracts 
merchandising standpoint. good number of New England dealers. 
9 
We're happy this month to salute the 96 District 2 Named Scenic Second. Dealers name Alan Goldstein 
Opies | Millie and Earle) for their ac- as president for 1958-59 term. 
complishments, “Opniks” to Sputnikville. 104 Business Sessions Key Third Regional. Well-attended sessions 
The Weber Costello executive, who highlight meeting at Virginia Beach, Va. 
lives his global manufacturing classifica- | 
tion literally in world-hopping, has been 112 A Touch of Old Mexico Flavors Region Seven. Lucky couple 
a frequent guest lately on the television wins free trip to Mexico City. 


and radio programs of Alex Drier, noted 


120 It's Grossinger's Again for Region 13. Officers re-elected for 








commentator based in Chicago. 
An experienced Russian traveler him another yeer. Attendance nears 500. 
self, Drier recognized in Earl Opie's re- 128 Canadian Guild Marks Silver Anniversary. J. S. Luckett, Jr. fol- 
ent five weeks behind the Iron Curtain lows his dad into president's office. 
a source of good material. 
The globe and map man returned 
with new respect for the Russians’ ac- DEPARTMENTS 
comp shr nt < : » » a | - 
~ lishi its but also added respect Accessories of the Month . 40 News Notes 
for the American way as it relates to Advertising Clinic . 94 Cunada 164 
desire for profit while attaining progress Appointments 106 Fourth District ... 138 
Don t unde r-estimate Russia’, says Dates to Remember 101! Sixth District 146 
Mr On; a a . Mew ‘ Deaths . , 170 Seventh District ... 150 
i vor the May Day Editorials . 16 Eighth District .--- 182 
spectacle n Moscow, riding in the Soviet Guest Book 174 Ninth District 152 
subways and viewing Red Square with its Here and There 14 Tenth District 156 
power house Kremlin. He went even Industry Meetings os ae Fourteenth District 158 
RE EE > = Industry News . 74 OA's Press Time Bulletins ......... 5 
deeper into the Russian scene than most -pirreae oN 12 Office Interiors Sa 39 
tourists, visiting school rooms, farms Men on the Move 172 Ol’ Doc Stork wt 74 
ind stores New Catalogs . . 66 Patents —— 
His respect for Russian education, with New Products 46 Sales Stimulators , . 64 
emphasis on science, is fervent, especially, NOMDA News 40 State of the Industry ~~ 16 
us he points out, when it is attained with | 
physical equip ; 4 ‘ ; : 
—— juipment ol the classrooms sss Editor and Publisher: John A. Gilbert 
far below American standards. Black- 5 SU “er . 
' e.. E/ % Editorial Director: Art Director: 
boards, for example, are crude, as are + 2 Wal ‘ 
the man oA, le alter S. Lennartson Leonard Schimek 
ne Maps ‘oene” 
Earl and Millie Opie have earned dis- | Managing Editor: Service Bureau Manager: 


tinction in the stationery and office Richard G,. Johnson 
equipment industry for finding out first- 
hand how people look, how they act, 
how they dress, how they are educated, 


and how they communicate. 


Clarence O. Schlaver 


Associate Editor: Market Analyst: 
Robert Minor Peter B. B. Andrews 





Assistant Editor and Librarian: Herta Breiter 


, 
Vb bh Change of Address—Please send new address, including city postal zone, if any, ( with 
F wrapper carrying old address) to Subscription Dept., Office Appliances, 600 W. Bivd. 
Chicago 6, Ill. Receipt of changes by the 10th of the month will assure correct addressing of 

Editorial Director next issue. 
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SERVICE BUREAU 


The Service Bureau of Off Apr 
tained for the ex 

advertisers. It answer 

field, furnishes name 

supplies and equipment, and a 
ing lines, without charge 














in This Issue 
..- don't miss 


To help the dealer prepare tor 
a big holiday sales season, the 
editors have traveled far and 
wide to gather promotion ideas 
for Christmas. This special holi 
day section includes many 
sales-tested window and ad dis- 
plays, a roundup of the best- 
selling gift items (in the opin 
ion of the dealer himself), an 
up-to-the-minute survey on what 





dealers are doing to stimulate Christmas sales, and the 
xciting new OA Christmas kit to help 
in the sale of ‘Business Gifts for Business People 

Family .. . and Friends." If you plan to do anything extra 


in sales this December, you will do well to start off by 


first look at the 


reading pages 20 to 3}. 


Harold W. Jacobsen, we 
known to the stationery and 
office equipment industry 
through his former executive 
position with one of the na- 
tion's largest dealerships and 
his efforts resulting in growth 
of the Wholesale Stationers 
Association, begins a stimulat 
ing series of articles in this 
issue, page 32. Mr. Jacobsen 
draws on his experience to tell of the dilemma facing 
the average dealer’ and in forthcoming issues wi 
tail some of the ways and means of meeting mane 
problems. OFFICE APPLIANCES believes the conclusions 
reached will be of help to dealers concerned with in- 


creasing their net protit. 


Next Nionth... 


Management has a responsibility to salesmen concludes 
Leonard Wilcox, dealer and former president of NSOEA. 
His views are told exclusively to OA in a stimulating 
article. 

Readers will get the complete program and list of ex- 
hibitors for the forthcoming NSOEA convention—their 
invitation to attend. Numerous other articles will deal 
with phases of office supplies, machines and furniture 


as they relate to the dealer sales operation. 


OA-8/58 





OA’s Press-Time Bulletins 





THE NATIONAL OFFICE FURNITURE ASSOCIATION 





has advised its members of a “smashing 
victory" inasmuch as the National 
Classification Board on reconsidera- 
tion has decided not to recommend in- 
creased freight ratings by motor car- 
riers for office furniture and furni- 
ture generally. After strong presenta- 
tions by Bohman Industrial Traffic 
Consultants it was finally agreed to 
make no increase in LTL ratings. Says 
NOFA: "The outcome of the proceedings 
before the motor carriers may have a 
salutary affect on the railroads' pro- 
posal. Surely the railroads cannot 
hope to attract much of a movement via 
rail if the motor carrier ratings are 
lower than the railoads' LCL ratings." 


MOSLER SAFE CO. has announced the appoint- 





ment of Langdon R. 
Littlehale to the 
newly-created post 
of director of mark- 
eting. Mr. Little- 
hale joined the firm 
in 1949 as director 
of advertising. In 
his new position he 
will be responsible 





L. R. Littlehale 5, 41) marketing ac- 


tivities for the divisions within the 
safe company as well as for its four 
affiliates. In addition, the company's 
advertising, sales promotion and pub- 
lic relations departments will report 
to him. 


UNDERWOOD CORP. is introducing a new easy 





payment plan that will enable cus- 
tomers of branches, sub-branches, 
sales agents and dealers to purchase 
Underwood typewriters, adding ma- 
chines and accounting machines on a 
time payment basis. David H. Burrell, 
vice-president-marketing, said that 
under the new plan arranged with Bene- 
ficial Finance System customers can 
pay as little as $5.00 down and take 
up to 24 months to pay the balance. 


EDWIN H. MOSLER, vice-president of the 


manufacturers’ division of NSOEA, pre- 
sided at meetings held recently for the 
group in New York City and Chicago. He 
told of the changed format for the 
coming national convention with in- 
creased space and number of exhibitors 
and asserted that attendance and forum 
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participation was good at the regional 
meetings. 


DESKS, INC., 71 Fifth Ave., New York City, 





announces the culmination of a plan 
that was instituted in 1951 for the 
change of principals in the firm. This 
was accomplished by the gradual ac- 
quisition of the stock of Desks, Inc. 
by Arthur W. Widman, Alan W. Cotgreave 
and Robert B. Gibby. Effective July l 
Mr. Widman became president, Mr. Cote 
greave and Mr. Gibby executive vice- 
presidents, George McNeil vice-presi- 
dent, Ralph D. Sens secretary-treas- 
urer and John E. Mossman and J. G. 
Schwander executive consultants. The 
board of directors consists of Messrs. 
Widman, Cotgreave and Gibby. 


LOUIS H. TAVERNIER, chairman of the board 





of the Stationers Golf Association of 
New York, died recently. For many years 
he was associated with the old Fulton 
Specialty Co., now known as the Fulton 
Marking Equipment Co. He was a charter 
member of the Stationers 12:30 Club 
and the Stationers Square Club. He gave 
unstintingly of his time and energy in 
Support of the Stationers Golf Asso- 
ciation. 


COLE STEEL EQUIPMENT CO. has added 25,000 





square feet of space to its Chicago 
warehouse at 1111 W. 38th St. in Chi- 
cago. This additional space will bet- 
ter facilitate dealers in the area ac- 
cording to Sam Henning, vice-president 
and Chicago district manager. A spa- 
cious new showroom is also being com- 
pleted which will offer 3,000 feet of 
display for dealer use in showing cus- 
tomers the complete line. 


DONAL D. McGLYNN, a New York City funeral 


director, is waging a campaign to have 
the restriction on ball point pen sig- 
natures upon death certificates lifted 
by the New York Health Commissioner. 
It has been claimed that anything 
written with ball point pens faded un- 
der photostat light. However, Mr. Mc=- 
Glynn points out that for a long time 
banks, bonding companies, Social Se- 
curity, Veterans Administration and 
other government institutions in New 
York City have accepted documents and 
Signatures written with ball point 
pens. 
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Want Ads 





Deadline 10th of month preceding issue date. The rate for classified 
advertisements is twenty-two cents a word, minimum charge $4.00 


payable with order. Add six words if dept. address is used. 
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f merit. Nine years experience. Finest of reference Have thorough knowledge of 
ffice equipment. Write Office Appliances, Dept. 14; hicago ¢ 

CENTRAL AMERICA representation manufacturer of office equipment, stationery 
and/or related lines. Relocating permanently Central America this September. Wil! 
market your product on commission and/or salary ba Excellent connections with 


leading dealers. Experienced ali phases. Write OFFICE APPLIANCES, Dept. 146 
100 E. 42nd St., New York 17 





F WISCONSIN, MINNESOTA and IOWA need representation, write us. We promote 





furniture only, the way you like it promoted. Write Office Appliances, Dept. 147 
hicago 6 

PRODUCING SALES REPRESENTATIVE 15 years selling office dealers will develop 
wood and steel lines in New York and New Jersey areas. Write Office Appliances 


ept. 148, Chicago 6 








WE CONCENTRATE IN MICHIGAN, OHIO and INDIANA consequently our manu 
facturers get results. Can handle one or two additional high grade lines in office 
equipment field. Write Office Appliances, Dept. 151, Chicago ¢ 

AFTER MANY SALES PRODUCTIVE YEAR a salesman and sales manager of a 
nationally-known office furniture company, I offer my services as a manufacturer's 
representative in the Eastern States to a select few non-competing manufacturers 
elling stationery and office furniture dealers. | am a hard worker with an excellent 
ales record known to all dealers in the area. If you can use a good increase 


n sales in the Eastern States write Office Appliances, Dept. 154, 100 E. 42nd 


St., New York 17 





TWO YOUNG MEN with 18 years retail experience between them are developing 
d now to establish themselves as manufacturers representatives working in the 
Middle West. At present area is flexible. Experience includes office machines, 


tationery, office furniture. Interested in any product that offers good return for 
erious, consistent effort. Write Office Appliances, Dept. 155, Chicago 6 
. 





MANUFACTURERS’ Representative covering Metropolitan New York area. Wishes 
to secure Office Furniture and Equipment Line. OFFICE APPLIANCES, Dept. 166, 


100 E. 42nd Street, New York 17, N.Y 





EXECUTIVES AVAILABLE 





STORE MANAGER and buyer with 17 years experience wishes position with progres- 
sive firm. Thoroughly experienced in office supplies and furniture. Married, age 
42, in good health, and not afraid of hard work. Write Office Appliances, Dept 
160, Chicago 6 





DISTRIBUTORS AVAILABLE 





SALES ORGANIZATION with top record ng to dealers in Fifth District is open 
for an additional line, which can be furniture or stationery. Well known and well 
received by dealers throughout the five state area, Wants new line for Michigan, 
Indiana, Ohio, Kentucky and West Virginia, or major portion thereof. Top references. 
Write Office Appliances, Dept. 162, Chicago ¢ 









MANUFACTURERS’ REPRESENTATIVE WANTED 





MANUFACTURERS’ REPRESENTATIVE WANTED — Coast to Coast — to sell 
our Exclusive Advertised — COPI-MATE Double-Pack (Twin Spool) Patented 
‘“CLEAR-CHANGE” Typewriter Ribbon FOR ALL TYPEWRITERS! 

Exclusive Territories available. Every call you now make will be more profitable 
with COPI-MATE CLEAN-CHANGE typewriter ribbons! Every Sale is a REPEAT 





ale! Plus our Complete line of High Quality products, makes this offer a rare 

portunity! Leedal!l Products Mfg. Co., Milltown, N.J 

KORES MANUFACTURING CORP complete highly repeat line of Carbon Paper 
Inked Ribbons — Stencils — Inks) Offers opportunity in mid-west — south- 

east — south-west territories. Will excellently round out line of well established 


n has become No. 1 seller with most of our 
men. Participation in travel expenses to develop new accounts, plus high 
ssions. Give full details of states covered, lines now handled. Write Kores 
Mfg. Cerp., 701 Whittier St., New York 59, N. Y 





ufacturers’ representative. Line 








MANUFACTURERS’ REPRESENTATIVE AVAILABLE 





SALESMAN traveling territory from upper Mississippi River to the Rockies is 
establishing himself as manufacturers’ representative. Will travel Minnesota, Wis- 
nsin, lowa, Nebraska, the Dakotas, C rad Wyoming. Excellent record selling 





WANT ADS, Continued on page 8 





WANT ADS, Continued from page 7 





metal furniture and filing 
of merit. Write Office App 





MANUFACTURER’S REPRESENTAT 
do justice to ONE addit 
Office Appliances, Dept. 168, Ct 





MANAGERS WANTED 





DISTRICT SALES MANAGER WANTE 
in the steel office ea: - 4 
River. Qualifications should 

offers excellent opportunity f 
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PURCHASING AGENT WANTED 





EXPERIENCED MAN IS WANTE 
further details write Office Apr 








POSITIONS WANTED 





SALES OFFICE MANAGER f 





area New York City. Writ 4 
ADDING MACHINE ALESMAD 
adding and bookke 





preferably on nationa - 
176, 100 E. 42nd St., New Y 





OFFICE MACHINE MECHANIC WANTED 
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Modern in concept—yet forever new. Here is 
a Neoclassic presentation of Wood Office 
Furniture by Alma, a gentle reminder of the 


Masterpieces of the past. 


The warm blending of Cherry and Walnut 
woods, the floating lines and subtle contours 


create a natural setting of businesslike efficiency. 





Ask for catalog illustrating the Director Series. 


abe ow gan 


A oe ae por pcg hantetey 


Fe ee 


gS Reaiten rig. +a dicho Bteppeakeersy 
—— ee wee . 


. . executive office furniture with a Future . . . by | fy 





HIGH POINT, NORTH CAROLINA 





MORE SALES PUNCH |; 
Much Mor COLORFUL! 





a 
BUSINESS 







for 


BUSINESS 
rPEOr.e... 







for your family 
for your friends 















3 Posters 
28” x 36” 





Designed for either window or in-store use these 
huge inviting display pieces will help get the point 
across — Shop your store for business gifts. 


a 





for 


BUSINESS 
PEOPLE 


- »« for your family 


+ « for your = dis} 
s ap 








po 











aa. 


COMPLETE KIT 
STILL ONLY $10 


| 





Although improved and expanded each 
year since the first kit was offered in 
1955 costs have been held down due to 
greatly increased sales volume. The sav- 
ings are yours! 








IMPORTANT EXTRAS 


Newspaper Advertising 
7 attractive ad mats — 9 copy ideas 
9 suggested layouts 
Direct Mail 
2 suggested direct mail letters 
Radio Advertising 
7 spot commercials ranging from 20 to 
45 seconds. 
Manufacturers Sales Aids 
A dependable list of business gift mer- 
chandising sales aids offered by leading 
manufacturers. 


rt ae | 


Ad Reprints 
A reprint booklet of every business gift ad 
featured in OFFICE APPLIANCES’ Business 
gift issue. 
Procedure Manual 
The complete merchandising program in- 
cluding timetable ready for you to use. 


a wie 














3 Banners 
13° x 36” 















of 
Sigt 
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BUSINESS 
For Business People 









































" ® FAMILY @ FRIENDS 
wy 
e For the fourth consecutive year OFFICE 
APPLIANCES is providing dealers with a 
complete Business Gifts for Business People 
Merchandising Kit. 
This year’s kit is by far the most ambitious 
— yet produced. You get everything necessary 
for the entire business gift 
-rchandising ygram. All 
BUSINESS 2 Palente merchandising prog a 
the creative work is done, 
1 h PEOPLE... 8” x 8 3/, a 
- Per Ti ie the expensive-looking display 
- ‘ pose. 2 sides pieces are ready to put up and 3 Mobiles 
a & ae the whole merchandising pro- Completely strung — 
sav : . ready to hang 
gram is outlined for you to 
— follow. 


The various displ ay pieces are illustrated 
here in their actual colors so you can see what 
you're buying. 


Creased to hang over a 







































wire, this gay piece doesn’t a oe ' 
use any valuable  mer- ‘ The 1958 Business gifts for Business a os i Another new and 
chandise display space. People Merchandising Kit is truly comparable x | exciting addition 
to a complete, professional advertising agency ne > to this year’s 
service. It can't be duplicated anywhere for “te? business gift 
the low price of only $10. BUSINESS ° merchandising 
TN But experience has proven that the most kit. Printed in 
Sans, Ak successful business git promotions are those \ PEOPLE...’ / two colors by 
"3 5 ¥ 4 started early. So order your kit today. Just fill Ss ' silk-screen proc- 
Le te out and mail the coupon below. Your new ess. A sure atten- 
SUGGESTIONS 1958 Business Gifts for Business People tion getter! 
_— ' Me rchandising Kit will be sent by return 
ling mail. Of course, order now, pay later if you 
prefer. 
t ad 4 
ness 6 Suggestion 
3] Lists 
in _ 6%," x 19” 
1S¢ : Your money back if not 
AJ completely satisfied 
— ee | 
r i 
i 
7 : OFFICE APPLIANCES ' 
C<¢ i 600 W. Jackson Bivd. 
Chicago 6, Il. ; 
= , Please send my Business Gifts for Business People Merchandising Kit i 
> i .. $10 check enclosed .... Please bill me. : 
| & i ‘ 
} x 
- i 
| , ns Title I 
7 L Mow t i 
\ - Store : 
New this yeas an illustrated list \ = i 
tf popular business gift items. De- | Address City Zone State i 
gned for ei vindow or in-store 
IS} L eee ee eee eee eee esses eeeseeeesese=easld 





YOU'RE IN LINE 
FOR BIGGER PROFITS 









Registers 
and 
Register Forms — 


Snap-A-Part Forms Continuous Forms 





with the 


Gnnis 





LINE OF BUSINESS FORMS 


Tags 


And here are three big reasons why: 


eg ENNIS is your most complete source of 
business forms in the nation, producing 
every needed form from the latest Snap- 
A-Part, Register or Continuous forms to 

the full range of everyday forms. 


2 ENNIS has this vast supply on tap for 
you, ready for fast delivery when and as 
you need it. You can go after the big vol- 
ume jobs at competitive prices ..sell any 
job more profitably. 


E} ENNIS is your supplier .. not your com- 
petitor! 





Ennis Forms are attractively, 
durably packaged . . labeled clearly 
.. the best in the industry! 


Grow with the growing ENNIS line . . write today for 
cotalog and complete information. 





TAG & SALESBOOK COMPANY 


Eastern Factory 
Chatham, Va. 


Western Factory Home Office and Factory 


Paso Robles, Calif. Ennis, Texas 


Branch Offices and Warehouses ct Houston @ Dallas @ Waco e Birmingham 
Monroe, la. @ Los Angeles @ Denver @ St. lo e@ Sanford, Fia. 
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Letters 


Readers are invited to express themselves briefly 
on ‘any subject related to the office equipment 
and supply industry. Address: Letters Editor, 
OFFICE APPLIANCES, 600 W. Jackson Bivd., 
Chicago 6, Til. 


Dealer Opportunities in Small Towns 


Dear Editor: 

My name and address are NOT for publica- 
tion, but I would like to know where Mr. Jones 
received his information. In his article in the 
May issue (page 141) he states that there are 
about 1,000 towns or cities of the 7,000 to 9,000 
size without an office equipment dealer. If I 
could find some I would gladly move there. I'm 
one of five now working in a non-industrial area 
of only 12,000. Can you help to find the names 
of these towns? 

SUBSCRIBER 


Dear Editor: 

Where are those 1,000 towns of 7,000 to 9,000 
population without an office machine sales and 
service dealer, mentioned in my article in May 
OA? I determined the size of the towns from the 
latest oil company road maps. I checked the towns 
against my 1956-1957 mailing list of office ma- 
chine dealers to see if there were dealers located 
in them (Ames Supply Company or Shipman- 
Ward Mfg. Co. will be glad to check towns for 
dealers, if any, in any given town or City.) 

As a sample, Belle Glade, Perry and the Eustis- 
Taveres-Mt. Dora, Fla., areas are each in this class, 
as are Stuttgart and West Memphis, Ark.; New 
Albany and Oxford-University, Miss.; Fayetteville, 
Pulaski, Lawrenceburg and Lewisburg, Tenn., and 
many, many more. 

If a dealer is afraid to go into business in a 
small town adjacent to a larger city (within 10 
to 50 miles), or figures that some dealer 50 to 
75 miles away has all the business tied up any- 
how, then the potentials of these small towns are 
so hidden from view that he wouldn't locate 
them anyhow. 

Rocky JONES 
Sebring, Fla. 


Soviet-made Office Machines 
Dear Editor: 


As an American and a businessman, I am at- 
tempting to halt the flow of Soviet-made office 
machines into this country. Although legal, the 
importation of such machines is a dangerous threat 
to our economy because these products are made 
with slave labor and consequently are sold in the 
U. S. at a much lower cost than American-made 
office machines or office machines made in other 
free countries. These machines are undercutting 
the legitimate manufacturers and dealers. Dealers 
who don't care how they make a fast buck are 
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TAKE A LOOK AT 


snapping up this Red office merchandise and 
thus pouring millions of dollars into the Soviet 
war machine, as well as helping to spread Com- 
munism by financing it with American money. 

The average American doesn't know when he 
may be buying such Soviet merchandise. A great 
many foreign-made office machines are being 
sold in the United States, many from free 
European countries. But if Americans don’t want 
to be suckers who unintentionally buy Russian- 
made machines, all they have to = is ne on the CARBONS and RIBBONS 
back or the bottom of the product. The law re- 
quires that the country of origin be clearly 
marked. 

Let's fight the cold war against communism on 
the office front. Maybe the winning weapon in 
this all-out war will be the American dollars. 

Britt SMITH 





They give the look your customers 
want..sharp, clean, crisp. They 
give the kind of performance that 
brings repeat sales. 


Fay Young Electric Typewriter Co., 
Tulsa, Okla. 


Production Statistics on Partitions 


Dear Editor: 
We have examined with interest the partition : / 
data contained in your Analysis of 1954 Census j 










of Manufacturers, reprinted from your on 

1956 issue, and would like to question the value 

of publishing figures and totals taken from the WATCH PROFITS LOOK UP 

years of 1947 and 1954. When you stock the complete line of 
During 1947 the majority of business concerns sales-leading ENNIS-AMCO carbons 

were converting to non-defense items. This was and ribbons for the office. Write 

a bad year for producers of office partitions and today for illus- 

even 1954 is now referred to as a recession year. trated ENNIS- 
If we could secure an accurate report from AMCO Catalog. y 


the 40 or more office partition manufacturers, we 
would undoubtedly learn that this industry had a 
total sales volume for 1957 of at least 100 million 
dollars. However, such reports are not available 
as the two largest manufacturers (and the majority 
of the smaller companies) are private, family 
owned concerns that report their exact gross sales 
only to the Internal Revenue Service. 

Another factor that has augmented the sales 
volume of office partitions in general is the in- 
troduction (since 1954) of 15 to 20 different 
types of space dividers, completely movable, low 
in height and with an open base. 

We, therefore, respectfully suggest that your 
future evaluations and prognostications be based 
on the best available data to be obtained from a 
survey of the manufacturers of partitions that are 
sold with the invaluable assistance of office equip- 
ment dealers, 

C. R. DEANE 
Exec-Units Division, 


General Plywood Corp., AMERICAN CARBON PAPER MFG. co. 
Louisville, Ky. 

The survey will be put on schedule. We hope 
for effective co-operation. 


Western Factory Home Office and Factory Eastern Factory 
Paso Robles, Calif. Ennis, Texas Chatham, Va. 


Branch Offices and Warehouses at Houston, Dallas, Waco, Birminghom, Monroe, Le., 
Los Angeles, Denver, St. Lovis, Sonford, Fic., 
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Here and There 








Ben V. Cole Retires; 
50 Years in Industry 


Ben V. Cole, 
treasurer of Cole, 
Harding & James, 
Inc., Richmond, 
Va.. is retiring 
from the station- 
ery and office 
equipment indus- 
try after more 
than 50 years of 
service. He started 
in as an errand boy for the Bell Book 
& Stationery Co. of Richmond, ad- 
vancing to floor salesmanship. Experi- 
ence in the business included that 
gained in Washington, D.C., Atlanta, 
Ga., and Philadelphia. 

In 1912 he returned to his original 
employer and became manager of the 
Richmond store. In 1929 he accepted 
a position as district manager in the 
southern territory for a steel office 
furniture manager. 

A co-founder of Cole, Harding & 
James, Inc., in 1930, he was made 
treasurer. 

Says Mr. Cole, “I want to take this 
opportunity to express my deep appre- 
ciation to all in the industry and par 
ticularly to the traveling representa- 
tives who have been of so much help 
to me. I have no immediate plans for 
the future except I hope to see mor¢ 
of this wonderful country of ours.” 





Designs Desk to Fit 
His Pipe Collection 





A “‘pipeline’’ to smoking pleasure 
the way John Mosler, executive vice 
president of the Mosler Safe Co., de 
scribes the desk which he design 
for himself. Mr. Mosler, who ha 
helped design many safes, was su 
cessful in his attempt to k¢ 

dozen briars within easy reach. The 
special rack which protects the pips 
is set on metal runners allowing it t 
be retracted into the desk. 
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Pencil Makers at Piay 
In Nashville, Tenn... 





James R. VUim) Moon (left) of Venus 
Pen & Pencil Corp. flashes the smile 
f a champion following his victory 
in the golf tournament at the annual 
meeting of the Pencil Makers Asso- 
ciation in Nashville, Tenn. Present- 
ing the championship trophy is its 
donor, Alfred C. Berol, president of 
the Eagle Pencil Co 





Winners of the putting competition 
at the annual meeting of the Pencil 
Makers Associaton Frank G. Atkinson 
right), president of the Joseph Dixon 
Crucible Co., and his _ runner-up, 
Aksel Jensen, Jr., president of Jen- 
sen’s, Inc 


Once a Circus Man, 
John Hanly Can’t 
Shake the Fever 


John Hanly, manager of Quality 
Press, office equipment department, 
Charleston W.Va., is an old timer in 
the industry as well as in circus life. 
He can't get the circus fever out of 
his system so he and several circus 
friends in Charleston head up the Cir- 
cus Fan Association at some expense 
sure that the “big top” ap- 
pears in Charleston annually. 

For the most recent production in 
which Arter Bros. Charleston Com- 
munity combined with 
Beers-Barnes trained animal circus the 
Hanly family had prominent roles. 


tO make 


Circus was 


Ennis President 
Cited by Lions 


Garner Dunkerley Jr., 47-year-old 
president of the Ennis Tag and Sales- 
book Co. and the 
American Carbon 
Paper Manufac- 
turing Co. of En- 
nis, Tex., was re- 
cently named the 
town's most out- 
standing citizen 
for the year and 
received the En- 
nis Lion’s Club citizenship award. 

Mr. Dunkerley, a native of Ennis, 
was cited for his work with Boy Scouts 
on both the local and the district 
levels, for serving as chairman of En- 
nis’ 1958 Youth Fair and Livestock 
Show for Future Farmers of America, 
Future Homemakers of America, and 
i-H Club members in the Ennis area, 
in recognition of which he received 
the honorary Chapter Farmer Degree 
from the Ennis FFA Chapter. 

He was also commended for his 
work in the Ennis Kiwanis Club and 
for his participation in all phases of 
civic and cultural life of the commu- 
nity and for encouraging his employ- 
ces to take part in the community en- 
deavors even though such activities 
often consume time which would 
otherwise be spent on the job. 





One World — So Far 
As Modern Offices 
Are Concerned! 


Brazil, Italy and Australia are in- 
terested in revamping old offices to 
look up-to-date and provide the ut- 
most in working comfort and efficient 
production. Take it from Charles S. 
Nathan, Inc. they know! 

Nathan, New York office planning 
and furniture company, recently began 
a series of ads in Manhattan news- 
papers, offering free office planning 
kits to interested executives — and 
were deluged with requests. What did 
cause raised eyebrows, however, were 
responses coming from such distant 
lands. 

One appreciative executive wrote: 
“We especially appreciate your kind- 
ness in sending the kit, since, as far as 
we know, you have no representatives 
in Brazil and we shall therefore be un- 
able to buy your furniture.” 

No sales — but viva public rela- 
tions! 
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with 


this 


\ BIG PROFIT item... 


Alean Write 







Proved in latest impartial 
tests... the world’s finest pen for 
copy machine reproduction! 


An amazing new ink introduced by the 
Frankel Company brings a pen designed 
especially for use in copy machine reproduc- 
tion. So now, YOU can fill the till with plus 
profits and sales when you stock the best... 
the Klean Write Photo Print Ball Pens! 


Klean Write Photo Print Ball Pens have 
been given the highest rating of any bail 
pen in an impartial test, according to their 
ability to give sharp, clear reproduction 
when used with any copy reproduction ma- 
chine! No refills necessary. 


Now sell your customers the pen that will 
copy EVERY LINE EVERY TIME sharp and 
clear! Thermo-Fax, Ozalid, Bruning and 
Verifax and ALL copy machines reproduce 
perfect copies when the KLEAN WRITE 
PHOTO PRINT BALL PEN WRITES THE 
ORIGINAL! 


4 Klean Write Photo Print Colors 
Blue—Red— Green—Black 


2 Precision-Made Ball Points 
Medium and Fine—59c each 


FRANKEL 


MANUFACTURING COMPANY 


Established in 1906— Manufacturers of world famous 
Klean Write Stencils and Nylon Ribbons. 


285 Rio Grande Bivd. « Denver 23, Colorado 
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\. PHOTO PRINT 


BALL PENS 














poor EE EE 


To: FRANKEL 
MANUFACTURING CO. 
285 Rio Grande Bivd. « Denver 28, Colorado 


J 


Please send me a trial order of a gross of Klean Write Photo 
Print Ball Pens at your jobber's price. If | am not 100% satisfied, 
I can return the order and receive full credit. 


Nome a lit oA 








Address 


City Zone___State 








OA Editorials 


UGUST 1 will usher in these new postal rates, evidence in 
A themselves that this is the time for members of the station- 
ery and office equipment industry to take heed of their mailing 
A Good Time to Check practices: 
Mailing Practices First Class Mail—Effective August 1, 1958: 4 cents for 
letters; 7 cents for air mail; 3 cents for postcards. 

Second Class Mail (newspapers and magazines )—Effective 
in three annual 20% and 10% jumps with the first one January 
1, 1959: rates raised 60% on the advertising and 30% on the 
editorial matter. 

Third Class (advertising, etc.)—Effective in two stages: the first January 1, 1959, 
from 11/, cents to 2 cents per piece; to 21/, cents per piece July 1, 1960. 

For the heavy mail user there is scant consolation in these rates; especially magazines 
which, as second class mail users, virtually do everything in mailing except to trans 
port the material. There is opportunity in other mailings to determine if air mail 
over the weekend or for short distances is feasible, and whether special delivery 
really speeds up arrival time of mail. 

Yes, the mail room will take on new significance after August 1. 


[ ; OW can retail merchandising, display, advertising and 


selling techniques help turn the tide of selling from 
present stilled waters to a stream of orders? 
Four Techniques on ‘How to Turn the Tide’, a brochure from The Advertising 
Council, spells out the four techniques in capsule form: 
How to Turn the Tide Merchandising—Buy your way to prosperity. 
Display—Shows the way to more sales. 
Advertising—Use its full horsepower to speed sales. 
Selling—Your power at the point of decision 
Together the techniques spell out this reasoning, “When 
the grade gets steeper is the time to add power. When selling gets tougher is the time to 
put more strength into selling. It’s just plain common sense plus a good dose of an 
elixir compounded from courage and confidence.”’ 
Regarding confidence, here are some reasons for believing in the future of a growing 
America 
MORE PEOPLE in a growing population who need to be fed, clothed, housed 
and entertained. More people mean more needs, more wants and more business 
MORE JOBS. There will be 22 million more jobs in 1975 than there are today. 
MORE SAVINGS. They are now at a record high—individual savings at $340 
billion. Give people courage, confidence and incentive, and they'll buy more 


MORE NEEDS. We haven't enough houses, roads, schools and hospitals. We've 





far from fulfilled the desire of America to live better, eat better, dress better and get 
more joy out of life 

Now is the time to stimulate these basic urges in a growing America. Points out 
The Advertising Council: “Since your customers are looking for value, stress value. 
Not necessarily as reduced prices, but value in the benefits, the conveniences, the extra 
pleasure to be derived from merchandise. The urge to spend can be stimulated by mer 
chandise that answers basic human appeals.’ 

Merchandise—display—advertise—sell. Fundamentally, these are the four tech- 


niques which can beat the recession. 
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New comfort for executives 


oe. at A A / value prices! 











@ You win two ways when you sell this ; 
imposing, enormously comfortable a. ~ 
COSCO ‘Director’ executive chair. You 
pocket full profit on a volume seller at 
only $59.95. You deliver a standout value 
that invites comparison and repeat or- 
ders. All ways, always, it pays to stock : 
and feature COSCO. The /ine that offers \ 4 
you more to offer! Powerfully backed by ul 

the largest full-color ad program in 

COSCO history! 


HAMILTON MANUFACTURING CORPORATION 
COLUMBUS, INDIANA 





Model 28-TA 


Retails for only $599 
™~* ($63.95 in Zone 2)" 


im aut owl . ) 








4 se a ; ! ! ' H ' 
28-STA, $67.95 25-S, $42.95 27-LA, $39.95 23-LD, $19.95 
($71.95)* ($46.95) * ($43.95)* ($21.95)* 


*(Zone 2: Texas and1iwu 








State of the Industry 





Present Business Climate 
A ‘Coffee Break’—Boling 


“An economic coffee break is what someone has 
called the present business climate of the office furni- 
ture industry,’ comments J. K. Bol- 
ing, president of the Wood Office 
Furniture Institute. “Like most other 
businessmen the manufacturer mem- 
bers of the Wood Office Furniture 
Institute are attempting to solve the 
economic riddle, continues Mr. 
Boling. 

“The office furniture industry is 
by circumstance a fairly reliable 
thermometer for taking the general 
economy's temperature because we are firmly tied to the 
heart of business — the office. General business is off. 
But it has not fallen sharply or, in our opinion, danger- 
ously low. Large orders are indeed fewer but a steady 
stream of smaller orders has kept the office furniture in- 
dustry comfortably occupied. Dealer inventories have 
obviously been depleted to the lowest level in many 
years. They are selling with samples — but they are sell- 
ing. 

“Many businesses have used this breathing spell to 
carry on internal reorganization. There seems to be gen- 
eral confidence that business will turn upward late in 
1958. There is money in the till and a healthy level of 
confidence in the economy. Office furniture salesmen 
who realize these facts are convincing businessmen that 
now is the time to modernize their business homes, to 
increase efficiency and conserve expensive floor space. 

“Professional salesmen the real go-getters have 
a new gleam in their eyes. They are grabbing the reins 
from the marginal producers. This is their chance to 
separate the sheep from the goats. Our industry has 
weathered greater storms. With the help of these pros 
we'll get this economic squall line behind us more 





J. n. Boung 


quickly.” 


Pencil Man Fights for Fellow 
Embattled New York Farmers 


Alfred C. Berol, president of the — Pencil Co., does 
a bit of farming on the side, too, in operation of Far- 
away, a 250-acre hay and cattle farm at Cross River, N.Y. 

As a farmer, and speaking in behalf of his fellow agri- 
culturists, Mr. Berol has asked Governor Harriman to 
call an immediate session of the legislature, if necessary, 
to stop state troopers from “harassing” him and other 
farmers with vehicle and traffic law technicalities 

Farmer Berol says that if troopers, acting under a new 
state law, are going to force farmers to install directional 
signals or to slice two or more feet from the sides or tails 
of harrows and other mobile equipment ‘‘designed and 
primarily used for other purposes and only occasionally 
drawn by a motor vehicle, ‘then they are going to make 
the gadget cost of farming prohibitive.” 

As for a new section of the New York law requiring 
stop-and-turn signal lamps uch motor-drawn vehicles 
as manure spreaders, Mr. Berol offered to rest on a pro- 





curement by Justice of the Peace Alvin Jordan of Lewis- 
boro. 

“I will take judicial cognizance,’ the court held, ‘‘that 
a manure spreader signals itself for a good half mile.” 


Eastern Dealers Comment On 
Business Conditions, Methods 


Heard during the Region 13 convention of NSOEA: 

Sam Stein, Quality Office Equipment Corp., New 
York City, “We talk about declining profits, yet we fail 
to prevent loss through pilferage. Through bonding of 
employees, or some other means of control, we can 
reduce profit losses.” 

Milton Goldhair, Harmill Office Supply Co., New 
York City, “Under current recessed conditions we have 
a special need for trained salesmen. We need a pool to 
draw from. We should have an organized method of 
training stock clerks and other non-selling personnel 
for selling before they are needed for such work.” 


OMDA Regional Convention 
To Put Stress on Timely Topics 


Arranging for the eastern regional convention of Office 
Machine Dealers at Grossinger Hotel, Grossinger, N.Y., 
on October 27-28, committees have drawn up this list of 
timely topics for discussion: 

By-passed profits—related selling. 
Leasing. 

Photocopy market 

Electric typewriters. 

Store display. 

Use of trade publications. 
Determining break-even point. 
Sales promotion and sales aids. 

The committees have apparently placed their fingers on 
topics which are vital to the office equipment and supplies 
dealer today. This promises to be a vital meeting under 
the direction of these chairmen and their committees: 

Program—Jim O'Neill, Argus Business Machine Co., 
Boston; nominating—Harold Steinke, H. E. Steinke Co., 
Upper Darby, Pa.; publicity—Sam Krivin, Beacon Type- 
writer Co.; and golf—Harold Gropper, Electric Typewriter 
Co., New York City. 


What Canadian Stationers 
Are Saying Today: 


Jean Ayotte, P. V. Ayotte, Ltd. Trois Rivieres, Que. 

“A store can't be a quick change artist—low price to- 
day and high price tomorrow. Set your identity and 
remain with it.” 

Discussing effective means of increasing store traffic, 
Mr. Ayotte said at recent Stationery & Office Equipment 
Guild of Canada, Inc., convention, “To get salespeople 
to sell more offer combination ‘bread and butter’ items 
like ball point pens and refills, special interest mer- 
chandise and items to supply the machines you sell.’ 

Regarding the policy of having night shop ping hours, 
L. F. Beattie, Beattie Stationery, Ltd., St. Catharines, 
Ont., said: ‘It’s here to stay whether we like -it or not. 
It's not a question of benefit to the customer but 
whether or not we profit from night shopping.” 
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oe For the record: 
that Raymond C. Daly tells his safe story 
ina 
lu le PRESIDENT OF THE FULLER CONSTRUCTION COMPANY Mr. Daly says 
My record safe is vital to the health of my business. It keeps my 
specifications, contracts, blueprints and other important papers 
completely protected against loss or damage 
Successful businessmen everywhere insist on Mosier Record Safes 
1) Mosler Record Safes are absolutely fire-resistant, they're Under 
writers’ Laboratories approved. 2) Mo Record Safes are func- 
tional, adapt easily to 40 different in ngements. 3) Mosler 
Record Safes are modern. They blend handsomely with office decor 
while they keep your records within arm's reach 
I A For further information call your local Mosler dealer, or write 
N v Dept. WSJ-758, Mosler Safe Co., 320 Fifth Ave., New York 1, N.Y 
INC W 
. fail THE MOSLER SAFE CO. 
5 ol RECOR cares Puan $200 
can 
New 
have 
yl to 
1 of 
nnel 
ITICE 
.Y., 
t ol 
on 
lies 
de [ 
U0 
Oo 
pe 
iter 
To help you sell. . . this tul-page Mosler ad 
. . . . . ; 
appears in many leading national business magazines. It’s one 
uc 
. *,°* ; . . 
oe of aseries. In addition, Mosler’s powerfully coordinated national 
Nn d 
advertising program is reaching your customers via radio, 
a 


nt magazines and newspapers. Start taking AD-vantage today. 


me And remember, Mosler sales are full profit sales. 


“ THE MOSLER SAFE Co. 


ut World's Largest Builder of Safes and Bank Vaults 
320 FIFTH AVENUE, NEW YORK 1, NEW YORK 
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Visiting and contacting readers in a coast-to-coast spot-check, 


OFFICE APPLIANCES asked dealers just what they did to 


Stimulate 
Christmas: 





\ , J ebster defines an idea as a concept, a 
representation, or a presentation of sense 
—and the ideas presented here, which center around 
holiday promotions, are representative of dealer 
thinking across the nation. They show distinctive, 
individual initiative on the part of the office 
equipment and stationery retailers to compete in a 
hectic but very rewarding sales contest with fellow 
merchants in every field. 
“ These are sales-tested, successful ideas, offered 
as a stimulant to the imagination of all dealers who 
are planning to make the 1958 holiday season a 
profitable one. 


A Clever Window . . . decorated by 16-year-old Betty Gail 
Wallhausen, daughter of the editor of the Enterprise- 
Courier in Charleston, Mo. She made the Santa out of 
chicken wire and scraps from a red dress. To put him in the 
right place, she capped him with a green eyeshade. The 
business gifts are all set up in the form of a working office, 
with typewriter, adding machine, desk, chair, files, brief 


cases and other suggested items. 










Pick a Theme . . . Office equipment and supply stores must 
compete with other stores on the street for attention during 
the Christmas season. Here Byrne Business Furniture Co., 
Kansas City, Mo., caught attention of passers-by with the theme 
“Christmas Time Around the World.” The wooden shoes of 
Holland, the olive tree of Italy and Spain, the yule log of the 
Balkans and the Pinata of Mexico joined the American Christ- 
mas tree to hold business gifts 


















Christmas 
in August 


a HE sun may be shining 
| 


and the snow missing 
from Pike's Peak, but it is: still 
Christmas in August at the 





Out West Printing & Stationery Co. in Colorado Springs, 
Colo 

This promotion, which is being adopted by other 
stores in the city, was developed by Bill Mason, presi- 
dent and general manager, to stimulate sales of 
Christmas cards and small gift items in the middle of 
the August hot spell. Because Colorado Springs is a 
resort town during the summer months, Mr. Mason 
has found he can attract tourists and out-of-town 
visitors with the promotion. 

The store windows are decorated in cool blues and 
feature snow scenes, enhanced by the natural location 
at the foot of Pike's Peak, and, of course, the inside 
is always air-conditioned. This program, now going 
into its sixth year, has attracted much attention, and 
it has done much to bolster sales and spirits in an 
otherwise off season. 

Personal gift items, such as key cases, fountain 
pens, wallets, which can be imprinted for further per- 


sonalization, can be sold in August for Christmas 


[ 
This promotion, which has an in-store display in 
connection with the window, is cleared out by Sep- 


tember, and in a short time p 





ans are completed for 
the regular Christmas season drive 

One regular service feature each year is the setting 
up of tables, one with “Gifts for Him” and one with 


Gifts for Her. Merchandise on these tables are 
suggestions only and not sold from the tables but 
from the shelves. It gives the customer a concentrated 


bre wsing area at all times 





Without Change . . . This window in a window, and this means that 
installed by Horder’s, Inc., Chicago careful attention must be paid to de- on the next page 
was designed by Jim Rice to hold tails to keep it attractive at all times 
its own, with occasional freshening to the passersby. The Christmas tree 
fri late November through Christ in the center revolved constantly, 24 


mas Day. There are times when a_ hours a day, to bring attention to the 


cannot make physical changes many gifts on display. 






































“Out of this World” . . . was the theme developed for this business 
gift window by Byrne Business Furniture Co. in Kansas City, Mo. 
By taking a current theme—space—and capitalizing on the idea, the 
store was able to attract a lot of attention. The contour chair is rest- 
ing on the big dipper, for instance, and other gift items sit on 
comets, sputniks, and planets 
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Personalization . . . An important service which can 
be offered by the dealer is the personalization for 
customers of small business gifts such as thermom- 
eters, calendar pads, ash trays, brief cases, and the 
like. A. Pomerantz & Co., Philadelphia, Pa., features 
such items at the holiday season. The miniature tele- 
phone pen set pictured in the window was one item 
sold in vast quantities. For such a successful sale, the 
dealer must buy early in quantity, must tie-in his 
window with in-store display and advertising, and he 
must offer them well in advance of the Christmas 
rush, even in early November. 


..- more holiday 
PROMOTION IDEAS 














continued 





STIMULATE CHRISTMAS SALES 


Give Something New . . . for Christmas was the theme of this clever 
window developed by Lynn Roper, president of Roper Office Ma- 
chines Corp. of Seattle, Wash. The idea was to offer the Christmas 
shopper a new thought for Christmas giving. In addition to counter 
and in-store displays, the idea was backed up with newspaper ad- 
vertising that sold the idea that the ‘unusual’ gift could be an 
adding machine. Several machines were displayed to offer a variety 
After the promotion was over, Mr. Roper remarked, “I never would 
have believed I could get the public excited about giving an office 
machine as a Christmas gift; but believe me, this Christmas idea is 
going to be part of my general merchandising from now on.” 








A Uniform Ad Program 


CRANTOM’S Book & Stationery Co. in 

Rochester, N.Y. has a Main Street store in 
the heart of the downtown shopping area and 
three branch stores in shopping plazas. Be- 
cause Christmas business means contact with 
potential customers as well as regular contact, 
the firm is a full-time competitor for the holi- 
day gift dollar. 

Herbert J. Brauer, vice-president and sales 
manager, pointed out that the company plans 
and executes a complete Christmas program 
each year. Part of this program is a heavy ad- 
vertising push, beginning in November and 
continuing through December, which increases 
in tempo as the days before the holiday grow 
shorter. 

The fact that four stores are available to serv- 
ice the needs of the customer is always the lead- 
ing idea in the ad. The second idea is that the 
store, as a ‘‘specialist,”’ can supply certain types of 
gifts that other stores, especially the department 
stores, cannot offer in depth. Desk sets, for in- 
stance, are considered a specialty item, and the 
company buys these units in depth, from many 
manufacturers, to be able to offer the shopper a 
complete line for making a selection. This type of 
buying and merchandising on the part of the 
store has led to a highly successful Christmas sea- 
son year after year. 





Brand Name Advertising . . . Zac Smith's Stationery Co. 
in Birmingham, Ala., has the honor of holding the 1957 
Brand Names award in the office equipment and stationery 
division. One reason for receiving this award is the constant 
repetition by the company of the fact that it carries and 
sells brand-name merchandise. 

Even at Christmas time this idea is carried out to its 
fullest possibilities. Here is an actual radio spot announce- 
ment, run on station WAPI in Birmingham on November 
25, 27 and 29, in 1957. 
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Sell Portable Typewriters? 
Essick Co. in Decatur, IIl., 
last Christmas. One of the 


reasons 


ored portables lent themselves 


draped fabric blended into an 
eye-catching display that high- 
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1 at Haines & 


hey di 


vas this very attrac- 


i 
tive window. The various col- 


a successful display. Care- 
ul use of minimum Christ- 
nas decorations, an attractive 


np, wrapped packages, and 






lighted the portable typewriter 
an excellent gift idea 


Sell Personal Service 


A co-ordinated program of advertising and win- 
dow display featuring the “Business Gifts 
for Business People” theme which OFFICE APPLI- 
‘NCES has developed as a Christmas slogan does 
the job at Ivan Allen Co. in Atlanta, Ga. 

A heavy advertising program in the Atlanta 
newspapers gets the message across to the potential 
consumer, and by showing pictures of gifts (all for 
business people) ranging from $1.50 to $26.95, the 
store shows a wide range of merchandise for 
Christmas giving. 

But it isn’t just the presentation of gift items, 
it's the service offered. The ad itself describes these 
services. 

Here is the copy in the ad: 

Hundreds of wonderful gifts for busy people 
to brighten their offices, save them precious time! 
And you'll save time, too, by shopping at Ivan 
Allen. Select the items you want to give—and 
order them by phone. Complete gift wrapping 
service. Many of these items can be handsomely 
personalized with gold-stamping. Shop the easy 
way—call JA. 1-0800 today and let us handle your 
shopping problems or visit our store 

This copy points out several services—personal 
shopping by phone—complete gift wrapping serv- 
ice—imprinting and what is more important, 
gifts for a select group. 

None of these features can be successfully offered 
by the department store although many are offered 
in part. Here is an office supply and equipment 
dealer who gets the jump on Christmas business. 


















































Business Gifts 
Business Pepin’ 


from IVAN ALLEN 
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AN INVITATION to visit Kendrick- 
Bellamy for Christmas gifts is the kick- 


off ad in the entire holiday promotion 


24 











L. R. KENDRICK, 
Kendrick-Bellamy 
Stationery, Denver, 
Colo. 


Promotion 


---tOo take advantage 


of holiday sales 


, ' ‘ IMING—the all-important element in any promo- 


tion—assumes a major role in assuring the success 
of a Christmas holiday sales program. 

Without proper timing, such a venture can fall flat 
on its face. This, in the opinion of L.R. “Jack” Ken- 
drick, president of Kendrick-Bellamy Stationery Co. in 
Denver, Colo., is why many retailers who attempt to 
take advantage of holiday merchandising programs often 
fail and make no further plans for such a promotion. 

Timing means buying stock merchandise as early as 
May, he points out, and it means taking time to seek 
out new and different items which will have customer 
appeal as well as general usefulness. Before it can be 
sold, merchandise n.ust be in stock, and all items which 
will be featured as business gifts for business people 
must be carefully selected and ordered in quantities 


sufficient to handle demand. 


Pick Up Promotional Items 

Promotional items must be found, and, in the case of 
Kendrick-Bellamy, special give-away merchandise must 
be purchased. These items, little gifts such as flowers or 
small calendars, play an important role in the opening 
day program. 

This opening day, another major event, highlights 
the beginning of the holiday season at Kendrick-Bel- 
lamy. It is tied-in with the general Christmas shopping 
opening day which is boosted by Denver's department 
stores. All of the planning for this opening is from 
months to weeks in advance. 

Special invitations are prepared and sent to between 


6.000 and 7.000 customers. Special invitational ads are 
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prepared for the newspapers. Other announcements are 
to be made on radio. 

Mr. Kendrick added here that Denver is a growing 
city. More than 2,000 new people a month come to live 
in the area. These people rely on newspapers and radio 
and television for their information, and Kendrick-Bel- 
lamy must use as many of these media forms to carry 
their message as they can. 

While the opening day program is being planned, 
and the store decorations, both for windows and in-store 
areas, are being conceived by Herbert Woodend, win- 
dow and decorating chief, the department heads are 
choosing merchandise for special display. 

At the same time, checking is going on to find out 
what manufacturers’ sales aids will be available to help 
stimulate the promotion. Tie-ins between store displays 
and advertising drives are in the foundation stage. 


Prepare Direct Mail Pieces 

The direct mail phase of advertising is also being 
prepared in advance. Catalogs are to be mailed out, 
Christmas folders will be enclosed with statements, and 
outside sales personnel are alerted to watch for special 
industrial and business gift opportunities which utilize 
merchandise that can be imprinted. 

With merchandise in stock, invitations planned, and 
advertising schedules prepared, the final phase of the 
promotion is ready. 

The all-important Christmas windows are scheduled. 
Here timing again plays a decisive role. There are ap- 
proximately 10 windows available. During the Christ- 
mas season, these will each be changed five or six times. 
This means that 50 to 60 windows of merchandise will 
be exposed to the passing crow d. 

The windows are distributed among various depart- 
ments. Such items as pens, leather goods, pictures, fur- 
niture, accessories, and books each get their opportunity 
for display. Everything must have a fresh look through- 
out the season, and the potential customer must be 
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wore 


CHANGING WINDOWS are considered the key to keeping 
customer interest aroused. The two windows pictured here are 
representative of the different themes used during the holiday 
shopping season. As many as 60 different windows may be seen 
in a single season. 
























alerted to something new at constant intervals. Half of 
the windows are changed weekly on Tuesday, and half 
are changed on Friday. In-store displays, as well, are 
changed and kept fresh. 

This, then, is the holiday program. It sounds like a 
large operation—and it is—but it pays dividends in 
sales. 

As Mr. Kendrick concluded, it is definitely a big job, 
but it is rewarding. He has the advantage of years of 
experience with such promotions, and he, and his staff, 
know the basic elements of successful planning. A large 
scrap book, holding pictures of windows through the 
years, serves as a reminder of this success. Copies of all 
ads, of all catalogs and folders, are available for exam- 
ination. Results of past programs serve as keys to the 


success of new ones. 
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Check Liat of Business Gifts 


—Recipe books, files 


... for family —Reminders 
... for friends —Ring books + 
F —Family record books —School bags 
... for housewives ihes touche K ites 
... for students —Files, personal —Scrapbooks 
—Globes —Seat cushions 


—Security chests 
—Slide rules 
Small parts cabinets 


—Guest books 









—Investment record books 








ey cases a 
~—Khiv eS poking stands 
\ ‘3 » albums 







writer, portable 







ww 


i arpe 












ypewriter tables 
—W allets 

—W astebaskets 
—Zipper notebooks 


—Carafeé 
—Card file’ 
—Chairs 
—Chair pads 
—Chalk boards 
—Cigarette boxes 


bu 
bcrete 
Cales —Zipper cases, portfolios 
sading glass 

—Reading stands 


—Clocks 

—Crayons 

—Date books + 

—Desks AKE a look at the list of items above. Check off the 
—Desk accessories products you alrtady have in stock—those that 
—Desk lamps _you sell regularly. Right here you will find the basis 
—Desk pen sets +K for your Christmas promotion! 

—Diaries Anyone of these items or any group of them will 
oiled tne lend themselves to a perfect window display. They can 


er all be highlighted by in-store displays. 
—Drawing instruments These are gift items which the dealer can feature— 

as a specialist in the field. This is merchandise which 

your personnel has been trained to sell. Everything 

on the list is useful, needed, and appreciated—the perfect 


Christmas gift. 
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How to Trim 
Better Christmas 
Windows 


by PAUL LOCKWOOD 


OUR Christmas windows are one of the most 
Vines parts of your holiday promotion. More 
people are on the streets shopping. They look at win- 
dows to get ideas for Christmas gifts and price. They 


often shop windows when the store is closed to avoid 


the hustle and bustle of the holiday crowds. And, 


many of these people mentally peg stores for future 
shopping reference while window shopping at Christ 
mas 


Your Christmas windows are important sales stimu 
lators for your store, and they should measure up on 
the following requirements: 

Eye-Appeal: There is plenty of competition for the 
shopper's eyes during the holiday shopping season. All 
merchants up and down the street go all out for eye- 
appealing Christmas display windows. To attract your 
share of strolling shoppers you will need to have some 


thing different to give it eye-appeal 


Feature Holiday Motif 

Symbolic: Shoppers are in a festive mood. They 
quickly notice a window that does not have some holi- 
day motif—and they may figure the store is not featur- 
ing any Christmas gifts. Santa Claus, holly, gift wrap- 
pings, snow, sleds, Christmas trees, and the like, can 
all be used to give your stationery store windows a 
symbolic appearance. 

§ Appeal: Christmas shoppers need plenty of 
sales appeal when they are shopping. Many of these 
people will compare assortments offered in the win 
dows. They may compare prices. They look for un- 
usual merchandise . . . ideas for gifts for the ‘man 


who has everything’, for “Business Gifts for Business 


People.’ Give your window display plenty of sales ap- 
peal so customers will enter your store and say: “I 
want that gift in the window 

Frequent Changes: Constant change is necessary to 


get the most value from your Christmas promotion. 
You need to promote different items as stock condi- 
tions change. New stock displayed in store window 
attracts new customers. A new window each week is 
not too often for a change during the holiday shopping 
season 


After you have determined when your windows 














































THERE'S NO MISSING .. . the holiday message in this attrac- 
tive window designed by W. L. Tennant of Dana Street Stationers, 
Mountain View, Calif 


for Christmas will be installed, you will want to break 
this total period down into weeks for the selling sea- 
son. You will find the following program helpful in 
planning the installation of Christmas windows that 
sell for your store. 

First: You will want to feature big ticket merchan- 
dise in your early windows. This gives people plenty of 
time to make shopping plans to buy these better items 
for gifts. And, it makes it possible for your store to 
become known as the place where quality Christmas 
gifts are available. 

Second: You will want to develop your Christmas 
window display plan to feature best sellers in your 
stationery store. These might include the most wanted 
gifts—items that have been good sellers year-after-year 
at Christmas. Usually the range of prices will be lower 
than your big ticket windows, but still not the bargain 
Christmas idea. 

Third: When Christmas shopping is at a peak in 
your community (usually between the Sth and 20th of 
December), you will want to feature pick-up items. 
These will be relatively inexpensive stationery items 
that can be purchased on the spur of the moment for 
people doing their last minute shopping and checking 
off name after name down their Christmas list. 


Plan for Liquidation 

Fourth: Just before Christmas (perhaps the last 
three or four days,) you will want to feature regular 
year-end stationery supplies that will have sales appeal 
(when the Christmas symbols are removed). Then, too, 
it helps you liquidate all Christmas stock by having it 
in the store instead of in the window where it can't 
be sold as easily. 

Following this four-step plan on the order of instal- 
lation and being guided by the requirements of good 
Christmas windows will make your window trimming 
job easier . . . and will help you cash in on this 
ready-made market for stationery for Christmas gifts 


via your windows. 








We asked the question 
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How do deaiers promote 


An OA Survey Reveals 


of the dealers questioned make an in-store effort 
to promote Christmas gifts. 


made a special effort to have outside salesmen 
promote gift sales. 


buy special merchandise for use in gift promo- 
tions. 


use special Christmas window displays. 
use store decorations for in-store display. 


offer free services, such as gift wrapping, de- 
livery. 
use shelf displays. 


use newspaper advertising for Christmas pro- 
motion. 


use radio advertising 

use direct mail 

use special catalogs 

use television advertising 


of the dealers obtain promotional assistance and 
material from manufacturers and jobbers. 


use their own resources for promotion or use 
local suppliers. 


reply on national associations or other national 
sources. 


of the dealers use sales literature from manu- 
facturers in their promotions, 


use advertising mats supplied by manufacturers. 


use point-of-sale material supplied by manufac- 
turers. 


of the dealers questioned said they believed the 
manufacturers provide them with sufficient pro- 
motion material. 


of the dealer managers said they alert sales per- 
sonnel to “push” Christmas gift merchandise and 
particular brands. 


of the retailers state they will have a special 
Christmas promotion piers: in 1958. 











business gifts? 


T is easy to say that the retailer should sell busi- 

ness gifts during the Christmas season. It’s the 

how, the when, and the what that offers the chal- 
lenge 

OFFICE APPLIANCES’ research bureau has once again 
gone direct to the*source—to the dealer who success- 
fully sells business gift merchandise—to find out how 
the job of promoting this merchandise is handled. 

Some 94% of the dealers questioned in the early 
spring said they make an in-store effort to sell merchan- 
dise promoted as Christmas gifts And 51% _ stated 
that they also have their outside salesmen pushing the 
girt items 

Although many of the items offered on a day-to-day 
basis in the standard office equipment and supply store 
could be promoted as gifts for business people, for 
family, for friends, for the home, and for students, 
the dealers contacted in the survey, a healthy 69% 
of them, said they buy at least some special merchan- 
dise for gift promotions. 

This does not mean that the merchandise is of a 
different nature than everyday stock items, but it does 
indicate that a special buying effort is expended to have 
the right kind of merchandise available for the pro- 
motion 

What does this promotion include? 

Better than 94% of the dealers stated that they use 
window displays to attract customers. About 84% 
decorate the store interior to foster the Christmas 
spirit. Shelf displays are utilized by 79% of the deal- 
ers responding. Nearly 55% of the group questioned 


said they offer special free services to customers, such 


as giit wrapping, delivery, and the like 


Majority Use Newspaper Ads 


Outside promotion sources utilized included special 


catalogs, newspapers, radio, TV, and direct mail. The 


biggest number of retailers, 72%, used newspaper 
advertising. Better than half of the group, 52%, took 
advantage of radio time. Direct mail pieces were sent 
out by 51% of the dealers contacted, and special cata- 
logs were mailed out by nearly 28%. While only 12% 
indicated the use of television time, this was still a 


fair proportion and shows a growing interest in this 
medium on the part of retailers. 

To secure the materials for their promotions, 60% 
of the dealers relied upon manufacturers and jobbers. 


Approximately 40% sought help from associations 
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Here are facts 
and figures compiled by 
the OA Research Bureau 


and other national sources, and 48% utilized their own 
resources or sought local assistance. The OFFICE APPLI- 
ANCES Christmas kit, containing all types of display 
and promotional material, was also a part of the pro- 
motional plan. 

Of those dealers who sought the aid of manufac- 
turers, approximately 71% made use of sales litera- 
ture supplied. About 65% used ad mats in the 
newspaper advertising, and 58% used point-of-sale 
materials with success. 

As an interesting side note, only 51% of the dealers 
questioned said they believed the manufacturers are 
providing enough promotional assistance. 

To find out if the Christmas promotion is an “‘all- 
out” or at least a concerted effort, Orrick APPLIANCES 
asked the retailers if they emphasized to sales personnel 
the necessity for stressing certain brands and types of 
merchandise for Christmas gift items. Nearly 67% 
of the dealers responding stated that they did make 
this effort. 


Dealers Name Best Sellers 

To further examine what these particular dealers 
sold, the research bureau asked for a listing of top 
items for Christmas gift sales. 

Leading the list were portable typewriters, followed 
by pens and pen sets. Brief cases, ball point pens, desk 
accessories, desk sets, pencils, list finders, memo pads, 
and calendars followed in order. 

These products are named in order of ‘‘top sellers” 
for the greatest number of dealers. However, individual 
dealers list such merchandise as ash trays, chairs, desks, 
and tape dispensers as other “top sellers” during the 
season. 

In a number of cases, the dealers state that they feel 
they must bring in special “‘gift’’ merchandise to com- 
pete with other stores during the holiday season. 

They take this merchandise and promote it with the 
idea of beirig a ‘Business Gift’ which immediately puts 
it in a special category and develops the office equip- 
ment and stationery store as a “headquarters” for this 
particular kind of merchandise. 

As to the success of the 1957 special Christmas gift 
promotion—approximately 82% of the dealers stated 
that they are planning a similar drive in 1958. Another 
12% indicated that they are not going ahead with a 
special promotion this year, and 6% were undecided 
in the spring. 
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The 1958 Merchandising Kit 


Sell Business Gifts 


for Business People 
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This newest and brightest OA 
Christmas kit helps to expand 
holiday sales to a new and 
even larger market. All components 
are co-ordinated to spell success. 
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... for family 


... for friends 


HE busy retailer knows full well that extra dollars 


pour into the cash register during the Christ- 


mas holiday season if he can capture his share of 


the gift business 


He is also aware that competing for the gift dollar 


can 


means careful planning on his part and a co-ordinated 
program of Christmas merchandising 

For the fourth straight year, OFFICE APPLIANCES has 
had a staff of experts prepare a Christmas merchandis- 
ing kit which is designed expressly for the busy dealer 
who wants to take advantage of the season but who can- 
not do a// of the planning himself. 

Once again the theme has been set—sell ‘Business 
Gifts for Business People,” but, because there is a defi- 
nite and visible need to expand all markets today, the 


entire program this year features a new theme—'‘Busi- 
ness Gifts for Business People. for family. . . for 
friends.”’ 

Massive posters, striking banners, eye-catching pen- 


nants and clever new mobiles all stress this important 


idea—gifts for family and friends. 


Gifts for Everybody 

It is understandable that the office equipment and 
supply dealer today stocks regular merchandise that 
makes excellent and practical gift items for housewives, 
for students, and even for younger children as well as 
the adult working man or woman. 

There are list finders for the home phone, beautiful 
new pen sets for the style-conscious lady of fashion, 
recipe and household files, brief cases, slide rules, desk 
sets, portable typewriters, desks, and a variety of color- 
ing sets and paint boxes which offer excellent gift sug- 
gestions 

The important thing for the dealer is to have the 
potential customer aware of the merchandise he offers. 
Here is where the OA merchandising kit steps in 

For window and in-store display, the kit offers large 
(28 by 36-inch) posters in traditional red, green, and 
white. These posters feature the spirit of Christmas giv- 
ing. . Santa Claus. They carry only one important mes- 
Si Business Gifts for Business People. . .for Family 
for Friends 
Striking banners, also featuring Santa Claus and the 
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for 


BUSINESS 
PEOPLE. 


for your family tc et 
for your friends PLANT STANDS 


GIANT POSTER 








holiday colors, can be placed on a wall or window. They 
stretch 38 inches long with a bright, readable message. 

Hanging pennants have also proved to be most use- 
ful according to dealers who have used the kit, so they 
are included once again. These pennants pick up the 
color scheme and the Christmas gift idea. 

Gift suggestion lists, in bright red, green, and white, 
are included this year. These can be displayed inside the 
store or on the window and act as a stimulant to people 
who aren't quite sure what they want. Perhaps a table 
or counter area could feature some of these suggested 


gifts 
Mobile Included 
One of the highlights of this year's OA kit is the 
beautiful Christmas mobile. . .returned because of deal- 


er insistence. This mobile can be hung anywhere in the 
store and because of its bright and cheerful Christmas 
theme, it immediately conveys the holiday spirit. 

All of these professionally produced components will 
combine to make any store a headquarters for ‘Business 
Gifts. 

Window and in-store display pieces play a major role 
in any promotion, but OFFicE APPLIANCES has not 
neglected the other phase so necessary for a full mer- 
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chandising program. The OA merchandising kit in- 
cludes all of the elements for an advertising campaign. 

Dealers will receive suggested copy for a direct mail 
letter announcing the “Business Gifts for Business Peo- 
ple’ idea to customers. Also included are several radio 
spot commercials which are agency-prepared to promote 
the idea that the dealer’s store is headquarters for busi: 
ness gifts. 

Nine newspaper ad layouts in six different sizes are 
a part of the OA kit. More newspaper advertising mats, 
including a Santa Claus logotype, are among the kit's 
components. This gives a dealer an individual flavor 
to his ad promotions. 

To help the dealer find other merchandising help, 
the kit includes a list of manufacturers’ sales aids which 
are available to him, as well as reprints of business gift 
ads from this edition of Orrice APPLIANCES to help in 
the selection of special gift merchandise. A procedure 
manual, outlining the whole promotion in detail, winds 
up the offering to the dealer. 

This year’s kit has been packed in a heavy, flat con- 
tainer to insure delivery in good condition. An order 
blank and other information appears on page 10 in this 
issue. 
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The 
‘Average’ 
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by HAROLD W. JACOBSEN 


nany writers and speak 
a many- 


T has been pointed out by 

ers that the average dealer 

faceted retail business. He usually has a retail store; 
he sells industrially through on salesmen: he fre- 
quently sells by mail through distribution of a catalog 
and other mailing pieces; he sells such specialized items 
as furniture and business machines; he usually runs a 
service department to install and repair the furniture 
and machines; he sometimes has a printing plant, and 
so forth. 

Many of the ills of the in 
fact — that a comparatively 
to operate in effect five or more separate 
and make a profit. It is an almost impossible task be- 
cause each of these separate businesses present different 
problems and require different in their solu- 


ries to operate 


tside 


dustry stem from this basic 


small organization must try 


businesse S 


pproaches 


tions. 
Attempt To Compete 
To illustrate briefly the average dealer with a store 
and outside salesmen will try compete with the big- 
city contract supplier, who may sell with a 15-20% 
average mark-on, even though the dealer is not 


equipped to do so. He resents the business that the 


true industrial seller takes from him, and in attempting 
to meet the low prices may forget that the efficient con- 
tract supplier operates a warehouse only; that he usually 
has selling restrictions such as shipping only orders of 


over $100 or 100 pounds; that the contract dealer may 
require pre-scheduled shipping dates; that a good por 
tion of his and that he 
usually gets all the business ers and can 


quote accordingly. 


business is factory ship} 


of his custon 


The dealer forgets that as XPDENSI\ stor ope ration 
is a hindrance, not a help, to the true contract dealer 
However, industrial selling through outside salesmen 


at the 


Siness 


is a necessary part of the average dealer’s bu 


proper level and at reasonable mark-ons. But when this 
part of the business is successful the average owner may 


think of his store as only window-dressing to his “‘out- 


side’ business, forgetting that street floor rentals are 
high; that store help ts costly; that an inventory is re- 


quired and that above all the store must be properly 


merchandised”’ co pay its own way 


Similarly a true mail-order business requires a special- 
ized knowledge of the use of mailing lists; a knowledge 
of cost ratios on returns from mailings; an efficient han- 
dling of orders in the warehouse; a knowledge of what 
sells by catalog and mailing pieces, and so forth. The 
furniture and machine departments, as well as their 
servicing, also require a different approach by the sales- 
men, a different method of obtaining and following 
leads, different inventory ratios, etc. And if a school 
supply division is included, either intermingled with 
other departments or handled separately, the problems 


are again compounded. 


Needs Vast Knowledge 

In other words the average owner or manager must 
be a hydra-headed entrepreneur with a vast knowledge 
of virtually the entire span of distribution. Or to use 
another analogy, he must be able to ride successfully 
and simultaneously five or more horses all straining in 
aim them toward a different 


different directions and 


goal called earnings. 


The miracle of the industry is that this goal is being 
reached at all. That it is being reached is obvious from 
the number of seemingly successful dealers and from 
what appears to be a low ratio of failures. 


But it is also obvious that except for those few deal- 
ers who are the exceptions that prove the rule, the 
average earnings are small, whether looked at as a per- 
centage of sales or as a return on capital invested. In 
fact they are so small that a downturn in sales such as 
the industry began to feel late in 1957 and continuing 
today creates almost insuperable obstacles to continued 


earnings 


Goal Is Stimulated Thinking 


Most of these articles, then, will try to analyze the 
specific reasons for the low return and what can and 
should be done about them. If, as stated before, this 
analysis stimulates thinking and, best of all, action, then 
whether my facts and conclusions are basically or com- 


pletely accurate is not too important 


Some further general observations may be helpful in 
understanding my viewpoint. For example, it may be 
significant that the earnings percentage of the “little 
fellow,” as reported by the National Stationery & Of- 
fice Equipment Association, appear to be substantial; 
that as the sales go up the earnings percentage drops, 
until the volume swells ($1,000,000 and over), at 
which point the top quarter of the dealers, at least in 
good times, earn a respectable profit. While the NSOEA 
admits that those reporting are only a small percentage 
of the industry, and represent only those that do some 
significant accounting, yet they are the only available 
published hgures 

The 
with my own personal observations, i.«¢ 
the business is small enough to be run by one man 
a respectable profit can be shown. But 


conclusions I reach from these figures coincide 
that as long as 


the owner 
when the 
numerous for one man the business begins to flounder 
unless good management principles are applied 


business gets bigger and the details too 


At that point the background and the personality of 


OA-8/58 





the ownert becomes the factor that determines the suc 


{ 


cess or comparative failure of the business. Again from 
personal observation, the average owner is a man who 
started as a successful salesman, either for another 
dealer. or for his father the founder of the business, 
or on his own in a small way. He usually has had no 
education or experience in the science of managing or 
even in the basic principles of business, accounting or 
finance ind up to a certain point has felt no need 


for this knowledge or experience 


But his sales continue to grow; his inventory swells; 
his accounts receivable tie up more dollars; his ware- 
house operations become a problem; his cash gets 
low; the end of the year shows a disappointing fig- 
ure. Our average owner does not know why! He is 


apt to blame the situation on the manufacturer, or 


his wholesaler, or on the stupidity and laziness of 


his employees, or on his competitors, or on any factor 
that is handy 

Fundamentally the blame should be placed on him- 
self although “‘blame’’ is not the proper word. In any 
event this average owner should at that point realize 
he is no longer a salesman or a small entrepreneur, but 
is the manager of a business that requires a different 


approa h than formerly. 


Can't Make All Decisions 


He must realize his company is no longer a per- 
sonalized business and must become a systematized 


one: that if he can not acquire the knowledge and experi- 
ence himself he must buy it on the market from those 
that have it; that he can no longer make every decision 
on every last detail and that perhaps the way he and 
his father have always done things no longer applies. 


If this realization does not come in time (and the 


point may be reached at different sales volumes in dif- 
ferent companies) or if the owner dies or attempts to 
retire, the business becomes more and more involved 
in financing through factors; obtaining “‘datings’” from 
suppliers; piling up inventory by buying quantity to 
get that last discount; cutting prices to get more busi- 
ness or conversely raising prices beyond competition 
and in general getting more enmeshed in wrong moves 
that compound the original difficulties. 

Drastic action may then be necessary, if it is not 
already too late and the current economy may have 


pushed more dealers over the brink than yet realize 
it. For this kind of a situation professional help would 
seem to be the only answer, since a detailed individual 


analysis is then necessary with a specific program worked 
out and implemented. 


Will Discuss Errors 


Obviously these articles cannot give that kind of 
help. Rather they will try to discuss the many types of 


errors in operations, buying, merchandising and financ- 
ing that appear to be made by dealer after dealer 
throughout the industry. If any of them apply to the 
reader's operations, correction of them now may help 
prevent the slide toward losses and may show a better 
profit picture at year’s end. 

The next article will be devoted to store operations 
and merchandising which is what the public sees and 


from which stem many of the errors that creep 
throughout the whole operation. We will then go 
on with unalysis of outside selling and warehousing, 


buying and financing, accounting and inventory con- 
trol, furniture and machine selling trying to cover 
the average dealer’s gamut of problems. 
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“Why I Wrote 
This Series’ 


HAROLD JACOBSEN 


A week or two after leaving the presidency of 
Horder’s and Associated Stationers Supply Co., a sup- 
plier friend suggested I write my impressions of the 
stationery and office supply industry. I laughed with 
him about it and thought nothing more of it until 
later when another friend, a member of the editorial 
staff of Orrice APPLIANCES, suggested the same thing, 
this time more seriously. 

I began to think about the idea, particularly since 
he said my thoughts might be helpful to the members 
of an industry I have sometimes referred to as being 
“chaotic.” He said my legal background, my chain 
store merchandising and operating experience and 
what he called my “professional management’ ap- 
proach could possibly dig up some truths—or at 
least point up some factors that might create new ob- 
jectives and perhaps lead to a higher plateau. 

My biggest objection was a lack of time, particular- 
ly for any adequate research. But my friend squelched 
this by saying that anything requiring research was 
not what he meant; that he thought my five years as 
head of a leading wholesale and retail distributor 
and as president and chairman of the Wholesale 
Stationers Association should have given me enough 
facts on which to base a series of articles. 

With this introduction as an apologia, I shall try in 
these articles to analyze the industry as a whole; to 
break it down into its component parts; to point up 
some of its faults; to suggest some possible broad 
remedies and to make some specific recommendations 
that may be helpful to individuals and companies. 

That my suggestions and recommendations—or for 
that matter my analyses—will be invariably correct 
or applicable to every dealer is of course impossible. 
But if my words succeed in stirring up thoughts, even 
by making some people angry, they may not be in 
vain. 

That this series of articles can in any way be com- 
plete is also impossible. But again I shall try at least 
to hit the high spots from what should now be a 
somewhat objective viewpoint. 

Since the commercial segment of the industry is 
what I know best, most of my comments will refer to 
that end of the business. The school supply segment, 
however, is closely allied and intertwined, as is what 
I call the specialized selling end, i.e. furniture and 
machines, so my remarks may well apply to the in- 
dustry as a whole. 


Next Month: 
Merchandising vs. Service in the Store 
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eSeating comfort before flight is 
assured in this Flight Deck restau- 
rant in the Southwest Airmotive 
Terminal of Love Field, Dallas, 
Tex., by the Gunlock No. 1977 
USBR chairs covered in cerulean 
blue Naugahyde. The installation 
was made by Stewart Office Sup- 
ply Co. in Dallas for the Southwest 
Airmotive Co., which overhauls 
aircraft. The dining room is used 
by persons waiting for their 
planes to be serviced as well as by 
employees of the company 


eThe use of modular equipment 
from Invincible Metal Furniture 
Co. prov ides office personne | of the 
First National Bank & Trust Co. 
of Racine, Wis. with additional 
working space. The color used in 
the efficient work center, installed 
by The Office Supply Co. of Ra- 
cine, is Invincible’s standard Plaza 
brown. The desks have the stand- 
ard No. 3609 Textolite top. 
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Obstacle 
of pillars 


overcome 


Large plaster copies of Grecian 
coins furnish an intriguing treat- 
ment against apricot wall in the 
savings and loan lounge area 
Umphred Furniture Co. love seats 
in black and apricot tweed fabric 
rest on Firth rug in gold. Two 
Bursk lounge chairs are in lemon 
yellow leather. Tables are from 
Tempo. Built-in receptacle for live 
plants provides a backdrop 


Architectural difficulties surmounted 
by James P. Hill Co. in equipping 


a case history quarters of San Francisco 


savings and loan company branch 


@ Successful in presentation of a proposal for equipping a 
branch of the San Francisco Savings & Loan branch in that 
city’s financial district, the James P. Hill Co. of Oakland, 
Calif. demonstrated ability in working with an architect in 
refurbishing of offices lobby and counters. 

The presentation was made before interior treatment was 
settled upon. The Oakland office furniture firm through its 
designer Elizabeth Wilkinson and its San Francisco man- 
ager, Tim Main, met the architect's problem head on. Here 
was a financial institution which structurally had large con- 
crete pillars, chopped-up ceilings and unimportant entrance 
way. 

Basically, the decision regarding the pillars was that the 
counters be incorporated into them to reduce the illusion of 











before 








OFFICE PLANNING .. . continued 


massiveness. In two places the counters were ‘bayed out 
in order that they might extend beyond the pillars. Paneling 
was prescribed for the long side of the pillars, breaking up 
the color and texture in walnut and sand beige. 

A luminous drop ceiling was installed and that dispelled 
the ugliness overhead 

The doorway was flush recessed back to the first pillar to 
provide a more welcoming entranceway. 

Large plate glass windows with anodized aluminum 
frames replaced the smaller ones which had given the quar- 
ters a broken-up appearance 

Flooring was basically changed by the provision of simu 
lated marble vinv! 


Rear walls were painted a strong, bright apricot to en- 


hance the walnut facing and the beige laminated plastic 
tops of the counters. 

Steelcase furniture in desert sage was installed behind 
the counters. Bursk of Los Angeles chairs were decided 
upon in Swedih modern design done in apricot leather to 
match the rear walls. 

The branch manager’s section up front was equipped 
with Domore executive style desk and seating consisting of 
Bursk armchairs and Johnson posture and side chairs in an 
orange leather. The executive's swivel chair was covered in 
white leather for striking contrast. Firth carpeting was pro- 


vided of rustic corduroy pattern in antique gold. 






































A contrast in before (left) and after 
(upper right) as achieved by James P 
Hill Co. Large pillars have been 
paneled and worked into counter de- 
sign and drop fixtures replaced by 
luminous ceiling. Clerical desks be- 
hind counter are Steelcase while 
branch manager's desk in foreground 
is Domore. Chairs are Bursk and 
Johnson in apricot and orange. The 
executive is seated in a gleaming 
white swivel chair. Note Smith Metal 
Arts desk accessories in brass, match- 
ing desk hardware, and Heath ash 
trays in gold and sand brown pottery 


The pillar-minimizing effect 
building out the counters 

style is illustrated in picture 
right. In addition, borders 





acoustic tile are provided to con- 
trast with the walnut panels. The 
marble is gold gray and while and 
the flooring simulates marble in 
vinyl. The expanse of illuminated 
ceiling, unbroken by fixtures, is 
gleaming white plastic 
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OFFICE PLANNING .. . continued 


Inviting dining room 
created by fixtures 
and wall treatment 


a case history James P. 
Hill Co. brings attractive setting 
to former unattractive quarters 
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Creating an inviting dining room for 
executives of the Safeway Stores in 
former unattractive quarters 1n the in- 
dustrial section of Oakland, James P. 
Hill Co. started with the walls and 
windows. The pillars in this case were 
the only interesting architectural fea- 
ture of the room and therefore they 
were played up with bright olive green 
Federan plastic wall paper. Two small 
windows on one end were overlooking 
an uninteresting view so they were 
treated with a strongly-textured case- 
ment print to both permit entrance of 
light and at the same time block the 
view. They were tied in from stand- 
point of color and texture with beige 
grasscloth walls. Flooring was pre- 


scribed in three graduated shades of 








aed 


ig Ha 


wing 


beige vinyl laid in broad stripes the 


length of the room to add interest to 
a large area. Tables have special oiled 
walnut tops set on walnut bases in 
shape of tripod. American Chair Co. 
chairs are modern adaption of the old 
captain's chair upholstered in olive 
green Naugahyde for back and seat 
Note in picture below how what was 
formerly a wall of windows has been 
treated with a Van Luyt wallpaper 
mural suggesting a huge view of the 
Oakland water front. In order to pro- 
vide semi-privacy for small alcove din- 
ing room pictured at left, bamboo 
drapes were provided, woven in 
shades of olive green, beige, white and 


cerulean blue 
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office interiors 


Sr 
17 en 


“Buxton & Skinner of St. Louis, Mo. made this 
nstallation of Steelmaster desks from Art Steel 
Sales Corp for the Allen Foods Corp Color de- 
tails of the extensive installation were handled 


Phil Sheridan of Buxton & Skinner. 





“Members of the Chicago City Council are now 
seated in Milwaukee chairs installed in the new 
council chambers which replaced those destroyed 
by fire. The massive upholstered chairs were in- 
stalled by Crown Office Supply Co. of Chicago. 
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1. This sentinel 

iar in sleek 
rushed lime 
Sits on a 
ral finish wood 


nd stands a 





a 


2. Reflecting the Oriental influence. This 
Chang horse stands 16 by 18 inches. No 
F282? trom Silvestri Art Mfg Co. Retails 4. 
under $46 


accessories of the month 


Add dramatic impact to « 


@ The complete office interior—to be complete 
must have certain highlights which serve as con 
versation pieces Or important accents to comple 
ment the over-all picture. One way to achieve this 
goal is to carefully select figures of statues which 
match the decor and fit into the realm of th 
individual who will eventually possess the office 

There is a wide range of such items available, 
many at prices which will not make the customer 
wince. There are ultra-modern wood pieces, in 
fine-grained hardwoods, which usually represent 
birds or animals. There are the popular oriental 
statues, the Buddha in repose, the Chang horse, 
and the delicate handcarvings from Java, Bali, 
and Sumatra 

For the more modern touch, there are many 
sculptured figurines, in human form, animal form, 
and free form. The eventual choice is basically 
up to the interior designer and the customer. Her 
are offered several ideas from a variety of manu 
facturers who specialize in these products. Al- 


though good art has no price limit, these 





particular pieces can be had under $60 retail 


3. Buddha on Foo Dog is just what this piece of oriental 

art represents. Stands 25 inches high and 12 inches long 
This particular finish is crackeled antiqued ivory. Ma 

terial is Ceramastone. Retails at $35 from Usher Co 


40 OA—8/58 





















5. Straight from the Island of 
Bali. This figurine of a “pedan 
da” or Brahmana caste glows 
in highly polished wood. Can 
be had 12, 15 or 18 inches 
high. From S. S. Sarna, Inc 





{. Sculptor Stan Schwartz, working in fine woods, has 
wing hgures. This particular one ts 
nahogany with stainless steel 
Stand s high at $15 retail. From Artforms 6. Reproduction of a classi 
( Marshall and Associates camel figurine which will 


catch the eye immediately 
It is 26 by 20 inches in size, 
giving it full prominence 


= From Silvestri, it retails 
So orice ecor at $57 

















8. Ceramic giant chessman by Peter Ganine. In white, black, 
gold or colors. These can be used singly or in groups. Prices 
range from $7.50 to $15. Brayton Potteries 






© If you wish more infor- 
mation about the accessories 
pictured here, please use 
the inquiry card facing 
light granite gray finish. page 66. Your requests 
Base is natural wood. Price will be forwarded to 


is $32.50 trom Gift Craft the manufacturers. 
Leather Co | 


“Falling Leaves” a sculp- 
ture by Vincent Glinsky 
stands 22 inches high with a 


Biggest Yet NOMDA , 
Highlighted by Dealer | 





New President .. . Charles Meyers, Miami, Fla., accepts 
the congratulations of retiring president Harold E 
Steinke at Milwaukee convention 


Milwaukee, Wis. 








@ DEALER INTEREST and dealer participation reached an M 
all-time high, along with an all-time high in registrations at Hi 
the 33rd annual international convention and trade exhibit of 0 
the National Office Machine Dealers Association on June 29 a 
July 2. ne 

Full registrations topped the 100 mark early in the week 
and the turnout for the opening luncheon heavily taxed the fa pt 
cilities of the Empire Room of the Schroeder Hotel, convention in 
site. 

Dealer interest and participation were evidenced in the at au 
tendance at all business sessions and in the exhibit halls. The pre 
panel discussions each day commanded attention and comment Ladies of NOMDA ... . officers elected for the coming year Pe 
from many present include, left to right, Mrs. Thelma Swanger, secretary-treasur- * 

One of the highlights of th ynvention was a short ceremony er; Mrs. Marie White, Ist vice-president; Mrs. Ruth Teschion, De 
in which the Canadian Office Machine Dealers Association, 150 president; Mrs. Vivian Roper, 2nd vice-president; and Mrs the 
strong, was chartered as a full-fledged affiliate of NOMDA Grace Van Dalfsen, 3rd vice-president Das 
Roger Vigeant, president of the Canadian group, accepted the 
charter and presented NOMDA with a beautiful Canadian flag 
and a promise that the joining of the group will be one more 
step in helping the industry and its members to grow on this d 
continent €a 

The keynote for the convention was sounded by luncheon full 
guest speaker William Gove, president of EMC, who told nla 
the group that “people who get things done have formed the ( 
habit of doing things that other people don't like to do i. 

“Form the habit of doing these things others don’t want to pan 
get around to doing,” he said nd the results will be far more LC 
than the effort extended os 

le 
Explains "Swap" Idea 

He also told the dealers about the “swap” relationship in ; 
selling. Instead of making it a one-way sale, he suggested that pbett 
salesmen can state, “I'll ser ind yt serve me This 
will develop the right atmosphere between customer and sales 
man in any situation, he pointed out 

The first panel discussion v handled by anufacturers oa 
division with William R. Leahy, Victor Adding Machine Co nae 
presiding. Others on the panel included M. L. Watson, Smith 
Corona; Dick Maurer, Burroughs Corp.; George Scheel, Na 
tional Cash Register; and K. A. Clark, Royal McBee Corp _ 

They offered ideas on salesmanship and merchandising for M 
the dealers to develop. They told dealers of the need to pro 

, , .] 0 il ley tah ins ) rw h re . 
pret ved sg ngenoned atone ne pet al eigen yt Liston Jackson Trophy . . . leaves Southern California on its 
r a way to Texas. Here Edwin T. Feigle of Houston, left, accepts 
merchandising’ of the products as compared to “‘selling the coveted cup for Texas OMDA from Vern Booher of San 

Ideas for choosing individual markets were presented by Mr: Pedro, Calif 
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A Convention 


er 


Participation 


OA Staff Report 





NOMDA Officers . . . for the 1958-59 year include, left to right, Edgar Noll, new 
secretary; J. Dal Marvil, 2nd vice-president; Charles S. Meyers, new president; Al- 
fred H. Foxcroft, first vice-president; Paul McWilliams, treasurer; and Harold Mann, 
executive secretary 


1 out methods of reaching various groups 
ri point t ft mecessary fact of roing after some cus 
ver come to the dealer, and he showed the 
iers that t must often take the product to the prospect if 
to see it 
Mr. Scl tered his attention on the use of visual aids as 


nh the prospect and to De Ister the sales staff 


pi ussions highlighted the second afternoon of 


[he first was an informative and expressive 


leasing plan by A. D. Bennett, U.S. Leasin 





Corp., Pasadet Calif. He explained how leasing can be an ef 
year fect f selling the larger businesses and corporations 
sur f t finite tax savings involved. He also showe« 
re heir share in any lease plan initiated is a ‘‘casl 
eans money immediately although the cus 

, t quipment on a lease basis 


Lease Means Full Price 





Mr. Bens stated that in his knowledge, 90% of the 
agreements have Deen abl to obtain the Welcome Canada ph Roger Vigeant, left, president of Canadi- 
at thecause of the savinas involved ta thx an OMDA, accepts NOMDA charter from Carmen Shields, 
Miss Milwaukee, and President Harold Steinke. 
( harles Mevers. ( arles S Mevers In Miami Fla new ly 


NOMDA conducted the second afternoon 


ypewriters 


Deal iny questions on the subject, some of which 
but generally they exchanged information on 
es 
S t t s presented were 
Or t alers present were selling 20% electrics or 
In t n of several dealers it is getting harder to sell 
which may be taken in on trade-in basis 
Better t 0% of the dealers rent electrics and most said 


business more profitable than renting manual 





Deal rent a new electric typewriter get $30 or $25 
as compared to $20 a month for a used 
: : 
Mat ere brought up at the session. These in Prize Winners . . . taking trophies for individual efforts are, 


left to right, Norbert Mayer, first prize for manufacturers’ 
representatives; James P. Ward, largest number of new mem- 





(Continued on Page 194) 


a bers signed by a past president; Rocky Jones, second best 

ccept showing among members outside of locals and third place 

£ San More Pictures on Page 44-45 among area chairmen; and Ken M. Ford, winner of the 
‘Steinke Stein’’ for the most new members outside of the 
locals. 
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Milwaukee Plays Host 
To Visiting Dealers... 





ave 


— ‘ , ’ Korean Visitor . . . Dr. B. W. Kong, Kong 
All From Buffalo .. . Gene Milas, Legene Sales; Henry Wallen Korean Typewriter Co., Seoul, Korea, does 
horst, United Office Machine Corp.; and Tcm Moore, United, some shopping at the Ames Supply exhibit 
represent part of the group from Buffalo, N.Y with Ed Staats, sales manager, helping out 





From Mideast . at the luncheon, left to right, D. L. Burns, 
S. Foote, Harry’s Business Machines, Reno, ee bag et a — Borsa ae ae ge ag 
Nev., greet a fellow westerner, Chic Webb . hse ape elaine we Thera eg tes nag dat 


ms > B Sales > 
Chic Webb Typewriter C Inglewood, Calif a Business Machines Sales & Service Co., Pittsburgh, 


From Far West Bordon L. Foote and Harry 








Oregon Officers . . . Jim Calvert, Kay Type- What's New . Burd H. Armor, Something New .. . says Bill Stone of 


writer Co., Salem, and Nat Israel, The Type Armor Business Machines Co., Willow the Olivetti Corp. to dealer Louis 
writer Shop, Portland, vice-president and presi Grove, Pa., and James Gladney, Dic- Santangelo, Jr. of J. S. Stahl & Co., 
dent of Oregon OMDA tating Machines Service Co., Philadel- Denver, Col 


phia, check Office Appliances for in- 
dustry news 


\ 
A 
A 
So 
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= : 


Taking a Stroll are A. D. Bennett, U.S. Leasing Co.; Lil 
ind Bill Corns Thomas & Corney, Toront Canada; and Herb 


ske. Herb Blake Office Machines Ltd., Hamilton, Ontario, 





Thomas E. Kerr, Nittany Office Equip 
ment, State College, Pa.; Charles Creely, Creely Office Ma- 


A Friendly Group 


chines, Chi Vernon F. Kane, International Typewriter Ex 


change, Chicag Mrs. Kerr; Rocky Jones, Sebring, Fla.; and 
Norbert Mayer West Coast Platen Co 





Burn 
Ohi 
ur W . 
burgh Enjoying the Food are Mario Teschion, AAA Typewriter 
t. Paul, Minr Mrs. Elisabeth Stemp, Stemp Typewriter C 
jison, W im Ward, Ames Supply C Mrs. Teschion; 
© rumbach, White Bear Typewriter Exchange, Du 
Mrs. Ellen Waedekin, American Typewriter, Mil 
Alice E. Rhode, Universal Business Machines 





is offered by Sam Henning, Cole Steel, to 
F. Glass Typewriter Co., Pomona, Calif. Jules 
Steel looks on 


A Package Deal 
A £.c A 





Helping Hand . 
ican Philips Co., Inc. was lent by Mrs. Harold Mann. Art 
Hanrahan of the company looks on in approval. 


NOMDA DIRECTORS 


Arkansas—Joe Stuart; Arizona—Frank E, Martin; Cana- 
dian—W. T. Corney, Herb Blake, George Fox, Ernest 
Maag, Joe Rubin, and Roger Vigeant; Carolina—Fred 
Johnson; Central Florida—George Stuart; Chicago— 
Elmer Beutler, Russ Brown, Larry Walter; Cincinnati 
Ed McHale; Cleveland—Ed Knecht; Connecticut Valley— 
Ralph Neumayer; Denver—Joe Evans; Georgia—Travis 
W. Jones; Hawaiian—Earle M. Alexander; Heart of 
America—Vito Randazzo; Houston—Edwin T. Feigle, J. 
H. Lemmon; Indiana-Kentucky—Curtis Benner, Patrick 
Higdon, Robert Williams; lowa—Max Boyd, James V. 
Proctor; Matison—Mrs. Elisabeth Stemp; Maryland— 
Robert Higdon; Miami Valley—Harold W. Van Zant; 
Michigan—Leon Walling; Milwaukee—Jules O. Waede- 
kin; Minnesota—Mario Teschion; Mississippi Valley— 
Keith F. Nelson; Nassau & Suffolk—cClifford Schorer; 
New England—George Chadwick, Jack Thomas; New 
Orleans—Paul Lemarie; New York—George Button, Jr., 
Harold Peck, George A. Plant, Samuel Stein, Mack Stein- 
berg, and John Widmer; Northeast Kansas—William M. 
Phillips; Northern California—Jay Balch, Jack Daven- 
port, James C. Dunn, Roy Kennedy, and William Secor; 
Northern Colorado—K. M. Ford; Oklahoma—William 
Smith; Oregon—Harry Pitts; Pacific Northwest—W illiam 
Burt, J. C. J. Martin, George Pinnell; Pennsylvania, New 
Jersey & Delaware—James S. Gladney, Edward Pfitzen- 
maier, Robert Stevenson, and Herbert Toussaint; St. 
Louis—Ben Schweiss; Southern California—Vern Booher, 
Gene Hart, Ed Kilius, C. Murray King, Lloyd Linabury, 
Paula Pickering, H. Otto Schwichtenberg, Henry Van 
Dalfsen, and Chic Webb; South Florida—Frank Garcia; 
Texas—C. M. Duncan, W. D. Norwood, George Paine, 
Henry Sassman, and M. W. Woodliff ; Tri-State—Charles 
Chappell; Washington—Kell Reimann; Past President— 
C. Elmer Anderson, Earl T. DeGroot, Nicholas H. Fucci, 
Liston Jackson, D. L. Keeney, Jr., Jack Macon, Gordon 
Miller, Robert Randazzo, I. R. Ritchie, J. D. Romano, 
W. R. Shilling, David C. Silvers, H. E. Steinke, Irwin 
Vincent, Wilbur E. Walker, James P. Ward, and Jack 
Weiner; Nebraska-—-I. K. Little; Tennessee—W. A. 
Johnston; Utah—Franz Schreyer. 
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. in a special drawing by North Amer- 





New Products 





STEEL FOLDING CHAIR 


. 


Cole Steel Equipment Co., Inc. 
415 Madison Ave. 
New York, N.Y. 
Four styles of steel folding chairs are 
now being offered at prices ranging 
from $4.95 to $13.95. These chairs 
were designed to service the needs of 
offices, schools, libraries, hospitals, 
restaurants, meeting rooms, and the 
like. The ““Auditorium’’ model shown 
here is constructed of heavy-gauge 
steel on tubular frame and legs, the 
tips of which are covered with rub- 
ber ‘’shoes.’” Writing arm is ‘‘safety 
engineered’ not to tip, tilt, wobble, 
or slide, company states. Line is avail 
able in green, gray, or beige 
—lInquiry Card No. 16— 


INDELIBLE MARKER 


The Carter's ink Co. 

239 First St. 

Cambridge 42, Mass. 

The recently developed marker 

Marks-A-Lot, satisfies a multitude of 

marking needs in the home, office 

and shop, company states. !t is avail 

able in eight indelible ink colors and 

comes in leakproof containers. Comes 

carded, pre-priced at 59c, to promote 

impulse sales. Back of card suggests 

uses for family at work or play 
—Inquiry Card No. 19— 


WARDROBE RACK 


Valeo Co. 
1311 Ann Ave. 
St. Lovis 4, Mo. 


The No. 204-GM ‘Garment 
Master’ was designed to han 
dle as many as 23 hangers and 
provide space for 10 umbrellas 
This unit is made of heavy 
gauge cold rolled steel, but it 
can be assembled by one per 
son. A snap-lock feature per- 
mits shelving to be added by 
attachment to the vertical sec- 
tions. Shelves are of new de- 
sign and have a single slot 
running their length. Unit may 
be extended in lengths of 3 
feet-2inches and 4 _ feet-2- 
inches, only one vertical sec- 
tion being necessary for each 
extension. All units are avail 
able, with or without hangers, 
in silver gray, desert sand, and 
mist green 
—lInquiry Card No. 17— 


SOLAR SYSTEM MAP 


American Map Co., Inc. 
16 E. 42nd St. 
New York 17, N.Y. 
A space age map of the solar system 
featuring pictures of the moon, sun, 
and planets as well as statistics about 
the size, velocity, composition, dis 
tance, and orbits of the bodies in the 
solar system has been published to 
commemorate the International Geo- 
physical Year. Comes in transparent 
package. Folded, its size is 9Y2 by 
12% inches; over-all size 50 by 38 
inches. Free wall display map and 
cardboard display included in each 
carton. List price is 29c. Sample 
available on request 

—Inquiry Card No. 20— 


EXECUTIVE CHAIR 


' 


Stanley Mfg. Co. 
2310 N. Main St. 
Fort Worth, Tex. 


A new executive posture chair, 
offering all the craftsmanship, 
deluxe features and key styling 
of the company’s luxury line, 
is priced for the economy- 
minded. Available in either 
leather or Naugahyde, the seat 
is grosgrain. Chair shown meas- 
ures 19¥%2-——21'% inches in 
height of back from seat; sit- 
ting depth of 18% _ inches; 
width of seat at front, 21% 
inches and between’ arms, 
19%; height of seat from floor 
17 ¥2—20”% inches 
—Inquiry Card No. 18— 


CARD TRAY 


La Jolla Industries, Inc. 

4606-16 Santa Fe St. 

San Diego 9, Calif. 

The company has announced a Card 

Caddy aluminum desk tray for 3 by 

5-inch index cards in capacities of 6, 

9, 12, 18, and 24 inches. This new 

tray is of golden anodized aluminum 

extrusions and has jet-black, plastic 

follower blocks. Will fit standard desk 

drawers for use at place of work 
—Inquiry Card No. 21— 


For More Information Use Inquiry Card Facing Page 66 
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LOOSE-LEAF BINDER 





Rogers Loose Leaf Co. 
609 W. Lake St. 
Chicago, Ill. 
Bound in imitation leather over medi- 
um weight binders board, this loose 
leaf binder was specifically designed 
to accommodate the telephone direc 
tory. Front cover is padded; metal 
parts are nickel-plated and securely 
riveted to covers. Spring button lock 
has looped end for hanging. These 
directory binders are available in 
black, brown, green, maroon, and 
gray; front cover is gold stamped. Ca- 
pocities: 1, 1%, 2, and 2-% inches 
—lInquiry Card No. 22— 


DESK ACCESSORIES 





a 
The Beckhard Line 
230 Fifth Ave. 
New York, N.Y. 
A complete new line of co-ordinated 
desk accessories has been introduced 
by The Beckhard Line of New Y 
distributor for the Carey-McFall C 
manufacturer, of Philadelphia. The 
set is called The Barclay Line and 
features a scuff-proof, leather-type 
Vinyl bonded to heavy-gauge stee 
a patented process. Finish is mar 
proof and cannot be stained by in 
company states. Available in Chey 
enne brown, Riviera red t 
white, emerald green, the line may be 
sold individually or by sets. Heavy 
weight, solid brass emblem f 
embossed and lacquered, may be 
mixed or matched by customer 
selection of old English-style 
a bow-knot bouquet, or antiqu 
Ggesign 

—Inquiry Card No. 25— 
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SYSTEM 
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C. E. Sheppard Co. 

44-07P Twenty-First St. 

Long Island City 1, N.Y. 

A new one-writing system for ac- 
counts receivable record keeping has 
been devised for use in conjunction 
with a dry process electric copying 
machine. One writing simultaneously 
records each transaction on both 
ledger and journal, the two forms 
that comprise the system. These forms 
are aligned on a compact, lightweight 
pegboard, insuring precise registra 
tion. When statement is desired 
ledger card, which is designed to look 
like a statement, is fed into the copy 
ing machine, and an exact copy is 
produced in a mattter of seconds 
Literature on this new addition to the 
Multi-Rite pegboard accounting sys 
tems line is available on request 


—Inquiry Card No. 23— 


IMPROVED CHAIR MAT 





Delta Products Div. 

Air Accessories, Inc. 

1400 Henderson St. 

Fort Worth, Tex. 

The transparent office chair mat known 

4s Floor Show has been improved, 
mpany states, through the addition 
f a patented new level-edge This 

feature permits the mat to lie level with 

the carpet so that chairs: will roll easily 

from carpet to the mat surface. The new 
dge eliminates the usual ridge effect 

MAnt ic 


f plexiglas 


—Inquiry Card No. 26— 


NEW PRODUCTS (ovtinued 


CARD PUNCH MACHINE 





Taller & Cooper, Inc. 

Div. of American Electronics, Inc. 

75 Front St. 

Brooklyn, N.Y. 

The “‘Mek-a-Punch”’ is a desk-top de- 
vice designed for use where key 
punch equipment is unavailable or 
where the volume of punching does 
not justify having key punch. It is 
said to be ideal as auxiliary machine 
in data processing department, for 
adding information to cards already 
coded or for replacing damaged cards 
This portable machine is available in 
models which accept either 80-col- 
umn |.B.M.-type or 90-column Rem- 
ington Rand-type tabulating cards 
Six, 12, or 18 lever models may be 
had for coding as many consecutive 
columns per card in one operation 


—Inquiry Card No. 24— 


MULTI-PURPOSE CABINET 








Columbia-Hallowell Div. 
Standard Pressed Steel Co. 
Jenkintown, Pa. 


Multi-purpose steel cabinets that serve 
as shelf storage, area partition, and 
counter-top are available in two-tone 
combinations of 12 basic colors. Each 
consists of a counter-height cabinet with 
storage shelves, covered with counter-top 
material, and measuring 36 by 12 
inches. Doors slide on nylon glides 
Height is 40 inches 
—Inquiry Card No. 27— 


For More Information Use Inquiry Card Facing Page 66 
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LHe da 


COMPARE THEM ALL... YOU’LL CHOOSE 


- 
Buil I 
uilf fo last... 
MADE OF HEAVY GAUGE COLD ROLLED STEEL 
Scientifically engineered for maximum strength Designed with the 
user in mind. Simple but attractive. 
NO TOOLS REQUIRED 
=y Snap-lock feature permits one man to put shelves together in minutes. 


J A few bolts below are easily made fast with a screw driver. 


NO SHARP EDGES 

These newly designed single slot shelves feature smooth rounded edges. 

Easier to keep clean too! 

ly STURDY CONSTRUCTION 

Shelf supports of strong channel design . . . ends are closed. Will 
carry much more weight than normal requirements. 

| UMBRELLA RACK TRAYS 
At base of each side of the GARMENT MASTER are non-rusting sliding 
aluminum trays to catch moisture. Receptacles are well vented. 

ve EXTENSION FEATURE 
Both the GARMENT MASTER and the WALL GARMENT MASTER may 
be extended 3'2” and 4’2” lengths. Snap-lock feature permits addi- 
tional units to be added. Only one vertical section is needed for 
each extension 
CAPACITY 
The 4342” GARMENT MASTER is designed to handle 23 hangers . . . 
almost twice the number as conventional racks. Plenty of umbrella 
space too. Five on each side, a total of ten! 






No. 204-GM 
GARMENT MASTER 


COLORS 


Silver Grey e Desert Sand e Mist Green 


HANGERS 


Available with or without hangers 


MAIL THIS COUPON NOW 





FOR FOLDER of ENTIRE LINE 








nd “4 
te No. 504-WGM b e Valco Company, Dept. 858 
ach WALL GARMENT MASTER e 1311 Ann Ave. 
with e St. Louis 4, Mo. 
t 
® Please rush file folder that contains spec. sheets and price infor- 
de J @ mation of your entire line. | understand | am under no obligation. 
P * 
4 on bes NAME TITLE 
Liliane Vecchi . 
@ COMPANY 
S ADDRESS 
1311 ANN AVE. ST. LOUIS 4, MO. phone PRospect 6-2660 CITY STATE 
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MULTIPLYING ADDING 
MACHINE 





Monroe Calculating Machine Co., Inc. 
555 Mitchell Street 
Orange, N. J. 
The new 111V116 is a 10-key ack 
ing machine designed specifically for 
automatic multiplication, which func 
tion the machine performs along with 
addition, subtraction, and listing. It 
also prints results on tape, entering 
all minus amounts and decreases in 
red. Multiplication requires the ma 
nipulation of two extra keys, the times 
key and the equals key, using three 
lines of printing per calculation. Ma- 
chine features interlock system which 
prevents ‘‘key pile’ and error, and it 
is styled after the company’s 600 
Series. It lists 11 and 12 totals, both 
positive and negative, and has a mul- 
tiplying capacity of 99999 x 
999999. 

—tInquiry Card No. 28— 


PHOTO MURAL 


4 
]- 





Glenview Products, Inc. 
322 N. Jefferson St. 
Milwaukee 2, Wis. 
A complete line of popular-priced 
full-color murals has just been an- 
nounced by the company. Known as 
“Grandview murals,” this line fea 
tures 24-giant-size reproductions of 
famous American scenes in natural 
color. Suitable for homes and all 
types of offices, these murals are 
offered at competitive prices in three 
sizes: 38% by 59 inches; 45 by 65 
and 51% by 75 inches. Full-color 
brochure available to dealers and 
distributors. 

—tInquiry Card No. 31— 





FELT-TIP MARKER 


BAM i 


MARKER 


CATING 
BALL-VALVE ACTION 
and FELT Tie 





Bankers & Merchants, Inc. 
3229 N. Sheffield Ave. 
Chicago 13, Ill. 
A completely new line of BAMI 
markers features ball-valve action 
and felt tip for permanent marking 
Said to be especially suited for mark- 
ing ‘hard-to-mark’’ surfaces, the 
BAMI is sold dry with ink supply in a 
cartridge to eliminate drying out prior 
to use. Barrel is of unbreakable plas- 
tic and leakproof and is equipped 
with nib protector and color-coded 
cap. Ink is instant-drying, waterproof, 
dorless, and non-toxic; comes in ten 
colors. Packaged with cartridge on a 
display card. 

—Inquiry Card No. 29— 


VISIBLE CARD RECORD 





Evans Specialty Co., Inc. 
1800 E. Grace St. 


Richmond, Va. 

One of the company’s ‘’Aids to Effi- 
cient Office Operation,’’ this new file 
was designed so that every card faces 
the operator, and an automatic place 
marker guides the return of cards tc 
their correct positions. Said to speed 
up such jobs as production control, 
inventory control, stock control, ac- 
counts receivable, and accounts pay 
able records. Two sizes, 1200 or 
3000-card capacity, with adjustable 
end wings and lightweight aluminum 
panels, are available. 


—Inquiry Card No. 32— 


NEW ‘PRODUCTS <0vtinued 


TAPE DISPENSER 





Permacel-LePage's Inc. 
U. S. Highway No. 1 
New Brunswick, N. J. 
This ceramic cellophane tape dispens- 
er features antique-car designs and 
clean, functional lines. Each of these 
dispensers comes packed in a window 
box with a roll of Ye-inch by 800- 
inch LePage’s Cellophane Tape. Re- 
tails at $1.59 

—Inquiry Card No. 30— 


LAMINATE SHEETS 





Chicago Desk Pad Co., Inc. 
4640 N. Oketo Ave. 
Chicago 31, Ill. 


New. do-it-yourself laminate 
sheets of DuPont’s Mylar poly- 
ester film for the permanent 
laminate protection of docu- 
ments, licenses, correspond- 
ence, photographs, cards, and 
the like have been introduced 
under the name of ‘’Cleer-Ad- 
heer.“’ The film remains flex- 
ible with continued use and is 
oil, water, and heat resistant 
This new product is coated with 
Q special transparent, pressure 
sensitive adhesive backing. It 
is put to work in a 3-stage 
process: first, cut to fit object 
with slight overlap then, 
pressed onto the object by 
hand; finally, excess film is 
trimmed with regular scissors, 
thus sealing the edges 
—Inquiry Card No. 33— 


For More Information Use Inquiry Card Facing Page 66 
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NEW 
LADY SHEAFFER 
PENS, 

FROM "10" ’ 
















SKRIPRITER 
BALLPOINTS 
FROM *I" 
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: FINELINE 

b SNORKEL PENCILS, 

i PEN DESK SETS, FROM “1” itt 
, | FROM *12°° fie eae 
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Here are the three prime reasons which account for Sheaffer's popularity with business gift buyers. 


/ Wy... 
(ee thus phology Your 1. The precuct bears a Knowe, sonpectos name. 
an oispooy ot oe it! 2. The line affords a wide selection of prices and models. 
customys . 


3. The gift expresses the thought behind it in a useful, lasting way. 
Before you post the above photograph—on your cash register facing traffic, for instance—write for 
- Business Gift Program particulars. W. A. Sheaffer Pen Company, Dept. AO, Fort Madison, lowa. 
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THORQUGHBRED 
— FOR SALE 





“ACCEPT NO SUBSTITUTE!” 


That used to be a standard phrase in advertisements. You don’t see it 
much nowadays, though—partly because the public is better educated 
to the value of reputation—of both manufacturer and dealer. 


And store salesmen—good salesmen—are better educated, too—on 
the merits of their merchandise, on the what and why of any par- 
ticular item. They can still make or break a sale, but their reasons 
have to be sound to hold customers and build volume. 


The stationers who are making the greatest successes with Acco 
products recognize the importance of such education of their sales 
staffs. They encourage study of the Acco catalog. They know the 
reputation of Acco for quality. They realize that knowledge of the 
Acco line will benefit the customers and profit the store—making 
for variety in sales, volume in variety, quantity in orders and quality 
in customers. Why sell one when you can sell three? 


ACCO PRODUCTS 


A Division of NATSER Corporation 
Ogdensburg, New York 


fn Canada: Acco Canadian Co., Lid., Toronto 
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(peg ACCO FASTENERS — tn- 
a -—— vented by Acco and 
ages satttwee mode in more than 50 
styles and sizes with 

centers from 2%4'' to 8'/2'* and capacities from 1°’ to 6’. Excel- 
lent alone for binding papers or with ordinary folders — and 
really superlative incorporated in Accobind Folders or Accopress 
Binders. 








ACCO PUNCHES—A ne- 
cessity in all offices and 
the standard of quality 
everywhere. Clean cut- 
ting, easy action, sturdy 
construction. Gauge bor and lock. Choice of 5 colors. Compare 
it with any other and you'll always recommend Acco. 











ACCOBIND FOLDERS — Genuine pressboard for utmost service. 
With famous Acco Slideway — at transfer time bound papers 
cre simply slipped from folder and a new Acco Fastener and 
Index Sheet inserted for another year's filing. Choice of 5 colors 
in many styles and sizes. 
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on Back-to-School Dictionary Sales! 


HOW? BY SELLING “THE EXPERTS’ DICTIONARY” 
WEBSTER’S NEW WORLD 





LE 
- ETS 


LOOK AT THIS SPECIAL BACK-TO-SCHOOL OFFER: 


For every 10 you buy you get one FREE! 


PLUS QUANTITY DISCOUNTS 








— 


















q 























|_Compare the figures below with your present profit margin 
"| onver| cost Se ce: | SPROFIT 

4 GET 11 | 340-50 | $74.25 | $33.75 
GET 33 | $119.40 | $222.75 | $103.35 

q ceo 6g | 5234-60 | $445.50 | $210.90 
eur 116 $385.00 | $742.50 | $357.50 
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CHECK THESE FACTS 


Webster's NEW WORLD is the NEWEST, the BIGGEST 
desk dictionary on the market. More than 142,000 
definitions. More than 3,100 terms itlustrated. 1,760 
pages. Display it alongside any desk dictionary and 
watch it outsell all competition. 


Webster's NEW WORLD is “‘the experts’ dictionary" 
— used and recommended by such people as James 
Thurber, Clifton Fadiman, Sean O'’Casey, Mark Van 
Doren, Robert Hillyer, Erie Stanley Gardner and many 
others. 


Webster's NEW WORLD is officially approved at more 
than 1,000 universities and colleges, is preferred by 
modern business firms. 


Every week in the year Webster's NEW WORLD is 
advertised in one or more national publications: Time, 
LIFE, The New Yorker, Wall Street Journal, Saturday 
Review, Christian Science Monitor — plus local news- 
Papers and special magazines. 


TAKE ADVANTAGE OF SPECIAL OFFER TO 
STOCK UP NOW FOR FALL AND WINTER SALES 


ORDER AT ONCE! Offer expires August 15 ,1958 


THE WORLD PUBLISHING COMPANY, Dept. 5a 
2231 West 110th St., Cleveland 2, Ohio 
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Please have your salesman call with FREE sales aids. 
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Harvey Probber, Inc. 
41 E. 57th St. 

New York, N. Y. 
Said to be a step in the direction of more in- 
dividual living and with emphasis on function 
plus luxury, the “‘Inner Office Collection’’ de- 
signed by Harvey Probber includes this ovoid 
desk. The collection includes desks with hidden 
transcription shelves, letter drawers, and Pen- 
daflex file drawers. All wood is mahogany, 
available in 10 finishes, with treatments of 
brass, cane, and inlay and parquet effects 
Cabinets are of many sizes and shapes to 
conform to specified needs. Desk shown meas 
ures 72 inches in length, 39 inches in depth 
and 29 in height; its cabinet (L650MM), with 
recessed base, is 59/2 by 18 by 25 inches. It 
has two sliding doors with four movable 
shelves, two stationery drawers, and a Penda 


flex file drawer. 
—Inquiry Card No. 34— 


PHOTOCOP 


Y MACHINE 


% 








General Photo Products Co., Inc. 

15 Summit Ave. 

Chatham, N.J. 

The new Genco Challenger photocopy 
machine is completely self-contained 
ready to operate when plugged into 
110-volt line, A.C. or D.C. Maximum 


copy surface is 11 by 15 inches 
weight of 14 Ibs. makes machine 
easily portable. Company says ma- 
chine is suited to all copy work in- 
cluding bound books and that it will 
copy from all colors under normal 
conditions of office and _ factory 
lighting. Sells in the low-price range 
Larger size one and two-piece unit 
are available. 
—Inquiry Card No. 37— 





UPHOLSTERY MATERIAL 


NEW PRODUCTS (ovtinued 


EXECUTIVE CHAIR 

















Bolta Products Div. 

The General Tire & Rubber Co. 
151 Canal St. 

Lawrence, Mass. 


A new design in Elastic Bolta- 
flex upholstery material, known 
as the Spectra pattern, features 
a Chrome-Tone finish which 
gives a lustrous effect to the 
tweed-like texture. The new 
finish gives the material new 
resistance to soil and abrasion, 
it is claimed. Spectra pattern is 
available in Media-Weight 
Elastic Boltaflex, a fabric-sup- 
ported vinyl upholstery suitable 
for use on home furniture as 
well as on restaurant booths 
and other institutional equip- 
ment. Comes in decorator col- 
ors of gold, white, beige, 
mocha, green, charcoal, silver, 
persimmon, copper, blue, and 
turquoise. Easily cleaned by 
wiping with a damp, soapy 
cloth 
—Inquiry Card No. 35— 


IMPROVED PHONE LOCK 
Cel-U-Dex Corp. 
Box 1127 Newburgh 
New Windsor, N. Y. 
The Loc-Ur-Fone telephone lock that 
prevents unauthorized calls while per- 
mitting incoming calls, now comes in 
white plastic as well as telephone 
black. The white model, L-2, is in- 
tended for telephones with plastic 
dials, conforming to the differences 
in size. The product has a number of 
key changes for greater protection; 
it cannot be removed without the key 
—Inquiry Card No. 38— 


For More Information Use Inquiry Card Facing Page 66 








Browne-Morse Office Furniture Co. 
Muskegon, Mich. 
Executive Posture chair No. 220 is a 
swivel chair that “‘glides on nylon.“ 
Company attributes this claim to the 
special nylon base sleeve that is said 
to “eliminate wear, binding, drag- 
ging, noise, side sway and lubrica- 
tion.’’ The chair, other than the nylon 
bushing, is constructed of aluminum. 
It has molded foam cushions and is 
upholstered in a complete range of 
colors. Five adjustments permit the 
fitting of the chair to the physical 
characteristics of the user. 

—Inquiry Card No. 36— 


CONTEMPORARY BOOKCASE 





Hale Industries, Inc. 

Herkimer, N.Y. 

Built for long-term office use, is the 
company’s claim for its ‘’1100’ series 
of contemporary bookcases, which is 
comprised of three distinct groups. 
They are: the Premier, with tapered 
brushed brass legs; the Winthrop, 
featuring shaped wood legs; and the 
New Yorker, with box-type base 
(shown). All cases, which are designed 
for end-to-end or back-to-back group- 
ings, are of genuine walnut with fully 
adjustable shelves 36 inches wide and 
11-34 inches deep. The New Yorker 
comes in heights of 30 and 36 
inches; the other two, in 30, 36, and 
48-inch heights 

—Inquiry Card No. 39— 
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Here's how Safeguard eliminates your 


customers' wa/ting-fime irritation : 


If your customers have ever waited for a vital paper while 
mounting minutes played havoc with their good nature, they'll 
be interested in Safeguard, Globe-Wernicke’s engineered, time 
and motion-saving, color-keyed filing system. Five different 
filing systems, each so simple anyone can learn the procedure 
in minutes, tailor Safeguard to all your customers! And, Safe- 
guard’s components (letter or legal size guides and folders) fit 
any filing drawer or cabinet with no special equipment needed. 

Safeguard’s exclusive features assure your customers a filing 
system that provides instant, automatic record control, speeds 
up filing and finding, cuts down on errors, lowers clerical costs 
for increased office productivity and efficiency. 

As a Globe-Wernicke Franchised Dealer, you sell the Safe- 
guard System as well as the most complete line of metal business 


. . ’ fe i & 
“ SAFEGUARD i; my choice, because 
any information or correspondence I 
need from the files, gets to me fast. 
“Out guides’end missing papers too!” 


“ SAFEGUARD is my choice because it’s so 
simple to follow that it takes less time to do the 
filing. Safeguard’s color-keyed tabs flag in- 
stantly just the folder I want.” 


equipment in the world. A dynamic, year ’round national ad- 
vertising campaign in leading news and business magazines and 
a power-packed Sales Aid Program develop local impact for 
you. Write today for information on all the advantages of se- 
curing a valuable G/W Franchised Dealership that can lead to 
an entirely revitalized business for you. 


.. &. 6 
THE GLOBE-WERNICKE CO. + CINCINNATI 12, OHIO 


remember . . . success depends on the strength of your line 


«& 


he 


“ SAFEGUARD is my choice, because 
it keeps our files under control at all 
times, and makes it easy to expand 
our filing operation.” 
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LOUNGE GROUP PENCIL NOVELTY CHART & LAYOUT SYSTEM 


fe 








& 
Robert John Co. 
po Pender ceag age St. Labelon Tape Co., Inc. 
P ’ . 450 Atlantic Ave. 
New seating correlated to the Itra’’ line of Rochester, N.Y. 
desks and accessories features light but rugged The company’s Graph-A-Plan presents 


frames of %-inch solid cold rolled steel bar, 
and luxury touches include upholstery covers in 
wide choice of fabric, plastic, or top-grain 
leather, solid walnut arms, and frame finished 


a new concept of materials and meth- 
ods for the preparation of charts and 
layouts used in business and industry, 
it is claimed. Labelon has released 





in polished chrome, satin brass, or chrome. The five new catalogs on the system 
group shown includes sectional lounge chairs Pat Products Div. which also serve as instruction manu- 
equipped with the Robert John ‘Snap-On Ketcham & McDougall, Inc. als for making a wide selection of 
table which may be used between chairs and Roseland, N.J. charts and layouts. The system in- 
lounges (as shown) or as end tables. These Promoted as a “‘novel and prac- cludes over 500 items such as pie 
Formica-topped table units match both high tical handbag accessory the chart materials, plastic ‘‘Plangrids,”’ 
and low seating. Chair side rails are the con Pat Keynoter is one of the new- and compact Graph-A-Plan kits con- 
necting support in a variety of groupings. ec est additions to the company’s taining all necessary materials. Free 
tional chairs with single arm, right or left line of gift items. It consists manuals available are Statistical 
and armless arrangements have a 1712-inch of a key ring with safety catch Charting,’’; ‘‘Office Layouts ‘Plant 
height. joined to a mechanical pencil Layouts”; Organization Charts’’; 
—Inquiry Card No. 40— by a mesh chain. In gold elec- and ‘’Process & Flow Charts 
tro-plate, item retails at $1 —Inquiry Card No. 42— 


—Inquiry Card No. 41— 


BUSINESS FORMS 


ERASER SET TELEPHONE PANEL G 














Superenay meemess Forme Weldon Roberts Rubber Co. 

P. O. Box 10425 365 6th Ave Office Suites, Inc. 

Dallas, Tex. | Sewerk 7, N.J. 21 W. Illinois St. 

A new line of stock interleaved bus For multi-purpose erasing, the =n Chicago 10, Ill. ] 

ness forms is now available, as com pany offers this new Jet ‘’Tr Ne Designed for the executive who wants 

panion products to the recently intr 800 eraser set. The package ntains to get his telephone off his desk, this ( 

duced Rogersnap Carbon Second ne each of Walden Roberts Set 45-inch walnut component cabinet 

Sheet line, in the Flipout Dispenser erasers Nos. 827. 838 and 825 has a built-in telephone panel devised n 

Box. Many of the forms may be used which are enclosed in plastic h deve by the Illinois Bell Telephone Co. in 

for typing or hand-writing ar pace f fountain-pen size and with pocket collaboration with Office Suites, Inc 

is allowed for crash printing of cu clip. Holder tip unscrew eraser The panel contains the receiver, the tl 

tomer’s name. Availabl n tw tick may be moved outward. Each dial at a 1|5-degree pitch for con Dp 

three, and four parts, the ne in eraser has a_ specialized function venient use, and pick-up keys and y 

cludes Repli-Memos, voucher check 827 for ink and typewriting; 838 for control keys for loud-speaking equip- B' 

purchase orders, invoices and | f lead, ball point and India ink: 825 ment. Available as yet only in Illinois 

lading as well as blank standard size for pencil erasing and cleaning but its national distribution is antici 

forms : pated we 
—Inquiry Card No. 43— —Inquiry Card No. 44— —Inquiry Card No. 45— th 
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New way to make more 


profits on Royal Portables 
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Uncover the big market for 
businessmen’s gifts! 


Ow is the time to start promoting 

Royal Portable Typewriters as 

Christmas gifts. That’s right—Christ- 
mas gifts with a new twist. 

Aim for the businessman. Start him 
thinking mow about his Christmas gift 
problem. And start him thinking about 
giving Roval Portables. 

It’s the ideal gift for his business 
to build good will. It’s the 
thoughtful gift for his teenage kids— 
to improve their school grades. 


associate 


Talk it up across the counter. Pro- 
mote it through your displays and 


OA-8/58 


local advertising. Ask your Royal Rep- 
resentative to help you set up your 
own Christmas gift program. 


And remember: your businessmen- 
prospects will be pre-sold on the fea- 
tures of the Royal Portable through 
nationwide advertising on Television 
all during the month of August. ‘‘No 
Warning” is Royal’s great TV Show 
on NBC-TV every Sunday night. 


Here’s a real opportunity for you to 
go after big extra profits right now. 
And the market is BIG. Make your 
plans now—and make more money. 





ROYAL oon: 


most-wanted portable 


Product of Royal McBee Corporation 
World's largest manufacturer of typewriters 
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BALL PEN FOR DESK 
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seo ran 
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“> es: 1935 Buck 





[ r 
Eberhard Faber Pencil Co. 

Crestwood, 

Wilkes-Barre, Pa. 

A new, super-fine ball pen, the Noblot 


counting, bookkeeping, stock control 


work and offers advantages t 
neers, draftsmen, and commercial artists 
in four colors: blue (No. 1935); red 


green (No. 1938); and black (No. | 

struction is along lines of company’s 

Noblot ball pen but has finer line 
—%Inquiry Card No. 46— 


MOBILE CABINET 





Certified Products, Inc. 
82 Coif St. 
Irvington 11, N.J. 


This cabinet, specifically designed for 


the filing and storage of small rec 
ords, is mounted on 4-inch rubber 
ball bearing, swivel casters for ready 
mobility. Top is tilted forward af 
proximately 10 degrees for use as 
desk. Standard finishes, gray, green 
and silver hammertone. Model M® 
36-13 is 32 inches wide, 22 deer 
and 39 inches high at the back and 
38 at the front. It has 36 drawers 
which ore 13 by 13 by 1 inch; the 
storage drawer is 27 by 19 by 4 
inches and rolls on four ball bearings 
Model MR 36-20 has 36 drawers that 
meosure 1.3 by 20 by |! inch. Both 
models are available with two door 
equipped with locks to enclose draw 
ers. 


—Inquiry Card No. 49— 


Thinrite, 
yields 60% more writing because of its narr 
line, company claims. Specifically designe: 
desk use, the pen is particularly suited 


architects 





FILING CABINET 





wer 
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ac- 
ledger 
engi 
Write 
1936 
8 n 
icased 
The Bentson Mfg. Co. 
652 N. Highland Ave. 
Avrora, Ill. 
A new line of low-priced steel 
filing cabinets, called the 
Highlander 700,’ has been 
introduced to the trade in two, 
three, four, and _  five-drawer 
legal and letter size models 
These makes are offered with 
or without thumb latches and 
locks and in five exterior enam- 
els—desert sage, gray, olive 
green,. mist green, and yucca 
green. Inserts for 6 by 4 cards, 
5 by 3 cards, and checks are 
also available. All drawers op- 
erate on full cradle suspension 
with 10 steel rollers, four of 
which are ball bearing type 
Brochure and price list avail- 
able on request 
—Inquiry Card No. 47— 


BEAM SCALE 











Triner Scale & Mfg. Co. 
2714 W. 21st St. 
Chicago &, Ill. 
A new beam scale, Model AA-12, is 
a four-pound scale having two four- 
pound slot weights and hook. It can 
handle half-ounce foreign mail as 
well as 12-pound parcel post. The slot 
weights are carried in a chrome rack 
attached to the scale 

—tInquiry Card No. 50— 


NEW PRODUCTS ¢ovinued 


OFFICE PARTITIONS 





R. J. R. industries, inc. 
2221 S. Michigan Ave. 
Chicago 16, Ill. 
Reynolds Partitions are proportioned 
to provide maximum of privacy and 
concentration without obstructing 
light, heat, or ventilation, company 
states. Sections are 72 inches high, 
with solid panel extending 52 inches 
from the floor and capped by 20 
inches of glass or perforated hard- 
board. These re-usable space dividers 
are available in nine colors and come 
in 36-inch widths, and are made in 
any width up to 36 inches to fill each 
wall requirement without extra 
charge 

—Inquiry Card No. 48— 


FLEXIBLE CHAIR 





Seating, Inc. 

Robbins, N. C. 

A new type of chair marketed under 
the name Extenda was especially de- 
signed for sedentary workers. The 
chair permits complete flexibility, 
with the seat moving laterally in four 
directions in response to body move- 
ment. Despite its flexibility, chair is 
stable and comfortable, company 
states. Legs and base frame are of 
high-grade steel tubing with die-cast 
aluminum housings containing the 
rubber bushings which provide the 
flexibility. Seat and back are uphol- 
stered in leather-like, Nylon-backed, 
vinyl fabric 

—Inquiry Card No. 51— 


For More Information Use Inquiry Card Facing Page 66 
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BUSINESS LEADERS choose 
Smith Metal Arts Desk Accessories 
for preferred gifts... 


The greatest American industrial leaders select Smith 
Metal Arts pieces for exceptional gifts, as well as to 
grace their own administrative offices. 

Leading office equipment dealers who now stock and 
sell Smith Metal Arts lines for their own holiday promo- 


tions make substantial profits. 


WRITE for the latest catalog and price information on the famous Smith Metal Arts 
collections ... Silvercrest ... Mooncrest ... Tuscan Matte... and the new DECORATOR 


group, just announced. 


/ oF 


DECORATOR 





cked SMITH METAL ARTS COMPANY, INC. 
Master Craftsmen in Fine Metals 


1721 ELMWOOD AVE. - + + + + BUFFALO 7, N. Y. 





ELECTRIC ADDING MACHINE 
aes 


| 





Burroughs Corp. 
6071 Second Ave. 
Detroit 32, Mich. 
Known as the J289, the ten-key el 
tric adding machine shown is B 
roughs’ newest offering in the low- 
price range. The machine was espe 
cially designed to meet the needs of 
smaller offices and for personal use 
but it will also function in the busiest 
office. It has 7-digit listing and an 
8-digit total. Other features are: all 
electric total, sub-total, subtraction 
non-add, repeat and error correction 
keys, and a full visibility plastic tear- 
off blade. 

—tInquiry Card No. 52— 


ele 


ur- 


STAMP PAD SET 





Sanford Ink Co. 
2740 Washington Bivd. 
Bellwood, Ill. 
A new business gift item, consisting 
of a personal rubber stamp and pad 
set, has been announced by Sanford 
The 3-line rubber stamp is made to 
order as purchaser, or gift recipient, 
specifies. This he does by mailing 
the order card that comes with his 
set. Each set is individually boxed 
The metal case, finished in a gold 
checkerboard design, contains a foam 
rubber stamp pad and a compartment 
in which the personal stamp is kept 
Retails at $2.95 

—Inquiry Card No. 55— 





BANDSTAMP LINE 





Krengel Mfg. Co., Inc. 

227 Fulton St. 

New York 7, N.Y. 

A new line of alphanumeral band 
stamps with as many as 20 separate 
bands on the same stamp has been 
made possible through the use of 
turdy but extremely light metals 
Each band contains 38 characters: A 
through Z; figures 1 through 9 and 
QO; the period and dash. Available 
with one and up to 20 bands in 
character sizes from 1/16 to % of 
an inch in both roman and gothic 
type styles. Illustrated catalog avail 
able 


—Inquiry Card No. 53— 


MAP CASES 








Scott-Rice Co. 
610 S. Main St. 
Tulsa, Okla. 
A new lightweight, tamper-proof aluminum 
map carrying case for shipping rolled maps, 
drawings, plans and blueprints called 
the Saf-Tee Case. It is three inches in 
diameter and available in three standard 
sizes to accommodate subjects up to 60 
inches. Made of 16 ga. 6061-T6 aluminum 
alloy; equipped with leather grip handle 
and steel hasp for padlock. Can be pro- 
vided in custom lengths on special order 
—tInquiry Card No. 56— 


BALL POINT PEN 


Lindy Pen Co., Inc. 
9601 W. Jefferson Bivd. 
Culver City, Calif. 
The company’s new non-refillable ball 
point pen is called the Lindy Jr. It 
offers a giant supply of blue-black 
ink which is permanent, non-trans- 
ferable, and non-smudging. Barrel is 
translucent amber with matching cap 
trimmed with gold clip. Retails at 
29c 

—Inquiry Card No. 57— 


NEW PRODUCTS ‘ovivined 


PARTITION SYSTEM 





Unistrut Products Co. 

933 W. Washington Bivd. 

Chicago, III. 

A new low-cost partition system called 


the ‘’ColorLine features colorful 
paneling in glass, wood, and plastic 
It makes use of re-usable metal fram- 
ing which can be erected in stores, 
factories, offices, warehouses’ or 
homes without recourse to layout, 
riveting or welding. Metal framing is 
designed to accommodate any panel- 
ing material from one-eighth to one- 
half inch thickness, and doors and 
shelving can be readily fitted into the 
framing. Successfully installed as of- 
fice enclosures, ceiling-high parti- 
tions, partial enclosures, wall dividers, 


railings, cubicles, tool cribs, and 
glazed railing, or banker’s type par- 
tition. 


—Inquiry Card No. 54— 


DRAFTING UNIT 





Stacor Equipment Co. 
295 Emmet St. 
Newark 5, N. J. 
A new series of Stacor-Matic single unit 
work stations, called the STA Series, has 
just been introduced by the company 
Modeled after the original MAT series 
and incorporating all of that line’s fea- 
tures, this new unit was designed to meet 
budget requirements without sacrificing 
quality. It is a combination drafting 
surface for one man and desk and files 
for the man in front of him by virtue 
of the shelf and drawer space provided 
at the front. Features automatically 
adjustable board, built-in electrical out- 
lets, pull-out linoleum desk top, three 
all-steel drawers, and all-steel base 
—Inquiry Card No. 58— 


For More Information Use Inquiry Card Facing Page 66 
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Dislinclr Pasiness Chairs 
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urine No. 1905 I 


Johnson Chair Company 


y JOHNSON 4 


pe TE 


7109 Merchandise Mart 


Chicago 54, Illinois 
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MORE)!\) OMORE/ANOMORE 


sales ammunition for Burroughs dealers! 


the revolutionary M&V ed a new bargain-priced, electric Burroughs 
plastic-base Nu-Kote , ten key adding machine, retailing for just 
carbon paper. It’s set $198.50 (plus applicable taxes). It’s true 
ting new sales records Burroughs quality with many de luxe- 
every day! model features! 


a new and high-quality Burroughs cash the expanded line of Burroughs ten key adding 
register at a new low price—also $198.50 machines now available to dealers, including 
(plus applicable taxes). Accurate, hand- models with capacities up to a billion dollars. 
some and durable —a true value that will Now there are ten key adding machines to 
bring big sales! satisfy every customer need! 





That’s how Burroughs is giving all-out sales support to dealers! New products 
for new markets, competitively priced to send sales soaring. 

Now Burroughs dealers have something for everybody—from bargain specials 
to de luxe models. How about you? Whether or not you already handle 
Burroughs products, look into this lucrative profit picture from all angles. 
For full dealer information, write Dealer Sales Department, Burroughs 
Corporation, Detroit 32, Michigan. 


Bu rroughs adding machines and cash registers. 


Burroughs—TM. 
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Through Italic Styling, executive offices can be tailored to the 
precise character of a company—and the personality and taste 
of the individual. This is possible because of the limitless variation 
of this magnificent furniture, the focal point of Italic Styling, 
and equally flexible decorative elements and accessories. 


This outstanding, new furniture line opens a vast new 
market — highly profitable sales to executives 
— another example of our continuing efforts to keep 
the GF franchise the most valuable in the industry. 
GF Studios, Dept. X-16, Youngstown 1, Ohio. 
Division of The General Fireproofing Company. 


|e Ktalic Styling BY GF STUDIOS 
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All-Rite Pen. Inc., 24] Hudson St 
Hackensack N. J.—in expanding the 
distribution of its Cosmopolitan 
pens, has provided interested dealer 


with two new canteen displays. Each 
canteen fits conveniently atop count 
ers, mear cash registers, and at 


check-out points. 
—Inquiry Card No. 101— 





Bostitch, Inc., 2004 Briggs Dr., 
East Greenwich, R. | has an- 
nounced the availability of a spe- 
cially constructed carton which ef- 
fectively displays the three-tone 
gray, or black and chrome, B8R 
stapler and a packet of 1000 
staples. Die-cut tabs hold stapler 
in place; a pull out ‘’drawer’’ con 
taining 1,000 staples fits snugly 
inside a slot in the display plat- 
form's side panel 
—Inquiry Card No. 104— 


Penco Metal Products Div., Alan 
Wood Steel Co., 200 Brower Ave 
Oaks, Pa.—has just released a new 
color card illustrating the company’s 
current offering of six new decorator 


+ 


colors in its line of steel storage 
equipment. This color guide (No. SF 
8) presents actual paint samples of 


the new colors as well as Penc 
three standard ones of green, gray 
and tan. New colors are: rose amber 
soray green, Saxe blue, warm gray 
sand, and vista green 

—Inquiry Card No. 107— 





G. J. Aigner Co., 426 S. Clinton St., 
Chicago 7, IIl._—has put out a blue 
and white counter display for a new 
line of plastic re-inforced loose leaf 
sheets. This display unit is stocked 
with samples of the new “‘thin edge’ 
sheets printed with user benefits, 
sizes, colors, finishes, and prices 


—Inquiry Card No. 102— 


| 


Stempel Mfg. Co., 2839 Ro- 
berta St., Dallas 3, Tex ha 
announced a new display cre- 
ated especially for Stempc 
Colo clipboards. Made of clear 
plastic moulded into graceful 
design, the unit requires a 
counter space of 9 by 10 
inches. It displays Col clip 
boards of any size or assort- 
ment. Dealers will be offered 
one of these displays with each 
order of 12 dozen or more Colo 
clipboards 
—Inquiry Card No. 105— 


Northern States Envelope Co., 300 £ 


Fourth St., St. Paul 1, Minn has 
made available to dealers a complete 
sample kit with price list for its line 


of Currency Gift Envelopes for the 
1958 season. Features 20 steel die 


engraved envelopes and 9 colored 
lithographed envelopes of various de- 
signs 


—Inquiry Card No. 108— 


For More Information Use Inquiring Card Facing Page 66 
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Arrow Fastener Co., 510 Madison 
Ave., New York 17, N. Y.—offers a 
new JT-21 tacker self display that 
enables the dealer to sell right out 
of the box. Featuring bright yellow 
and green, the new unit was designed 
to sell from every angle. Die-cut top 
folds back to highlight Arrow’s logo- 
type pointing up sales message. Car- 
toon cutaway illustrates many uses of 
product by entire family. Utilizes 6 
by 54-inch space 
—Inquiry Card No. 103— 





Weber Costello, 1212 McKinley St., 
Chicago Heights, II!.— illustrates the 
window display possibilities of _ its 
back-to-school promotion kit, de- 
signed to aid both window and store 
interior display. Kit contains 18 by 
24-inch window poster, 16 small dis- 
play sheets for specific products in 
and out of company’s line, an _ In- 
door-Outdoor Globe (half mounted 
outside the window and half inside 
and a back-to-school advertising mat 
This kit is free to dealers placing a 
$75 Sampler Order; dealers who al- 
ready have some of the _ products 
listed in stock may substitute so long 
as total is held to $75. Brochure 
available 
—Inquiry Card No. 106— 


Lundia Div., Swain & Myers, Inc., 
224 W. Cerro Gordo St., Decatur 
IIl.—-has announced the availability§ 
of a complete literature package de-} 
tailing features of a new Swedish-§ 
patented line of prefabricated ad- 
justable wood shelving. The offer§ 
includes a 4-page brochure of de-t 
signs, specifications for and installa-§ 
tions f the product in facturies 
stock rooms, warehouses, and the 
like. Fact sheet and price list are 
also included 
—Inquiry Card No. 109— 
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“Wow! 
l’d work in that 


office for free.”’ 





> a Copr. 1957 by 
OuPT/ we oH. GUNLOCKE CHAIR COMPANY, 










P. S. to dealers: 
Everyone benefits 
when you sell fine 
seating — Gunlocke’s 
of course! 


~ 
i 
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WAYLAND, NEW YORK 




















The Print-O-Matic Co., Inc., 724 


| 
Eberhard Faber Pencil Co., 
Crestwood, Wilkes-Barre, Pa 
has put out a sliding easel 
display box for counter use in 
the promotion of the company’s 
new Noblor ‘“’Thinrite’’ ball 
pen. One dozen pens of a 
single color (Mongol yellow 
are packed in the box. 
—Inquiry Card No. 110— 





Ferber Corp., 75 W. Sheffield 
Ave., Englewood, N. J.—has a 
newly streamlined version of its 
two-dozen Vu-Riter display card 
for counter use. Now half its 
former size, the new card takes 
up 8% by 2-inch space on 


counter or shelf. 


—Inquiry Card No. 113— 


W. Washington Blvd., Chicago 6, 
lll._—offers a complete and new 
promotion program free with initial 
orders of Print-O-Matic A-2G card- 
size duplicators. This offering in- 
cludes electric displays, demonstra- 
tion machines, and direct-mail 
brochures. Displays are for counter 
or window use. 
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—Inquiry Card No. 114— 


Autopoint Co., 3200 Peterson Ave., 
Chicago, IIl_—now has available a 
new one-dozen box of Cargo-pens 
suitable for counter display. Box is of 
bright yellow with contrasting deep 
blue. The by-the-dozen package, to 
be sold exclusively through stationers, 
may be had in all inks (blue-black, 
red, and green), in “‘Real-Thin’’ Fine 
Point, and in reproducing ink 
—lInquiry Card No. 111— 


New Catalogs 











ak\ renal 


gpier cases 
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Leathercra#, Inc., 2320 S. 
Western Ave., Chicago, Ill.- 
has published a catalog show- 
ing its entire line of brief bags, 
attache cases, zipper cases, and 
zipper ring binders. Contents 
are arranged and ‘ndexed ‘or 
ready reference and specificaily 
written to help dealers sell, 
company states. Write Cus- 
tomer Service Dept. at above 
address 

—Inquiry Card No. 121— 


The C. E. Sheppard Co., 44-07P 21 
St., Long Island City 1, N. Y.—an- 
nounces 8 new catalog sections on its 
line of pegboard and strip account- 
ing systems. These include payroll 
systems, accounts’ receivable, ac- 
counts payable, peg-strip data proc- 
essing, time payment, insurance 
agency, doctor’s systems and hospital 
systems 


—Inquiry Card No. 122— 





Cel-U-Dex Corp., Box 1127 
Newburgh, New Windsor, N. Y. 
— is offering a counter display 
for its telephone dial lock, Loc- 
Ur-Fone, which is mounted on 
a card. Display rack holds 12 
cards. Also may be had in a 
display box for 12. Other sales 
aids available are: a two-color 
envelope stuffer for imprint; 
easeled window display sign 
holding two of the product 
catalog sheets. 
—Inquiry Card No. 112— 


E. W. A. Rowles Co., 116 N. Hickory 
St., Arlington Heights, IIl._—has pub- 
lished a new 12-page catalog on port- 
able chalkboards and bulletin boards 
and other products for visual pres- 
entation. Also included are the com- 
pany’s eraser line, eraser cleaner, 
bulletin board material, and chalk- 
board surfacer 
—Inquiry Card No. 123— 


Bela Div., J. & J. Tool & Machine 
Co., 9505 S. Prairie Ave., Chicago 
28, Ill_— is offering a brochure show- 
ing the company’s complete line of 
classroom furniture and _ folding 
chairs. Brochure contains samples of 
upholstery materials and metal 


swatches in colors available 
—Inquiry Card No. 124— 


Inca Metal Products Corp., P. O. Box 
398, Carrollton, Vex.—-has released 
a new catalog and price list covering 
its complete line of shelving, cabinets, 
lockers, and shop equipment for in- 
dustrial, commerciol, institutional, 
and home use. This ring binder cata- 
log is No 100. 
—Inquiry Card No. 125— 


Designcraft Metal Mfg. Corp., 155 
27th St., Brooklyn 32, N. Y.—pre- 
sents a new catalog featuring its 
dimensional group which brings the 
architective look to interior office 
design and decor and providing a 
source for the integration of steel 
and wood Formica 
—Inquiry Card No. 126— 
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QUICK SERVICE | Sie Gurcau... 
INQUIRY CARDS OFFICE APPLIANCES 


Please ask the manufacturers, indicated by the key 
numbers | have circled, to send further information 
without delay. 


This service is restricted to dealers and whole- 
salers in the office equipment and supply field. 


»A's 


SSSSeateeanene+« 


Accessories of the Month 


All accessories illustrated and described in ACCESSORIES OF THE MONTH 

this issue in the section carry key numbers 1 '2346 67 8 9 0 tt 12 i 4 

sc ciecumiion | San 

el cigar . | 16 17 18 19 20 2 22 23 24 25 26 27 2 

simply circle the corresponding key numbers 31 32.33 34 38 36 37 38 39 40 41 42 43 44 48 

on the card and mail at once. Your inquiry 46 47 48 49 50 5! 52 53 54 55 56 57 5B 59 60 
= will be forwarded to the supplier immediately. 61 62 63 64 65 66 67 68 69 70 7i 72 73 74 75 

76 77 78 79 80 B81 82 83 84 85 86 87 88 89 90 


New Products SALES STIMULATORS 


Y ; , 101 102 103 104 105 108 107 108 109 110 
To obtain more information about any of the TT] nt} et eee) ee) ee) ee) ee) er 


new products in this issue which carry the 
key numbers 16 to 90, simply circle the cor- 


NEW CATALOGS 
125 122 123 124 #125 126 127 128 129 «130 


in a responding key numbers on the card at the | «BE 132133 134135136137 138 e48 
ale right and mail at once. Your inquiry will be 
forwarded without delay. August 1958 Issue of OFFICE APPLIANCES, 


Card void after October 1, 1958 





met Sales Stimulators 














iy To obtain more information about any of the - 
manufacturers’ sales aids described in this 
: : Position 
issue, circle the key numbers on the card at 
right which correspond to the numbers as- | Compeny 
signed to the Sales Stimulators. Mail the card Business Address__. 
promptly. City Lone Stote 








por, New Catalogs 


oe To obtain copies of recent catalogs or price 
lists described in this issue, circle the key 


























hall numbers on the card at right which corre- 3 3 & ; A 
spond to the numbers assigned to the New aim <>. C 
_ Catalogs. These requests will be promptly = . ¢ 
forwarded to the manufacturers. H | | ' 
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tional scription, or tear it out and j 53 i. i. a) 
give to a friend, salesman or | | | oO & 3 nS » ~~ “6 . 
employe active in the retail | > Fs 533 3 > 
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industry Meetings 





Exhibit List Expands 
For Eastern Show 


An expanding list of exhibitors for the Eastern Commercial 
Stationery Show October 25-28 in the New York Trade Show 
Building is reported by Sophia K. Ehrlich, executive secretary. 

New exhibitors include Lindy Pen, Koh-I-Noor Pencil Co., 
United Cutlery, National Leather Goods, Advanco Products, 
Eaton Paper Corp., Elam Stationery Co., Fisher Pen Co., 
Hodgman Rubber Co., Krayer Mfg. Co., Master Woodcraft, 
Regal & Wade and Weckesser Co. 

Jointly sponsored by the Stationers Association of New York 
and the Metropolitan Travelers Club, the purpose of the 
Show is to permit the dealers and their sales organization to 
see stationery and office equipment available to them for sale. 

Invitations to attend will be extended to commercial sta- 
tionery, office supply and equipment dealers, department store 
commercial stationery buyers, syndicate stores commercial sta- 
tionery buyers, college book stores commercial stationery buy- 
ers. Area covered includes New York Metropolitan Area, the 
New England States, the Middle Atlantic States, the states of 
Maryland, Delaware, Virginia, West Virginia and the District 
of Columbia 

Attendance at the Show last fall resulted in a registration of 
3,248 persons, of which 1,814 were verified dealer registration. 
Exhibit hours have been announced as follows: 

Saturday, October 25—12 noon to 7 P.M 

Sunday, October 26—12 noon to 7 P.M. 

Monday, October 27—12 noon to 10 P.M 

Tuesday, October 28—12 noon to 8 P.M. 

The exhibit list already exceeds that of last year’s Show and 
sell-out of available space is hoped for by the committee. 


bw 





Miller Huggins Heads 
Cash Register Dealers 


ANDERSON, IND. 

Miller Huggins, prominent office machines dealer in Ander- 
son, has been elected president of the Independent Cash Regis- 
ter Dealers Association at convention held at the Sheraton 
Palace Hotel in San Francisco. 

The ICRDA is a trade association com- 
posed of the independent cash registet 
dealers throughout the United States, 
Canada, Mexico, Cuba and Puerto Rico. 

Manufacturers and suppliers to the 
trade such as Burroughs Corp., Cashere 
Corp., Clary Corp., Hugin Carp., R. C. 
Allen Business Machines Corp., Regna 
Corp., and Victor Adding Machine Co. 
(McCaskey Register Division), demon- 
strated their latest equipment and prod- 
ucts at the exhibit held in conjunction 
with the membership meeting. 

Panel discussions on sales and service of cash registers were 
conducted under the leadership of H. O. Whistler of Dallas; 
Mr. Waska of Fort Worth, and De Haven of Sacramento, Calif. 

The following officers were elected: president, Mr. Huggins; 
vice-president, H. O. Whistler of Dallas and secretary-treasurer, 
Stanley Hayman of Washington, D.C. Outgoing President Ed- 
ward Mancini of Chicago was elected chairman of the board of 
directors. Irving R. Pressman of Washington, D.C., is general 
counsel 

M. S. Kahn of San Francisco was the local host of the meet- 





Miller Huggins 


The next meeting of the ICRDA is scheduled for New York 
City in October of this year. 
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EXHIBITORS IN SECOND ANNUAL SHOW 


Acco Products 

Accucraft 

Ace Fastener Corp. 

Acme Lite Products Co. 

Advanco Products 

Aigner Index Co., Inc. 

Allen & Co. 

Alliance Rubber Co. 

All-matic Products 

All-Rite Pen, Inc. 

Amberg File & Index Co. 

American Pad & Paper 
Co. 

American Writing Paper 
Co. 

Angler's Co. 

Arrow Case & Letter 

Arrow Fastener Co., Inc. 

Art Steel Sales Co. 

Artistic Desk Pad & 
Novelty Co. 

Apsco Products, Inc. 

Baitimore Salesbook Co. 

Julius Bandes & Co., Inc. 

Banov-Bernsley & Co., 
Inc. 

Bates Mfg. Co. 

Better Packages, Inc. 

Carters Ink Co. 

Challenger Steel Prod. 

Comfort Cushman Co. 

Cooks’ Inc. 

Cushman & Denison 
Mfg. 

Crownola L.L. Prod. 

Dennison Mfg. Co. 

Joseph Dixon Crucible 

Dome Publishing Co., 
Inc. 

Eagle Pencil Co. 

Eastern Numbering 
Mach. 

Eaton Paper Corp. 

Elam Stationery Co. 

Empire Pencil Co. 

Erval Assoc. 

Eveready Calendar Mfg. 
Co. 

Ezyindex Products Corp. 

Eberhard Faber Pencil 
Co. 

Ferber Pen 

Fine Steel 

Fisher Pen Co. 

Gold Seal Chair Cushion 

Guide System & Supply 
Co. 

C. Howard Hunt 

Hammond Map Co. 

Handi-Blott Co. 

George S. Heineman, 
Inc. 

Higgins Ink Co., Inc. 

Hodgman Rubber Co. 

H-O-N, Inc. 

Hormel Corp. 

Ideal School Supply Co. 

Industrial Lamp Corp. 

Jayem Mfg. Co. 

Jay & Ess Mfg. Co. 


Kamket Corp. 
Kohinoor Pencil Co. 
Krayer Mfg. Co. 
Chas. Leonard Co. 
Herman M. Levey, Inc. 
Lifton-Keppler Assoc. 
Lindy Pen Co. 
Luxo Lamp Corp. 
Majestic Staple Co. 
Majestic Stationery Co. 
Marsh Stencil Mach. Co. 
Master Woodcraft 
J.L. May Co., Inc. 
Joshua Meier Co., Inc. 
Metalcraft Prod. Co. 
Metal Specialties Mfg. 
P. J. Mieth 
Micropoint, Inc. 
Minnesota Min. & Mfg. 
Modern Steelcraft, Inc. 
Monarch Plastics Co. 
Mutual Products Co. 
National Blank Book Co. 
National Leather Goods 
Nobema Products Co. 
Noesting Pin Ticket Co. 
Norma Pencil Corp. 
Nu-Craft Products Co. 
Olivetti Corp. of 
America 
Oxford Filing Supply Co. 
Penn State Industries 
Perfect Rubber Seat 
Cushion Co. 
Sidney Pomerantz 
Redi-Record Payroll 


Redi-Record Products Co. 


Bed Rope Sta. Ind., Inc. 

egal & Wade 

Regency Thermographers 

Romco Equip. Co. 

Weldon Roberts Rubber 
Co. 

Sainberg & Co. 

Sanford Ink Co. 

Saxon Paper Corp. 

Seal-O-Matic Dispenser 

The Shallcross Co. 

S. S. Stafford, Inc. 

Stationers Looseleaf Co. 

Stein Bros. Mfg. Co. 

Stock Forms Co. 

Storch-Tepper Assoc. 

Swingline, Inc. 

Stone-Newman Assoc. 

Taubman Pen Co. 

Tavella Sales Co. 

Technical Tape 

United Cutlery 

Universal Pad & Tablet 

S.E.&M. Vernon, Inc. 

Victor Safe & Equip. 
Remington-Rand 
Dealer Sis. 

Warshaw Mfg. Co., Inc. 

Waterman Pen Co. 

Weckesser Co. 

Wilson Jones 

Zephyr American Corp. 


Standard Register Co. Moves 








HOUSTON, TEX. 


The Standard Register Co. has moved from 1503 Hanley Ave. 
to new and larger quarters located at 4610 Main St. 
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Acme Carbon & Ribbon Co., Ltd. . . . Toronto. Perc. Wolkins, 
Gordon Kindree and Loraine Anderson 

















Grand & Toy, Ltd. . . . Toronto. A. J. Brown, G. Cantrell and 
J. Broom 


15,000 Attend Canadian National Show 


FORONTO 
First Canadian National Business Show attracted over 15,000 
business executives to Exhibition Park, Toronto, mid-June. 
Termed the biggest supermarket of the industry's products, it 
was sponsored by the Canadian Business Equipment Manufac- 
turers Association — credited with $130 of the $200 million 
sales of the office equipment industry in Canada. Named new 
president of the CBEMA is Beverley E. Smith, vice-president, 
International Business Machines Co., Toronto 
More than 100 exhibitors from eight countries showed prod 
ucts ranging from stapling machines to giant computers. Key 
note of the show was efficiency in business operations 


Exhibitors Are Pleased 


W. O. Detweiler, show chairman, reported exhibitors pleased 
with the results of the big show, with sales exceeding expecta- 
tions. He predicted the majority of exhibitors would take part 
in similar exhibitions in future years 

According to show manager Grant Smedmor of Toronto: 
“The show, in addition to meeting a need for greater efficiency 
in business, had a tonic effect on sales at a time when govern- 
ment and business leaders are stressing the need to step up pur- 
chasing.” Equipment on display was estimated as worth in ex- 
cess of $2 million. 

Exhibitors emphasized to executive guests attending the af- 
fair that now in times of speed, rapid turnover and low profit 
margins, the businessman needs something more than a simple 
adding machine to operate efficiently. The trends toward auto- 
mation, simplification, eye-appeal and versatility were high- 
lighted. Office furniture shown stressed the modular design of 
interchangeable units which can furnish an office without waste 
space. Office machines were presented as not only efficiently 
useful but also glamorous 


Varied Products Shown 


Among products exhibited: data processing machines capable 
of storing data to the extent of 5,000,000 digits; accounting 
machines which can complete a bookkeeping task, even cor 
recting themselves if an error occurs; duplicating processes 
which produced copy barely discernible from the original; 
microfilming and punched cards allowing tenfold the amount 
of filing in a tenth the space; furniture permitting offices to be 
functionally furnished without an inch of waste space; tele 
phone loudspeakers that eliminated balancing of a receiver on 
shoulder, or in hand; posture chairs for executives featuring 
deep foam cushioning, contoured seat and back rest; robot 
typewriters doubling normal one-girl output and hundreds 
of other modern business aids 
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Luckett Loose Leaf, Ltd. . . . Toronto. Bernard Flexer, J. S. 
Luckett, Jr. and Bob Heron 


ee 


C. 





Dennison Mfg. Co. of Canada, Ltd. . . . Drummondville, Que. 
G. Preston and Ed Wilson. 
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Sheedy Magic marker 3 


NOW GUARANTEES 
SHELF LIFE 





There’s nothing so dead as a dud pre-filled marking device that’s supposed to be 
“ready to use’’...nor so damaging to customer’s good will. That’s why Speedry 
Magic Marker’s guarantee of 3 years’ shelf life is so important. They always 
work, last longer, provide incomparable performance by virtue of superior engi- 
neering and ink formulation. No imitation can approach Speedry’s patented 
achievements. Magic Markers may cost a little more at first but more and bet- 
ter mileage plus inexpensive refills are what brings customers back. You can 
rely on Speedry. Over 20,000,000 Magic Markers sold...and 20 years of pro- 
duction skill tell the profit by preference story. 


Magic Marker: 77c each retail, refills 39c. Eleven colors plus black & white. In popular 3-color 


sets, dozen-packs and 12-color Art Sets, as well as single units. Free display and merchandis- 
ing aids for dealers. Nationally advertised. Available from nearby Speedry distributor or 
Magic Marker wholesaler. FREE CATALOG & PRICE LIST of entire Magie Marker Line 
on request, Write: 


SPEEDRY 


DEPT. OA-1 


PRODUCTS, INC. 


RICHMOND HILL 18, N.Y. 
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Celebrate Two Anniversaries 


At C. E. Sheppard Co. 
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with the company was the mark of distinc- 
tion at the anniversary party. Men with 40 years service, in 
the top photo, include Gustave Rasmuson, 45 years service; 
C. E. Sheppard, president, 58 years; and William |. Kloper, 51 


years service. Men with 30 years or more are pictured in lower 
photo. They include, left to right, Thomas F. W. Lundberg, 36 
years; Nat Britton, 31 years; Henry Briggs, 37 years; Adolph 
A. Engler, 32 years; and Carlos L. Paynado, 35 years. 


LONG ISLAND CITY, N.Y. 
Charles E. Sheppard, president of the C. E. Sheppard Co., 


was honored by more than 150 employees and guests at a party 


and open house celebration, held at the company’s Long Island 
City, N.Y., offices recently. The party commemorated Mr 
Sheppard’s 83rd birthday and his 58th anniversary as active 


head of the company which stablished in 1900 

Sixty employees with an aggregate total of 937 years of serv 
ice received service bonuses. The group, all with five or more 
years of service, was headed by William I. Kloper, manage 
of the combined stock and shipping departments, with 51 years 


and Gustave Rasmussen, bindery manager, with 45 years. Five 
additional employees with 30 years or more of service were 
also cited, along with six who have worked for the company 


from 20 to 30 years. 


Max H. Krueger, vice-president and general manager, who 
served as toastmaster, reported that during the past year steady 
progress has been made and that the C. E. Sheppard Co. “is 
today a major factor in the systems field 


He said the company’s futur bright, explain 
ing that company lines have been expanded, new manufacturing 
equipment has been acquire 1, and a record sales development 


program is underway. 


prospec ts were 


| program, company employees 


At the conclusion of the forma 
presented a large birthday cake to Mr. Sheppard. Mrs. C. E 
Sheppard was an interested spectator as Mr. Sheppard partici 
pated in a cake-cutting ceremony 


Gotham Chalkboard & Trim Co. 
Opens Arkansas Plant 


The dedication of the new plant of Gotham Chalkboard & 
Trim Co., Inc. took place on May 29 in Marked Tree, Ark. It 
was carried out by Governor Faubus and Winthrop Rockefeller, 
chairman of the Arkansas Industrial Development Commission 
as part of the company’s “open house,’ according to Morris 


L. Miller, president. 
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Luggage, Leather Goods Manufacturers 
Elect Irving Diamond as President 
NEW YORK, N.Y. 

The Luggage and Leather Goods Man- 
ufacturers of America ended their 20th 
annual convention at Bolton Landing, 
N.Y., early this week. Members voted 
the following officers to head the Asso- 
ciation for the 1958-59 year: 

President, Irving Diamond, United 
Luggage Co. Inc. and Diamond Leather- 
craft Co. Inc. Treasurer, Irving M. Weiss, 
Friedman Bros. 

Regional vice-presidents included A. S. 
Wichtel, Allied Luggage Corp. for the 
eastern area; Murray J. Brenner, Charles 
Doppelt & Co. Inc., for the midwest area; Emmett H. Heitler, 
Shwayder Brothers Inc., for the Pacific coast area; and Robert 
A. Totty, Seward Luggage Mfg. Co. Inc., for the southern area. 

Members of the board of directors for a one year term will 
be Howard A. Bauman, Enger-Kress Co.; Robert E. Dingman, 
King Leathers Inc.; Ira R. Katz, Hartmann Luggage Co.; Carl 
F. Rumpp, C. F. Rumpp & Sons; and Edward B. Stein, Stein 
Bros. Mfg. Co. 

Two-year term board members include Hy M. Hait, M & M 
Bag & Suitcase Co. Inc.; Allen Kilik, Mutual Brief Case Co. 
Inc.; Leonard Moscowitz, Carter Leather Goods Co. Inc., 
Thomas J. Rolfs of Rolfs; and Jay H. Weiner of Reliable Lug- 
gage, Inc 

Elected to three-year terms on the board are Harold G. Caro, 
the Horton & Hubbard Mfg. Co.; Dana B. Collings, Buxton, 
Inc.; Lewis G. Dutton, Springfield Leather Products Co.; Don 
Korchmar, the Leather Specialty Co.; and James W. St. 
Thomas, St. Thomas Inc. 


Irving Diamond 


Wholesale Stationers 
1959 Exhibit for March 2-4 


Final plans have been announced by the Wholesale Stationers 
Association for the 1959 trade exhibit to be known as ‘School 
and Art Supplies, Stationery and Sundries Show”, an interna- 
tional exhibit exclusively for wholesalers at the Hotel New 
Yorker, New York City, March 2, 3 and 4. 

Committee in charge is the WSA school supplies division 
composed of R. E. Stevenson, chairman, Zellerbach Paper Co., 
San Francisco; John Conway, vice-chairman, Loring, Short & 
Harmon, Portland, Me.; William Boothby, vice-chairman, Cen- 
tral Ohio Paper Co., Columbus, Ohio.; Louis M. Barnett, 
United Art Co., Boston; Hiram S. Bronson, Heinzle & McCann, 
Columbus, Ohio; Arthur Edwards, Golden Montana, Lewis- 
town, Mont.; Herbert Held, Blackwell Wielandy, St. Louis; 
Louis Olewang, Scrantom's Book & Stationery, Rochester, N.Y.; 
Joseph Raubaut, Beecher, Peck & Lewis, Detroit; Ed Blevins, 
Caldwell Sites Co., Roanoke, W. Va.; E. §. Clayton, Sheridan- 
Clayton Paper Co., St. Joseph, Mo.; George Halling, J. K. Gill 
Co., Portland, Ore.; Roy Kerr, Kerr Paper Co., Amarillo; Philip 
Peiser, Bayshore Paper Co., Santa Clara, Calif.; Ralph Scherer, 
John Leslie Paper Co., Minneapolis, Minn.; James G. Schmidt, 
Paul M. Adams Co., Baltimore, Md., and Richard Osur, secre- 
tary, Rochester Stationery Co., Rochester, N.Y. 


Dallas Host To Texas OMDA 


DALLAS, TEX. 

Dallas Office Machine Dealers Association will host the 
Texas OMDA members, their families and employees with a 
picnic, August 9, at 6:00 p.m. at Lemmon Lake, Dallas. 

There will be a barbecue with all the trimmings, dancing, 
drinks and games. 

In conjunction with the picnic, there will be a board of di- 
rectors’ meeting of TOMDA and DOMDA. 

Any member of National Office Machine Dealers Association 
who happens to be in or near here is invited, too. 
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Six Countries Send 
Agents to Meeting 
At Sanford Ink Co. 


In June the Sanford Ink Co. was host tc 
its agents in six countries for a five-day 
international sales conference held at 
the company’s offices in Bellwood, Ill 
From left: FRONT ROW—Gordon N 
Steinmetz, Sanford export sales man- 
ager; Renato Fernandez, Havana, Cuba; 
Diony Fernandez, Havana, Cuba; Alberto 
Rihan, Mexico City; SECOND ROW 
Mark S. Massel, Sanford Ink; Warren 
Davey, Toronto; Curt Heimdel, Stock- 
holm, Sweden; Charles W. Lofgren, pres- 
ident, Sanford Ink; Richard Davilla, Hato 
Rey, Puerto Rico; Helmut Fischer, 
Zurich, Switzerland. 





‘Knowledge of Today’s Problems’’ Theme 
Of Annual Western Area NOFA Conference 


West Coast office furniture dealers and manufacturers will 
gather at the Ambassador Hotel in Los Angeles, Calif., July 
31-August 2 for the second annual Western Area NOFA Con 
ference. 

This year’s conference will again feature exhibits 

The program as announced by chairman George D. Nielsen 
of Dray Manufacturing Co., Downey, Calif., will be built 
around the conference theme “Knowledge of Today's Prob 
lems’. Engene C. Peckham, personnel specialist, will speak 
during the conference sessions as well as addressing the Thurs 
day luncheon. 

Other speakers include William Cole, Walsh Brothers, Phoe- 
nix, Ariz., whose topic will be “Group Dynamics” and Al Os- 
born, Tacoma Office Supply, Tacoma, Wash.,who will discuss 
“Reorganization of the Modern Business 

Ralph Noble, color stylist from Denver, will be the luncheon 
speaker on Friday. The legal aspects of the office furniture busi 
ness will be discussed by a Los Angeles attorney Milton N. 
White. 

On Saturday, August 2, the 
cocktail party followed by dinner and dancing in the famous 
Cocoanut Grove to the music of Freddie Martin’s orchestra 
Dennis Day will head the floor show 

Earl Sheffer, president of the Los Angeles Chapter of NOFA, 
says that there will be many exhibits than last year and 
that an additional exhibit room had to be arranged for with 
the hotel as a result. 


conference will close with a 


New York OMDA Instructs Delegates 


NEW YORK CITY 

Instructions to the delegates attending the National Conven 
tion were outlined at the Jun meeting of the Office Ma 
chine Dealers Association of New York at the Advertising 
Club. The New York group is sending six regular delegates 
plus three past presidents. 

President Harold Ritchie, Addressing Machine & Equipment 
Co., introduced John Schappert to the group as New York 
dealer sales representative for the portable division of th 
Underwood Corp. John replaces Mike Bak, who has been pro- 
moted. 

Mack Steinberg, Zenith Typewriter and Adding Machine Co 


New York City, chairman of tl lucation committee, reported 
on the success of the recent electric typewriter repair and 
maintenance course and added that the Underwood Corp. had 
offered to contribute its services for the next such session to be 
held. 

The legal responsibility of il unknowingly buys 
and resells stolen machine vas discussed. David Silvers, 
American Business Machines gested a committee be formed 
to study the situation and was | diately appointed chairman 
of said committee 

A good deal of discussion was devoted to the question of the 


National Association offerins NOMDA portable to associa- 


tion members for them exclusi 
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Under the picture of the founder of their firm, Theodore A. 
Heyer, who passed away in his 55th year of service in Febru- 
ary, employees of the Heyer Corp. cut the cake commemorat- 
ing the company’s anniversary. Pictured, left to right, are 
Mary Milliken, 38 years service; Arthur J. Heyer, 28 years 
service; T. Reeves Heyer, 31 years service; and Ella Leman, 
41 years service when she retired last year. Several of the 
firm’s distributors attended the party as well as honored em- 
ployees. They included Richard Meier, Beecher, Peck & Lewis, 
Detroit; Walter Radell, Walter Radell Co., San Francisco; 
Vern Thompson, The Brown Brothers Ltd., Toronto; and Vin 
Turner, Turner & Co., Boston. 


National Business Show to Feature 
Street Scene, Business Office of 1908 


NEW YORK CITY 

Now under construction for display at the National Business 
Show this October 20-24 at the New York Coliseum is a full- 
size replica of a typical street scene and business establishment 
of 50 years ago, according to the Office Executives Association, 
sponsors of the show. 

Planned as a celebration of the 50th edition of the world’s 
largest business equipment exposition, the 1908 scene will 
enable visitors to “step back’’ into the past to compare every- 
day items with the present, as well as see the dramatic progress 
in office equipment, furniture and machines 

Show visitors will actually enter the re-created scene through 
a street containing a ‘block’ of three buildings typical of the 
era. Parked at the curb of the street will be a “brand new” 
1908 Oldsmobile. The Olds is being provided through the co- 
operation of General Motors Corporation. General Motors, 
which will have just completed celebrating its 50th anniversary, 
will salute the 50th National Business Show during the five 


days of the show. 


OA—8/58 
















There’s beauty, charm, excitement 


in thee GW Dennison 





Christmas Line 





Beautiful gift wrappings are as much a 
part of Christmas as the tree, the wreath 
and Santa Claus. The Dennison Christmas 
Gift Wrapping Line is designed in beauty, 
to match the mood of the holidays. 








The Dennison Line offers you eye-catching 
designs, attractive pre-priced packages, 
and the best-known brand name in the 
paper specialties field. Aggressive Dennison 
promotion to your customers — climaxed 
by a full page full color ad in LIFE next 
December — means a pre-sold line. 

Place your order now! 
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Scott Harrod 


Harrod New President of 
Ditto; Henderson Retires 


Scott Harrod, chief executive officer since August of last 
year, has been elected president of Ditto, Inc., by the firm’s 
board of directors. 

Harrod at 47 succeeds Kenneth M. Henderson, the latter 
having reached the retirement age of 65 on June 18 after nearly 
40 years of service with the firm 

It is interesting to note that Harrod started his professional 
career as a senior high school mathematics teacher in Galva 
[ll., while his predecessor upon reaching retirement age will 
embark on a new career as a full-time lecturer at the North- 
western University School of Business 

Election to the presidency completes a carefully-planned pro- 
gram of succession which began with Mr. Harrod’s employment 
three years ago. Since that time the former Bell & Howell ex 
ecutive has had the opportunity to become thoroughly prepared 
for this new assignment. He has successfully served as financial 
vice-president, headed product development and production and 
sales and since August of last year has served as executive vice 
president and general manager 

Upon his retirement, Mr. Henderson told OFFICE APPLI- 
ANCES, “In joining the faculty of Northwestern University 
School of Business as lecturer in business administration, I have 
the opportunity to work with youth and more especially trans- 
mit something of my long and varied experience to the genera- 
tion which, in the years ahead, will be responsible for the 
management of American business 

Reviewing the general concept 
ords in the accelerated business world of 1958 and the future 
Mr. Harrod says: 

“New methods of mechanically transferring data from one 
class of office machine to another has awakened businessmen to 
the tremendous wastes and costs of repetitious writing. 

“Unrelated machines such as typewriters, teletypewriters, cal- 
culating, tabulating, addressing machines and electronic com- 
puters are tied together through the medium of perforated 
tapes, punched cards or magnetic tapes. 

“We feel that the future of the integrated data processing 
is exceedingly bright. It has become very obvious that adminis 
trative costs can not continue to rise without having an adverse 
effect on the ultimate price of the end commodity.” 


of duplication of office rec- 


Eagle Pencil Co. To Open Suite 
In Park Ave. Skyscraper 


In anticipation of its move to a modern factory and head- 
quarters now nearing completion in Danbury, Conn., Eagle 
Pencil Co. has taken a magnificent new suite of offices in the 
heart of New York. 

The offices are located in Suite 2005 of 375 Park Ave., the 
famous new “bronze” building at 52nd St., only a few blocks 
from Grand Central Station, Radio City, the United Nations, 
and the business, shopping and theatrical centers. 

The suite serves as the offices of the New York sales man- 
ager and his staff. 
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Algot Larson Retires 
As Art Metal President 


Algot J. E. 
presidency of the Art Metal Construction Co., 
30. Andrew Wilson, now chairman of the board, will become 
chief executive officer with the added title of chairman of the 


Larson has announced his retirement from the 
effective June 


executive committee. 

The executive committee of the company, besides Mr. Wilson 
includes Roscoe W. Clark, first vice-president; Loyal R. Adding- 
ton, vice-president and general manager; Carl H. Bowen, vice- 
president and assistant general manager, and Ralph R. Davis, 
president of Security Steel Equipment Corp., Avenel, N.J 





Andrew Wilson 


Algot Larson 


Mr. Larson continues as a director of the company. The board 
of directors includes, in addition to those mentioned, Dana 
B. Hellings, attorney of Buffalo, N. Y.; Fergus Reid, Jr., in- 
dustrialist, New York City; John Lawrence Riegel, president, 
Riegel Paper Co., New York City; Harold T. Swanson, secre- 
tary-treasurer of Art Metal; and R. G. Drinkuth, vice-president, 
Security Steel Equipment Corp. 

As president of a company noted as manufacturers of the 
most complete line of metal office equipment on the market, 
Mr. Larson became recognized as a pioneer in his field of 
office modernization. 

In 1949 under Mr. Larson's leadership, Art Metal introduced 
a completely new line of all-aluminum office chairs with out- 
standing innovations in correct posture seating for office work- 
ers, the “‘tilt-action’ seat and “live-action” back 

Andrew Wilson, chairman of the board of directors of Art 
Metal, is a financial and business consultant with offices in 
New York City. He is also a director of the New York Tele- 
phone Co., The County Trust Co. of White Plains and 
Gemung’s, Inc 

Mr. Wilson was elected a director of Art Metal Construction 
Co. in 1950, chairman of the board in 1954 and will now serve 
as chairman of the executive committee and the chief executive 
officer. 

Last year, Mr. Wilson completed 23 years as a director, presi- 
dent and chairman of the board of the County Trust Co. of 
White Plains, N.Y. 


Excuse Us Please — 


On page 100 the July issue of Orrice APPLIANCES reference 
was made to the formation of Ives Distributors as a wholesaler 
of office equipment, with a warehouse and office at 601 W. 
26th St.. New York, N.Y. 

It was indicated that Ives Distributors was formed by 
Charles S. Nathan, Inc., and that Seymour Nathan and Ives 
Nathan were still connected as executives with the Charles S. 
Nathan retail business. The announcements were incorrect. Sey- 
mour and Ives Nathan disposed of their financial interests in 
Charles S. Nathan, Inc., earlier this year and are not now con- 
nected with any retail office equipment business. 

The erroneous impression in the news announcement is sin- 
cerely regretted. 
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CLARIN 


“RESERVE SEATS” PROMOTION 
MAKES MONEY FOR YOU 


New! A sales concept from Clarin that makes 
folding chairs pay off in big money! It’s 
R.S.V.P.—the sales plan that makes every 
crowded office a hot prospect. Discover what 
R.S.V.P. can do for you and your salesmen .. . 
see how Clarin makes RESERVE SEATS 
VERY PROFITABLE for you. Write, phone 
or wire TODAY. It’s that important. 
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Decorator's Display . . . of ac 
cessory items is on the second 
floor. The open shelving sepa 
rates the design department 
from the furniture area and pre- 
sents a perfect place for the dis- 
play of lamps, figurines, ash 
trays and other accents for the 
executive office. 





The Main Floor . . . has been equipped with modern display 
units to facilitate semi-self selection 
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New Display Areas - set up on the 
second floor show the company’s furni- 
ture lines in model office divisions. This 
particular office, one of the features of 
the company’s anniversary celebration 
shows the new GF “‘Italic’’ line in an 
attractive setting. Decorative accessories 
cre ali part of the Pound & Moore serv- 
ice to customers 








Bonn sete 


CHARLOTTE, N.C. 

@ A DOUBLE CELEBRATION—featuring the 50th anniver- 
sary of Pound and Moore Co. and a complete remodeling of 
the second floor furniture department with additional remod- 
eling on the first floor was one of the major events in Char- 
lotte recently. 

[he anniversary highlighted 50 years of active participa- 
tion in the office supply and equipment business for Ralston 
M. Pound, Sr. Mr. Pound, now 82, joined forces with George 
H. Moore in 1908 to found the firm. Mr. Moore has since re- 
tired, and although he is turning the reins over to his sons, 
Ralston Jr., who is now vice-president; Carey, who is secre- 
tary; and James, who is a student at Furman University, he 
still takes an active interest in the entire operation. 

The remodeling of the second floor area made room for 
the company’s premiere showing of the new General Fire- 
proofing Co. line of Italic office furniture. Private office space 
was created for this line as well as for Alma Desk Co., Gun 
locke Chair Co., and Boling Chair Co products 

[The company is now equipped to outfit a complete office 
planning and decorating service, and a new department has been 
developed on the second floor. 

The first floor supplies department is now equipped with 
supermarket-type, open-display floor fixtures which lend them- 
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selves to a semi-self service operation. The gift shop and 
luggage departments also have new island type display counters 
for a more effective showing of merchandise 

As a part of the anniversary celebration, the company 
planned an executive showing of office furniture and a special 
linner for 50 top business executives in the area—and their 
wives. It was noted that Pound & Moore is cognizant of the 
fact that the wives are very influential in the furnishings of 
more and more private offices 





Although the weather was bad, 47 of the invited executives 
and their wives were present at the dinner and tour. The com 
pany had also invited manufacturers and suppliers to partici- 
pate, and these firms sent representatives who helped demon 
strate products and conduct tours through the store. 

An invitation to attend a business show and open house 
program went out to 5,000 special customers and accounts, and 
extensive newspaper advertising invited others interested in 
seeing the new store. Attendance was excellent at all events 

The program was rounded out at the close of the open 
house when employees and manufacturers’ representatives 
were all treated to a special steak dinner 


Reception Area and lounge display 
on the second floor offers an interesting 
combination of desk, sofas, coffee table, 
lamps and other decorative accessories 
This is just one of the areas which po- 
tential customers can visit to get a com- 
plete picture of the finished office 
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Executive Offices . . . such 
as the one pictured here 
which features an Alma 
Desk and Gunlocke and Bol- 
ing chairs, were one of the 
top attractions at the spe- 
cial executive dinner planned 
as part of Pound & Moore's 
50th anniversary celebra 
tion. Wives were invited to 
see how attractive these ex 
ecutive offices can be for 
their husbands. 





Closing Room . . . serves also as a drapery display area 
and room for completing decor. 
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People Like a Guessing Game—Here’'s Evidence at Horder’s... 


q - — Ratan” 








Window Contest Proves 
Bonanza in Chicago 


CHICAGO 

A Chicago chain of stationery and office supply stores has 
proved to its financial gain that: (1) people like a guessing 
game, and (2) a smartly-contrived window promotion is still a 
big traffic builder in this era of high-powered merchandising 
devices. 

Combining the two, Horder’s, Inc., wooed several thousand 
persons from the sidewalks of Chicago into its eight stores re- 
cently and saw sales increase materially 

“It was the most amazing demonstration of ‘the power of the 
puzzle’ that I have ever seen,” said Willis R. Wolf, Horder’s 
retail sales manager. “We posed a problem for passers-by, and 
many couldn't resist.” 


Searchers Invited 


The problem, at each of the eight stores, comprised a win- 
dow-full of assorted items from stock — ranging from paper 
clips to wastebaskets — with one of the products duplicated 
somewhere in the window. A large sign invited passers-by to 
discover the matching items and win a prize, a Sheaffer Skrip- 
sert cartridge fountain pen. 

Crowds gathered six-deep in front of some of the windows, 
with viewers jockeying for better positions to study the hun- 
dreds of items displayed. Persistent treasure hunters even ig- 
nored rain on several days 

Whenever a viewer decided he had identified the two match- 
ing items, he would file into the store and register his guess 
with a store official. If he guessed successfully, he received a 
Sheaffer pen immediately; if not he usually returned to his 
viewing spot. One store reported 203 contestants entered the 
store in one day. 

The increase in store traffic ranged from 300% to 1000% in 
the various stores. Managers reported sales rose 15 to 30% 
over the same period a year ago. Sales in the pen departments, 
where the Sheaffer prizes were handed out, ran about 5% 
higher than the over-all store gain 


One Tells Another 


James R. Rice, Horder’s display manager who originated the 
promotion and supervised the window displays, said the word- 
of-mouth advertising had been ‘phenomenal.’ 

“One office worker told another,” Rice said. “I'm sure we 
had people examining the hundreds of items in our windows 
who never had glanced at them before.”’ 

“We had 3,000 guessers in the store in three weeks,”’ said 
the manager of a store located in Chicago's ‘“Loop.”’ “One man, 
a certified public accountant, spent the major part of three days 
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sketching the displayed items in order not to miss anything. 
He finally won.’ 

Three of the store managers called the promotion the great- 
est they had ever seen in terms of building window shopping 
and store traffic. Several of them reported out-of-town mer- 
chants among their “window shoppers” had asked for full de- 
tails of the promotion and announced intentions to stage similar 
contests in their own stores when they returned home 

Back at Horder’s headquarters, company officials were think- 
ing about future promotions that would carry out the message 
of their current slogan: 

“Let's Forget the BUSINESS OUTLOOK and Be on the 
LOOKOUT FOR BUSINESS!” 


NSOEA Provides Christmas Catalogs 

A “Built-in Gift List” is featured in the 1958 Christmas 
catalog offered member dealers by the National Stationery & 
Office Equipment Association. Fifty gift ideas, illustrated in 49 
different colors by the four-color printing process, are shown 
in the 12-page catalog sold to members on a non-profit basis. A 
line is provided after each of the 50 product illustrations for 
writing in the names of the gift recipients. This encourages 
the customer to use the catalog for a gift list, gets him think- 
ing seriously about the items as gifts 





Besides adding to the general prestige of the store, the 
attractive catalog has the primary purpose of suggesting 50 
common stationer items as gifts, and planting the idea in the 
reader's mind of counting the stationer among the stores on his 
gift shopping tour. 

Additional information can be secured by writing Homet 
Smith, Merchandising Manager NSOEA, 740 Investment Build- 
ing, Washington 5, D. C. 
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How INVINCIBLE 


boosts your file sales 


at the touch of a prospect’s finger! 


When office furniture prospects are at- 
tracted by the handsome design and 
finishes of Invincible steel files, clinch 
the sales with demonstrations of their 
remarkable built-in efficiency, conven- 
ience and service. Especially impres- 
sive is the exclusive patented compres- 
sor (being installed above) — which 
allows full use of drawer capacity and 


Invincible 
guards 
retailer 
profits — 
sells only 

to franchised 

Invincible 

dealers 
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is shifted swiftly at a finger-touch. 
Invincible files are constructed with 
great strength and rigidity. They come 
in a variety for every filing and space 
requirement. Interchangeability of 
drawer units lets you offer a ““custom- 
ized” selection that pleases your cus- 
tomers — helps build sales of your 
complete Invincible office furniture line. 





Finger-touch operation of drawers 
assured by Invincible’s cradle side 
suspension. Drawers glide smoothly, 
quietly, on many plated ball bear- 
ing rollers. Hardly a hint of friction! 








Another exclusive for finger-touch 
control of Invincible file drawers: 
patented side guide bearings, which 
permit free drawer movement even 
in an unlevel position, 





Be the Invincible Man with the 
office plan — as featured in Invin- 
cible'’s big year-long ad campaign in 
the magazines your prospects read. 
For Office Planning Kits and deoler- 
version mats of our Wall Street 
Journal ads, write Dept. G-8. 
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with pride we present the 


PERMANENT -MEILINK EXHIBIT 


at Anthonsen and Kimmel Associates 
440 FOURTH AVENUE + NEW YORK 


Here in a contemporary setting brilliantly interpreting 
the current emphasis on the integration of office 
equipment and decoration into a harmonious whole, 
the Meilink Steel Safe Company, in company with 
several other distinguished office equipment 
manufacturers, is now permanently exhibiting its 
complete line of niodern insulated record containers 
and business machine stands. Please pay us a 

visit — a warm welcome awaits you. 


MEILINK STEEL SAFE COMPANY - TOLEDO 6, OHIO 
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KAME 


UPHOLSTERED ALUMINUM CHAIRS 


Weltome 


TO THEIR FAMILY 
OF REPRESENTATIVES 


ANTHONSEN 
AND 


KIMMEL 
ASSOCIATES 


440 Fourth Avenuwe 
New York 





Visit the brilliant 
new Show Rooms of 

Anthonsen and Kimmel \ 
Associates when in New 

York and inspect the 
complete Rest-All chair 
line. 





A MODEL FOR EVERY USE 
... UNLIMITED CHOICE OF 
UPHOLSTERINGS, NATURAL 
ALUMINUM OR COLOR ANODIZED 

FRAMES FOR ANY INTERIOR... 


COMPANY, INCORPORATED 





JN ae Export Dept. 25 Beaver St. 
| New York 4, N.Y. 






















View of Showroom . 


air-conditioned. 





























Meilink Steel Safe Co.'s .. . display of single and double door 
safes along with various ledger, legal and letter insulated 
filing cabinets. 


Monarch Furniture Co. deluxe series sofa, lounge chair 
and club chair in reception room. Multi-colored ceramics are 
by Gift Croft. 


82 


Serve Dealers 
By Providing 
Showplace for 


Their Customers 





. from entrance, showing main aisle and office room settings 
around the perimeter. The showroom has acoustical tiled ceiling and is completely 


NEW YORK CITY 


@ THE OPENING of Anthonsen & Kimmel Associates’ new 
fully air-conditioned showrooms at 440 Fourth Ave. on June 
4, 5, 6 marked the firm’s third year as manufacturers’ repre- 
sentatives. This three-day open house served to introduce the 
office furniture industry to one of the most beautiful show- 
rooms in the nation and attracted more than 1,200 dealers and 
dealer salesmen. 

Present to greet the guests were principals of many of the 
companies represented by Anthonsen & Kimmel Associates. 
Among the executives attending were Stan Akers, president of 
Meilink Steel Safe Co. and C. C. Penske, vice-president of the 
same firm; S. K. Haskell, president, Haskell, Inc.; E. W. Haas, 
vice-president, Browne-Morse Co.; J. P. Posa, president, and 
Miss E. Dainoff, treasurer, Supreme Steel Equipment Corp.; 
H. M. Gutterman, vice-president, and Sanford Henick, sales 
manager, Monarch Furniture Co.; Jules Ordover, president, 
Gift Craft Leather Co., and A. J. Barber, vice-president, Ohio 
Chair Co 


See Selves on Television 

[The entire event was televised through closed circuit tele 
vision and many of the guests had the opportunity of viewing 
themselves on television. 

Important to the office furniture dealers is the fact that as 
manufacturers’ representatives for 10 of the top office furni- 
ture and furnishings companies in the nation Anthonsen & 
Kimmel is able to offer its dealers and dealer customers 
(when accompanied by the dealer) the latest type of one-stop 
shopping. Through the new showrooms is made possible 4 
complete representation of each of the lines, arranged in 4 
mood and setting which leaves very little to the buyer’s imagt 
nation, whether it be for one piece, one office or an entire im 
stallation 


Represent Varied Lines 

The Anthonsen & Kimmel showrooms feature products of 
these well-known manufacturers: 

Browne-Morse Co. Monarch Furniture Co., Inc. 
Gingher Mfg. Co. Ohio Chair Co. 
Gift Craft Leather Co. Supreme Steel Equip. Co. 
Haskell, Inc. American Drapery & Carpet Co. 
Meilink Steel Safe Co. Armor Steel Co. 
These manufacturers are represented by the firm in the north 
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Showrooms for Office Furniture 


eastern region of the nation. Because of the variety of the rep- 
resentation the showroom features desks, filing cabinets, in- 
sulated filing equipment, safes, business machine stands, type- 
writer stands, steel and aluminum office chairs, wood chairs, 
upholstered furniture, clothing lockers, display stands, library 
shelving, storage shelving, vertical filing equipment, sliding 
door cabinets, decorative wall art, desk sets, lamps, office par- 
titions, tables and accessories of varied types 


Partners for Three Years 
The partnership of Aramold Anthonsen and Irwin Kimmel 
started three years ago. Mr. Anthonsen previously was sales 
manager of Supreme Steel Equipment Corp. Prior to that 
period he was a manufacturers’ representative associated with 
numerous manufacturers in the office equipment industry. Mr. 
Kimmel was associated with Supreme Steel Equipment Corp. as 
a sales engineer and prior to that period distributed specialty 
steel products 
In forming Anthonsen & Kimmel Associates, the two men re- 
alized that in order to serve the dealer more efficiently it would 
be necessary to inventory many of the items that they were 
selling. They leased large warehouses in the New York area 
in order to insure prompt delivery of goods to their customers. 
Further realizing that it was virtually an impossibility for 
the dealer to display all of the items he was selling it was de- 
cided to open large showrooms for the dealers’ use. Thus, it is 
possible now for the dealer to bring his customers to a well- 
represented display center. 


Provide Dealer Helps 

There, the dealer finds a capable sales force and a decorator 

and design layout staff available. Inventory records are kept so 

that the dealer may co-ordinate his sales with the items which 
are carried in stock 

Shipments from warehouse may be made directly to dealers’ 

customers due to the fact that expert furniture handlers uncrate 


(Turn to Page 85, Please) 
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Supreme Steel Equipment Corp. swing-way display racks 
are shown. Also displayed are clothing lockers and Supreme 
Steel’s Flexi-shelf unit. 
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Haskell, Inc. new Gateway line designed by Ken White 
Associates is shown in shades of brown. Ceramic coffee table 
and accessories by Gift Craft. 



























Browne-Morse Co. . . . executive type desks and posture chair. 
The modern honey-beige desk with white Plastite top has gold 
anodized back panel. 
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Ohio Chair Co. . . . posture chairs on display. Frame and base 
can be anodized in any shade. Special coverings or standard 
ones are available. 
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ANTHONSEN and KIMMEL 
440 -4th AVENUE 
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Browne-Morse Co. is proud to be represented in 
New York City by Anthonsen and Kimmel Asso- 
ciates at 440 Fourth Avenue, New York. Here 
dealers may bring their customers to view 
Browne-Morse office furniture displayed in at- 
tractive settings. Also available to dealers will be 
consultation on color coordination through the 
assistance of Miss Ruth Ash. 





rowne 
- orse 


COMPANY 
MUSKEGON, MICHIGAN 














Manufacturers of Steel Office I niture {luminum Chairs. Filing 


Supplies, Laboratory Equipment Work, Fume Hoods 
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New Showrooms 





Continued from Page 83 


the merchandise and completely service the items at the ware. 
house prior to delivery. This service done without any addi- 
tional cost to the dealer 

Anthonsen & Kimmel Associat firm is staffed by seven 





Seen by OA Camera at Opening of Showrooms... 


1. H. M. Gutterman, general manager, Monarch Furniture 
Co., Inc.; C. C. Penske vice-president-sales manager Meilink 


Steel Safe Co.; Sanford Henick, sales manager Monarch 
Furniture Co., Inc. 
2. Richard Weil, American Drapery & Carpet Co.; Howard 


Hafka, Armor Steel Partition Co., Inc.; Ted Shy, American 
Drapery & Carpet Co.; Dan Krsanac, Anthonsen & Kimmel 
Assoc 

3. Richard Farrel, Anthonsen & Kimmel Assoc.; Sanford 
Henick, Monarch Furniture Co., Inc.; Larry Scharf, Alex 
Trautvag, Irwin Kimmel and Arnold Anthonsen, Anthonsen 
& Kimmel Assoc.; Alfred Berk, Meilink Steel Safe Co. 

4. Richard Weil, sales manager, American Drapery & Carpet 
Co.; J. S. Ordover, Gift Craft Leather Co.; Harold Anthon- 
sen, Anthonsen & Kimmel Assoc. and Harris G. Strong, 
Harris G. Strong Co. 


5. Arnold Anthonsen, Anthonsen & Kimmel Assoc.; E. W. 
Haas, vice-president-general manager, Browne-Morse Co.; 
Andy Barber, vice-president-general manager, Ohio Chair 
C Irwin Kimmel, Anothonsen & Kimmel Assoc 

salesmen vailable tO assist the 1ealel Ol dealers salesmen 

Miss Ruth Ash is available to offer assistance on color co- 


Miss Ash designed and decorated the new Anthon- 


ordination 
sen & Kir 
Included in the sales force out in the field are 


mel showrooms in their entirety 


Dick Farrell, 
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—“THE RIGHT COMBINATION FOR YOUR OFFICE 
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COORDINATE GROUP, SPACE-SAVING 
MODULAR FURNITURE BY BROWNE-MORSE 


The exciting new Browne-Morse Coordinates reflect the 
masterful styling and functional ability of designers who have 
made office planning their life-time business. The beauty, 
versatility and practical design of each piece results in space- 
saving and stepped-up efficiency for your office. Utilizing 
the adaptability of these modern Coordinates will give your 
offices a custom-tailored look of casual luxury and good 
taste. Your office personnel, executives and secretaries alike 
will make every day more productive and more profitable 
in an office planned by Browne-Morse and furnished with 
Browne-Morse Coordinate office furniture. 


DEALERS For quality, price, sales appeal and for profit the 


Browne-Morse modern office furniture line is the leader. ey 


Write for information today about o BROWNE-MORSE 


dealership. 


COMPANY 
MUSKEGON, MICHIGAN 





Manufacturers of Steel Office Furniture, Aluminum Chairs, Filing 
Supplies, Laboratory Equipment, Hospital Case Work, Fume Hoods 





Desks, tables, cabinets, whatever your needs, you will find 
a combination to fit any space. You can add tops, cabinets, 
pedestals to basic desks in countless arrangements. In the 
smart Coordinates you find all the features found in other 
Browne-Morse desks . . . the durable lifetime steel construc- 
tion, the sturdy, beautiful Plastite tops, and the free and 
easy operating drawers. The square edge permits perfect 
alignment, giving more working surface, more convenience, 
and more comfort. When you select the right pieces and fit 
them smoothly into place, your office will, indeed, have a 
“tailor made” look. 


FREE COORDINATE GROUP CATALOG 


Send for colorful de- 4 
tailed brochure— See 
how Browne- Morse 
Co-ordinates can 
work for you in your 
office. No obligation, 
of course. A 
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ARCHITECTS OF EFFICIENCY FOR AMERICA'S OFFICES 
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WELCOME to 


New York's Newest 
Dealer Showroom! 


ne of the outstanding lines in the new An 
_.. and Kimmel showroom is the Gift 
Craft Leather Company collection of desk acces- 
sories, ceramic wall hangings, lamps, tables and 
museum reproduction sculptures. Featured in the 
desk accessory groupings, is a contemporary 
styled line designed by Paul MeCobb. Among 
the ceramic wall hangings is a mural measuring 
’ x 8’ designed by Willard Bond. The new con- 
tract department offers its services to dealers in 
designing and creating murals on special orders 
for lobbies and reception room areas. Gift Craft 
Leather Company offers to the dealer a complet 
accessory package in one freight shipment and 


billing. 





A Contemporary Grouping by Paul McCobb 


LEATHER ESK A ~ESSORIES 
CERAMICS @® MUSEUM REPRODUCTION: 





G | C Send for free Catalog 


GIFT | CRAFT 
LEATHER COMPANY 


101 Wooster Street, New York 12, N.Y. 


































Better Chairs 
mean ; 
Better Business! 


No. 691/2 Executive 
Posture Swivel Chair 
(Foam filled seat, back) 











> No. 67 Arm Chair 
(Foam filled seat, back 


Office Chairs by Monarch, exclusively de- 
signed by Norman Hekler Associates, 
beautify any office . . . are scientifically 
planned for comfort . . . give years and 
years of service. They’re your calling card 
to better business. 


We are proud of our Association 
with Anthonsen and Kimmel 


Seen at These Showrooms— 
MONARCH Executive Interiors Inc. 
440 Fourth Ave. 1019 22nd St., N.W. 
New York City Washington, D.C. 
NEW 


MONARCH 


FURNITURE COMPANY, . 4 
HIGH POINT, N. “hw wee 









Designed by KEN WHITE ASSOCIATES 
for HASKELL OF PITTSBURGH 

















% A NEW DIMENSION IN STEEL OFFICE FURNITURE 
COMBINING DECORATOR DESIGN AND MODEST COST 


Gateway is the answer to one of the nation’s greatest needs—a decorator 
line, modestly priced. It’s the new concept designed exclusively to 
fill this growing demand. Now, with Gateway, thousands of executives of 


good taste—bur limited budgets—can enjoy modern office beauty and efficiency. 


And, dealers, too, can open the way to new substantial markets! 





EXCLUSIVE Write for New Catalog today 
FRANCHISE PLAN 


Gateway offers a most unusual plan for 
interested dealers. Complete details and 
availabilities on request. See Gateway 


furniture in full color in new cataiog. ___-____ SSS 
P.O. Box 5273, Pittsburgh 6, Pa. 


NEW YORK SHOWROOM 
® 


HASKELL 





440 Fourth Avenue OF PITTSBURGH 





Ee @e ao ee oo oe oe 


a | 


(58 OA-8/58 87 

















GROWING 


None finer... 








SUPREME 





STEEL CABINETS 


bs SUPREME 


DISPLAYORS 


SUPREME 





LIBRARY SHELVING 


by SUPREME 





f 


= UNIFLEX 


STEEL SHELVING 


SUPREME 





xm 


onserv-a-File ee 

© (Open-shelt filing) Hi REVOLVING BINS 

by SUPREME by SUPREME 

RITE for complete Supreme color catalogue 
W and Conserv-a-File catalogue! 


See the complete Supreme line proudly presented in the 
magnificent new showrooms of our representatives . . . 


ANTHONSEN & KIMMEL ASSOCIATES 


440 Fourth Avenue, New York City 
None finer... 


SUPREME 


STEEL EQUIPMENT CORP. 
53RD STREET AND FIRST AVENUE BROOKLYN NEW YORK 





the lifetime-engineered line that is 





Larry Scharf, Alex Trautvag and Dan Krsanac. Specializing | 


Steel Safe Co. in that capacity 





export sales is Alfred Berk who continues to serve the Meilig D: 


Cut Ribbon for Opening of Showrooms .. . 


1. Arnold Anthonsen and Irwin Kimmel watch as Mrs. Ann 
Kimmel, Irwin's mother, cuts the tape to officially open 
the new showrooms. 

2. Russell Smith, sales manager, Tela Electronics Div., and 
C. C. Penske, vice-president-sales manager Meilink Steel 
Safe Co. look at closed circuit television projector manu- 
factured by the electronics division of Meilink 

3. J. Switkes, president Armor Steel Partition Co., Inc.; Irwin 
Kimmel and Arnold Anthonsen, Anthonsen & Kimmel 
Assoc.; Bud Haskell, (seated), Haskell, Inc 


A sales clinic is conducted weekly fer the dealer und his 
salesmen. Each week one of the officials of the companies rep- 
resented by Anthonsen & Kimmel Associates is present to con- 
duct such a session which is centered around one product line. 


Firm Now Occupying Larger Quarters 
DENVER 

In order to serve better the Rocky Mountain trade, Whole- 
sale Office Equipment Co. recently moved to a new location 
in a larger building at 1429 18th St., Denver 2, Colo 

This building has four floors of 5,000 square feet each. One 
floor is devoted entirely to displaying lines of office furniture 
and utilizes nine individually-partitioned offices, each depicting 
an individual office arrangement 
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““““yameron-Pierson Solves a Problem 


Semi-selfservice type of store, 
Asymmetrically-balanced facade and 


Modern furniture display created 


NEW ORLEANS 
PROBLEM: Dameron-Pierson Co., Ltd., of 400 Camp St., 


wanted to make an attractive modern store of semi-selfservice 


type 


DECISION: To change 
the entrance to one side 
of the store creating an 
asymmetrically-balanced 





face 

To construct a plat- 
form for the display of 
co-ordinated groups of fur- 
niture, the show window 
thus created to be deep at 
the far end and growing 
TT ea A a shallower as it approaches 





the entrance; the display to be separated from the rest of the 


store by fiberglass drapes that do not obscure the view. . 





lo install self-service display shelving with aisle space and 
storage behind for stocking stationery items 

lo create a private office for the president of the company 
which would also serve as a display fot 


fine furniture on the first floor 

Carrying out the modernity theme still 
further, the New Orleans firm 1n its recent 
remodeling created 
display floor, divided into booths for prop- 


erly displaying furniture groupings, such 


a second, or furniture 


booths flexible so as to permit variation 
The floor is carpeted for lush showings 
nd tiled in areas exposed to heavy traffic 
When the building at 400 Camp St., 
riginally constructed for the company in 
910, was placed on the market and subse- 
quently purchased by the firm, it was an 
extremely substantial, dated, six-story, con- 





rete and brick building 
Taking these facilities as they were, 
Ann Dameron-Pierson accomplished what is 
open shown in the ympanying pictures 
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ting Office of James B. Eaton, president. Typical . . . model office display of furniture. 
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@ NINETY-THREE-YEAR-OLD Plimpton’s of Hartford is 


now a contender for honors as one of the most modern and 
efficient stationery and office furniture stores in the nation 

Principal officers Julian C. Shoor and David L. Abrahamson 
recently purchased the four-store Plimpton’s chain in Hartford 
West Hartford and New Britain, Conn. Their first step was 
the purchase of a former Buick aler’s building which they 
converted into their main stor: 

Abrahamson and Shoor gay veral reasons for opening 
this new store. First, they wanted a modern retail location in 
a growing office area. The 14-model office display areas were 
given important position to help increase Plimpton’s furniture 
business through use of good merchandising techniques. Finally, 
they needed more wholesale fa 

Plimpton’s new building has 40,000 square feet of floor 
space in one building, making it one of the largest stationery 
stores on the eastern seaboard 

All designs for the furniture display areas and executive 
offices were prepared by Don Scott at The B. L. Marble Chair 
Co.’s Design Center. Designer Scott also picked colors and 


suggested details for the stationery area 





Stanley McGar, John J. Molloy 
Co., Meriden, Conn.; Julian Shoor and Dave Abrahamson of 
Plimpton’s; and John J. Molloy, John J. Molloy Co 


Seen at Grand Opening 





hse 


which contrast the contem- 


Two of the Window Areas 
porary with the traditional. Marb! Hylite chairs in white 
Naugahyde, black Grospoint fabric and brass legs determine 
color seheme for entire foreground area. Y & E desk and 
credenza appear in foreground and the Jasper Office Furni- 
ture Ambassador line in traditional office. Note dropped 
acoustical ceiling throughout showroom making possible in- 
teresting and dramatic lighting effects 
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Plimpton’s Offers 
14 Model Office Areas 





Julian Shoor - Principal officer of Plimpton’s, in model 
office area. The scenic wallpaper, in addition to providing a 
more spacious atmosphere, is co-ordinated with the color 
scheme of the B. L. Marble Ambassador chairs which are 
upholstered in lime top grain leather with matching fabric. 
The desk and credenza are Imperial’s Volee Line 





Office of David L. Abrahamson principal officer. By 
drawing drapes back from glass divider (not shown in photo) 
the office becomes part of showroom. This luxurious con- 
temporary office boasts of rich walnut paneling and natural 
colored grasscloth. Lighting is by Lightolier, decorative ac- 
cessories by Gift Craft and Ruth Sloan and clock by Peter 
Pepper Products. The office is fitted with Jasper Office Furni- 
ture’s Classic desk and credenza and is accented by Marble’s 
Flight line chairs 
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: MODERN PACKAGING 
® Packed in protective box. 

® No danger of breakage in shipment. 

r ® Easy to handle and stock. 

® Each refill banded or string-tied in box. 





® Complete description and picture on each box. 


® Designed for better display and self-service. 
® Handy pocket calendar with each refill. 
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Here’s a desk calendar that answers a special need. 
New, separate pages makes appointment scheduling 
easier at the office, in the home. More, appointment 
schedule now combined with memo calendar, all on 
one page. Full size, 5x 8’’ page. No condensing of 
lines. Half-hourly appointment spaces. Extra pages, 
too, with the exclusive SUCCESS 11-year calendar 
feature. See SUCCESS. There’s more to sell, more 
profit. For full facts, write for SUCCESS catalog. 


COLUMBIAN 722 WORKS, INC. 


2300 WEST CORNELL STREET © MILWAUKEE 9, WISCONSIN 








District 1 Enjoys 
Vermont Setting 


Quiet and Historical Manchester 
Scene of Session—William Pape 


Succeeds Robert Slate as Governor 


@ STATIONERS and travelers in the New England area, which 
constitutes the First District NSOEA, completed the 1958 cir- 
cuit with their convention on June 23 and 24 at the Equinox 
House, located in the delightful village of Manchester, Vt 
Manchester lies in a valley among the Green Mountains. As 
with other oldtime Vermont communities, the sidewalks are 
ay made of thick marble slabs which came from Ver- 
mont quarries. Many of the homes are from 100 
to 200 years old. The hotel, which once provided 
summer quarters for the wife of Abraham Lincoln 
in Civil War times, was erected in 1853. Satisfac- 
tion with the hotel and its facilities and with the 
quiet New England town itself brought out the hope that the 
site might be chosen again as early as possible 
Sessions were held in the forenoons, the afternoons being 
used for sports of various sorts, such as golf, soft ball, use 
of the pool, driving to the summit of Mt. Equinox, and other 
activities. Cal Cameron, Oxford Filing Supply Co., gave the 
ladies an illustrated lecture on springtime in Vermont. 


report 





Hear Four Speakers 


The program was furnished by the four NSOEA speakers— 
William R. Diehl, Jr., president; Paul Burbank, executive vice- 
president; Ed Mosler, Mosler Safe Company, vice-president 
manufacturers’ division; and Dr. Ralph Cies, research counsel, 
with a good assist by O. F. Richardson, sales manager of com- 
mercial products, Minnesota Mining & Manufacturing Co. 

The interest and readiness to participate demonstrated by 
those present was unusual enough to inspire comment by all 
on the program. The addresses of Mr. Burbank and Dr. Cies, 
being of seminar type in scope and subject matter, provoked 
discussion of various facets of the topics presented, in which 
the audience joined freely and with enthusiasm. 


Mr. Richardson's topic was “Our Present and Future in 





Jas. W. Hayes, Blake & Rebhan, Boston, president Boston 
Stationers Association 1955-56; Arnold Shulkin, Abbott-Allan 
Staty. Co., Boston, president BSA now; Henry Rosnosky, 
Boston, president Boston Stationers Association 1956-57. Mr. 
Shulkin presents appreciation plaques to past presidents of 
BSA. 
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Bill Pape, governor-elect District No. 1; Bob Slate, ex-governor 
District No. 1; Bill Diehl, president NSOEA. 


Business.’’ He was optimistic about prospects for the remainder 
of the year. The next decade, he said, the country will experi- 
ence a great real estate boom which even now is in evidence. 
He commented on other lines, including automobiles. Acknowl.- 
edging new conditions, he said we must develop an optimistic 
outlook. No sale could be made in pessimistic atmosphere. His 
principal emphasis was on sales training. He stated that selling 
has less training than any other profession. 


Price Desire Defined 

The buyer's inquiry about price, he said, was not an invita- 
tion for a discount but rather a desire to know why he should 
pay the price asked. Many times, he stated, in competitive 
selling a higher-priced article is sold. The salesman had con- 
vinced his customer of its value. Himself a sales manager, he 
said the sales manager today must work with his men calling 
on customers in order that he too may have the benefit of 
information which does not come to one sitting behind a desk. 
There is ample business for all, he declared, who are prepared 
to get it 

Presiding throughout the sessions was Robert I. Slate, gover- 
nor of the district, whose tireless efforts plus those of others 
associated with him made the meeting a real success. His first 
lieutenant-governor, William G. Pape, of Adkins Printing 
Company, New Britain, Conn., was selected as his successor. 
James W. Hayes, of Blake & Rebhan, Boston, became first 
lieutenant and Raymond McGrane, E. L. Freeman Company, 
Providence, second-lieutenant. Harley J. Lewis, of Wards 
Stationers, Boston, continues as secretary-treasurer. 

An advisory commission was set up composed of the four 
officers plus Bob Slate, the retiring president; Sidney Challeng- 
er, Frank H. Fargo Company, Bridgeport; and John B. Dwyer, 
manufacturers’ representative. 


Awards Made at Banquet 


Several awards were made at the banquet. At the golf tour- 
ney the cup was won by the dealers’ team. The soft ball game 
was won by the travelers by the close score of 24 to 23. 
Mr. Burbank presented certificates on behalf of the association 
to Governor Slate and to Russell Paquette, president of the 
New England Travelers Club, for their good work during the 
past year. Turning the tables, Mr. Slate invited Mr. Burbank 
to continue to attend meetings in District 1 even after retire- 
ment from the responsibilities which have been his for the 
past 12 years. Also, he presented to the Burbanks a silver 
pitcher, acknowledged graciously by Mrs. Burbank 

One fortunate dealer, Alton M. Robins, McAuliffe Paper Co., 
Burlington, Vt., won as a prize his convention expenses. Mrs. 
J. L. Hamburg, Brownfield Pen Center, Boston, won a blanket. 
Other prizes were awarded for golf and attendance 

Announcement was made that the 1959 meeting will be 
held at the Wentworth Hotel, Portsmouth, N. H 
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Henry Rosnosky, Henry Rosnosky Staty. & Ptg. Co., 
Boston; James W. Hayes, Blake & Rebhan, Boston, newly 
elected first lieutenant governor District 1; Bob Slate, 
Cambridge, Mass.; Henry Riegel, Sengbusch Self-Closing 
Inkstand Co.; Jos. P. Sheehan, Jos. P. Sheehan Co., 
Boston 


Scene at the ball game. 


Paul Crowley, Crowley Office Supplies, Newtonville, 
Mass.; Chas. P. Swann, Burroughs Corp.; Fred Richardson, 
Minnesota Mining & Mfg. Co.; Bob Crowley, Crowley 
Office Supplies 


Mal Dern Globe-Wernicke Co.; Ed H. Mosler, Jr., 
Mosler Safe Co.; Stan McGar, John J. Molloy Co., Meri- 
den, Conn.; Cal Cameron, Oxford Filing Supply Co.; Bill 
Pape, Adkins Ptg. Co., New Britain, Conn.; W. H. 
Bigglestone, Capitol Stationers, Montpelier, Vt. 


Chas. Dwyer, mfrs. rep.; Herbert A. Sweatt, G. C. Prince 
& Son, Ir Lowell, Mass.; Henry N. Patten, Kimball‘s, 
Inc., Claremont, N. H.; A. W. Xavier, F. S. Brightman 


Lo New Bedford, Mass. 


Ralph Girard, Sanford Ink Co.; Bill Martin, Bruhn’s Office 
Equipment Co., Burlington, Vt.; Fred Bowes, Old Town 
Ribbon & Carbon Mfg. Co.; Bill Murray, Murray’s Sta 
tionery, !nc., Medford, Mass 
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7. John A. Gilbert, OFFICE APPLIANCES; Manuel Davidson, 


Perfect Rubber Seat Cushion Co.; Garry Dell, Burt & Dell, 
Hartford, Conn.; Dick Kilpatrick, Hartford Office Supply 
Co., Hartford, Conn.; Nat Blish, Reyburn Mfg. Co.; E. T. 
Macintyre, Defiance Sales. 


. John Hosking, John Hosking, Inc., Lawrence, Mass.; Ed 


Stockwell, Venus Pen & Pencil Corp.; Chet Cummings, 
Adams, Cushing & Foster, Inc., Boston. 


. Otis Prior, Prior, Inc., of New England, Topsfield, Mass.; 


Mrs. O. F. Richardson; Chas. F. Crowley, Adams, Cushing 
& Foster, Inc., Boston; Ed Kemp, Ever Ready Calendar 
Mfg. Co. 


. John J. Whalen, American Pad & Paper Co.; Buck Free- 


man, Office Supply Center, Inc., White River Jct., Vt.; 
Bert Chillson, American Pad & Paper Co. 


R. D. Phippen, Thorp and Martin Corp., Boston; Fred 
Smart, executive secretary Stationers Guild of Canada; 
Sid Challenger, Frank H. Fargo Co., Bridgeport, Conn.; 
Robert Straley, Straley’s, Newton, Mass.; Jas. R. Cowan, 
Thorp and Martin Corp. 


. Al Pecor, Carter’s Inc. Co.; Ray Fletcher, National Blank 


Book Co.; Raymond F. McGrane, E. L. Freeman Co., 
Providence, R.1., newly elected second lieutenant governor 
District No. 1; Frank R. Curtiss, Neva-Clog Products Co. 
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by JACK BEDFORD | i 


NOW ONLY 29c) % == b 
COLORPRINT ™ MAPS “dic 


the 


with this new display rack! | 








mo 
of 
19° 


(as approved by major chains) 
Fir 





FREE 
How New Postal Rates ™ 


Affect Direct Mail 


One five-part rack 
with initial order 
for five numbers 
— two racks with 
initial order for 
eight numbers. 











d 
This modern rack @ PROBLEM: This question is very timely. An office equip- for 
makes COLOR- ment dealer writes, “I have been reading in the newspaper rat 
PRINT MAPS seif- about the new postal rate bill. I know that it will cost 4c to pie 
asllerdd =x heosts mail a letter I have been sending for 3c. But, I have not found ar 
impulse sales! much information about how my advertising will be affected reg 
| on this new postal rate increase. What is the story on this?” ing 

SOLUTION: Many office equipment dealers feel that when 
| President Eisenhower signed the new bill for the largest postal PR 
rate increase in history direct mail advertising got a bad deal on | ; 
postage costs ; i (pc 
At first glance, an increase of one third or one fourth seems pri 
like a major hurdle for reducing or controlling direct mail ] r 
advertising costs. Yet, as you know, the postage cost on direct pa 
| mail advertising is not the major cost factor. bene 
Th t f th | + Close examination of the new postal rate bill as it affects the 
e mos map or e eas money advertisers will reveal several ways you can save money on your f C 
50" wide x 38" high, folded to 9" x 12". 7 | direct mail postage. Here are some suggestions and ideas to the 
b . help you save money on your direct mail advertising for your for 
eautiful colors. 25 per carton one number only, office equipment business: : 
ordinary discount. 100 per carton, one number | DON’T USE FIRST CLASS | you 
only, preferred discount. Nine different maps — stat 
World, #9455: U.S.A., #9549: Canada, #9571; First class postage rates have pe the nic share of the a8 
P a ‘ attention in newspaper accounts of the new postal rate increase. e 
Europe, #9564; Pacific, #7562; North America, Office ceilneatale Salen using first class pte mail advertis- | } 
#9563; South America, 79565; Asia, #9566; | ing will find that their costs will be up one third. And, if you wit 
Africa, #9567. Retail: 29c. FREE WALL DIS- | have found se gee successful in your past promotions, | oe 
you can easily afford the one cent increase : le 

PLAY WITH WORLD MAP CARTON. However, many office equipment dealers have long ago dis- 
INTERNATIONAL GEOPHYSICAL YEAR MAP covered that third class mail is just as effective as first class MA 
for advertising—in fact, better in many cases. For instance, S 


some dealers have found regular government post cards (2c up mai 
to 3c now) are no more effective than cards mailed on the Thi 


the same story about your 





Solar System #9572, 50" x 38" — 29c. 25 per carton one | ‘Mr class basis. Thee cards tell the av 
° , office equipment service and merchandise. And, you will find 
number only, ordinary discount. 100 per carton, preferred is al deee tacmer aeeiniin. te j 
discount, plus free wall display Map. Attractive cardboard When your advertising is mailed first class, it is forwarded ar 
counter display enclosed with each carton. Fits Colorprint to your customers at their new addresses or returned to you = 
Rack. 12 beau- | at no additional cost. But, this does not give you an oppor- it | 
tiful pictures | tunity to correct your mailing list because you do not know the con 
of the sun, | mew address of your customer. pos 
moon, planets. For instance, a customer of your firm may move to a new city 
Detailed map or to a different state. Your first class mail will follow him for 
of the moon. years even though he is not a potential customer of your Vi 
Comprehen- puamnens 
re pe On the other hand, when you use third class direct mail 
sive statistics with Form 3547, you know the new address after each mailing. , 
on the Solar Thus, you can correct your mailing list and eliminate all Ad 
a for dead wood” to save money on future mailings ” 
or pew USE THIRD CLASS BULK MAILINGS Ri 
use. Regular third class postal rates advanced from 2c to 3c per Ma 
piece of direct mail advertising on August 1, 1958 wel 
Write For Samples And Prices Or Send Trial Order Now! Bulk rates for third class mail do not advance until January S 
1, 1959. It then goes from the former 114c rate to 2c. And, wel 
AMERICAN MAP Co. INC. | on January 1, 1969 it will advance another one-half cent to s 
16 EAST 42nd STREET, NEW YORK 17, N. Y. the top of 2!/4c per piece mailed. This is still one-half cent less tha 


O48 OA-—8 /58 Of 











8 


than the regu third class rate when not mailed in bulk. 

Bulk mailing permits increase from $10 to $20 on the first 
of January 59. This will tend to offset the saving for office 
equipment dealers using third class bulk mailings. However, 
there is still substantial dollar saving if you make bulk 
nailings on a regular basis 

For instat in Office equipment dealer making a regular 

nthly mailing to 1,000 customers would have these costs as 
of January 59 (more savings during the last months of 
1958 not count in this chart) 

First Class Mail 

1000 pieces mailed at 4c for 12 months $480 
Third Class Regular Mail 

1000 pieces mailed at 3c for 12 months $360 
Third Class Bulk Mail (Until January 1, 1960) 

1000 pieces mailed at 2c for 12 months plus 

the $20 bulk mailing permit $260 
Third Class Bulk Mail (After January 1, 1960) 

1000 pieces mailed at 2c for 12 months 

plus the $20 bulk mailing permit $320 

As you car from this chart, there is a considerable saving 
for an offi juipment dealer using the bulk mailing third class 
rate for his a rtising. The savings increase as the number of 
pieces mailed increases. Or, if your mailing is not up to 1100 
a month, yo find it to be just about as cheap to use the 
regular third class mailings instead of purchasing the bulk mail 


ing permit for $20 


PRINT PERMIT NUMBER ON ADVERTISING MATERIAL 


Third class mail can be mailed with precancelled stamps 
(postage stamps already cancelled) or by a permit number 
printed on your envelope or mailing piece 


ippliance dealers feel that the use of precancelled 
stamps adds to the value of the mailing. It lets your customers 


know that y have paid for the postage just as they do on 
their own personal mail with government postage stamps. 

On the other hand, some customers who are disgusted with 
the postal rate increase may wonder how you can use a 2c stamp 
for your advertising when it costs them 4c to mail a letter. 

When you print your permit number on the mailing piece, 
ou can save money. You do not have the cost of sticking a 

p on each direct mail advertisement or envelope. You do 
10t have an investment in precancelled stamps that can only 
ised for third class mailings 

You can buy 1,000, 10,000 or 1 million envelopes all printed 
with you rn address and mailing permit number at no ex- 

ost. Post is paid only when the mail is delivered to your 
cal post off for handling 


MAIL NOW 


Since the postal rates have advanced, many advertisers have 
nade plans to curtail or eliminate all direct mail advertising 
[his provides a promotion-minded office equipment dealer with 
a wonderful portunity to cash in on the lack of competition 

Your competition in the mail box will be less! 

Starting a direct mail advertising campaign now to reach 
your offi quipment and supply customers in your trading 
territory w pay off—even with the higher postal rates— if 
t is well planned, slanted to your customer's interests, and 
onducted on a consistent basis that takes advantage of the best 
postal rat nder the new law 


Victor Adding Reports Sales Increase 


The rece n is “over without having begun” for Victor 
Adding Machine Co., according to A. F. Bakewell, vice-presi- 

nt in char f sales 

National branch sales average for May—all Victor direct fac- 
tory sales and service branches in 60 major cities reporting 


is not only t highest 1958 monthly sales figure but also tops 


May 1957 xcellent pre-recession month, by 7.11%, Bake- 


well Said 

Sales of Victor automatic printing calculators in May 1958 
were 11 f quota, the business machine executive said. 

And, t in with, the quota itself is 10% higher this year 
than in he added 
OA-—8 /58 


fine accessory pieces 





Style 121 W 


for the office 





by GROSFELD-KELLER 


The end table and serving cart illustrated are two examples of 
a distinguished grouping of furniture additions designed for 
the contemporary office and reception room. You'll find a 


Style 118 P 


comprehensive collection of light and versatile tables that 
take minimum space for maximum function. All exemplify the 
beauty of styling and quality workmanship that are synonymous 
with the famous Grosfeld-Keller names. A brochure showing 
the complete line of accessory pieces is available upon request. 


ATTENTION 


Samus Mel aen',’ New York C ty 


BTelslsMe AActaleiaalel em maliiclelclielalle 


Globs ‘ Tas Tac G@lalalalalel 





GROSFELD HOUSE 2°"; '°",.., 


Keller Furniture Manufacturing Corporation 
General Offices: 215 East 58 Street, New York 22, N. Y. 
> Factories: Brooklyn and Oneida, New York 
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District Two Named 
Scenic Second 


NSOEA regional meeting in 

the Adirondacks well attended — 
Alan Goldstein selected governor 
for 1958-59 — Next year’s site 
Cooperstown, N. Y. 


Schroon Lake, N. Y. 


@ FORTY DEALERS, 41 manufacturers and 70 ladies attended 
the annual meeting of NSOEA Region 2, aptly nicknamed the 


“Scenic Second”, held at Scaroon Manor, Schroon Lake, N. Y.., 


June 12, 13 and 14. Gov. George MacGreevey, assisted effec- 


tively by committee chairmen and members, conducted excel 
lent business sessions and provided an interesting 
OA program of entertainment 

Despite temperatures somewhat on the chilly 


in outdoor recreation and ev- 


Staff 


side, many indulged 
erybody resisted th ep freeze in the outdoor 
amphitheatre to enjoy an excellent variety show on 
Saturday night. 

At the business session he Alan Gold- 
stein, Rochester Stationery C Rochester, N. Y., was chosen 


velar 





ld Saturday morning 





Governor-elect and Predecessor Alan Goldstein re- 
ceiving the good wishes of George MacGreevey following 
election. 


governor for 1958-59. Other officers elected were Anthony 
Paul, Otto Ulbrich Co., Buffalo, N. Y., first lieutenant gover 
nor; John F. Kennedy, Utica Office Utica, N.Y., 
second lieutenant governor; William J. Seibold, Heinrich-Sei- 
bold Stationery Co., Rochester, N. Y. Harry F. San- 
ner, Jr., Sanner Office Supply Co., Erie, Pa., secretary. Coopers 
town, N.Y. was selected for the 1958 


Supply Co 
treasurer; 


convention 


District Hears Troupe 

Most of the convention progra is provided by the NSOEA 
national troupe. Dr. Ralph D. Cies presented the subject, ‘‘Man- 
agement for Profit,” and Paul Burbank, executive vice-presi- 
dent of NSOEA, led a discussion of “Business with Profit.” 
The title of the address by NSOEA President William R. Diehl 
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Scaroon Manor . . . where the ‘Scenic Second’’ met for a pro- 
gram of business, recreation and entertainment 


was “Up Out of the Chair.” Edwin H. Mosler, vice-president 
of the manufacturers’ division of NSOEA, spoke on “A Modern 
Approach to Safe Selling.”’ 

Walter Miller, Otto Ulbrich Co., Buffalo, N. Y., addressed 
the group on Friday afternoon. In his usual forthright style 
Mr. Miller told “How to Run Promotions in a Stationery 
Store.’’ He stressed the importance of planning, trimming, and 
personnel enthusiasm in any promotion activity. In his opin- 
ion, no publicity program can be successful without the en- 
thusiastic support of a firm’s selling staff 


Travelers Meet 
morning the annual meeting of the Empire 
State Travelers Club was held just after breakfast. The follow- 
ing officers were elected: Dugald McLeod, Swingline, Inc., and 
Ace Fastener Corp., president; William Ross, Oxford Filing 
first vice-president; James S. Long, Parker Pen Co., 
second vice-president; Robert Johnson, mfrs. rep., secretary- 


On Saturday 


Supply Co 


treasure! 





When most of the rush was over at the registration desk. 
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Former NSOEA President Walter 
Miller addresses Friday afternoon ses- 


Sion 





On the blackboard during Paul Burbank’s presentation. 





President Bill Diehl and Past-President Walter 


Elected for 1958-59 . . . Anthony Paul, Otto Ulbrich Co., Buffalo, Miller take time out for golf 


Y., first It. gov.; Alan Goldstein, Rochester Staty. Co., Roches- 


ter, N. Y., gov.; John F. Kennedy, Utica Office Supply Co., Utica, 
N.Y., second It. gov.; William J. Seibold, Heinrich-Seibold Staty 
C treasurer; Harry F. Sanner Office Supply Co., Erie, Pa., 
ecretary 





Who Turned Off the Lights? . . . Dimly seen are new 

fficers of the Empire State Travelers Club. Left to 

rght: William Ross, Oxford Filing Supply Co., first vice- 

pres.; James Long, Parker Pen Co., second vice-pres.; Ladies in the Morningstar Lounge at the ‘get acquainted” hour 
Dugald McLeod, Swingline and Ace, pres Friday morning. 
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When 
customers 


ask for Beauty... 
for Comfort... 







Ro 
nm? 


for Years... 


you'll gain their confidence and 
additional sales when you sell them... 


HYGIENIC 


Foot Compo 


MATS and RUNNERS 


When customers are tired of replacing floor mats 
that lose their resilience and appearance in a dis- 
appointingly short time ... when they ask for a mat 
or runner that will give relaxing support and still look 
beautiful years after it was installed . suggest 
Hygienic Foot Comfort Mats, the quality floor mats 
that reduce fatigue and increase efficiency for all who 
must work standing. 

Hygienic Foot Comfort Mats and 
Runners are easy to clean, too—just ~~ 
like a regular rubber tile floor. g 
They will not absorb dirt or 
cleaning water. Available in 
8 modern marbleized colors 
with all edges beveled for 
safety and appearance. 





LTTiTTiTtififiri tiie 




















Here's the Secret... 
beautiful rubber tile flooring 
bonded to a sponge rub- 
» ber base provides proper 
support without be- 
3 ing “mushy.” 










a Deta and Prices Write 


FLOORING DIVISION DEPT. A 


THE HYGIENIC DENTAL MFG. CO. 


AKRON 10, OHIO, U.S.A 
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Washing Machine Helps Promote Pen... 





Horder’s, Inc., store windows in Chicago attracted hundreds of 
passersby and sales of the new Sanford Ink Co. laundry mark- 
ing pen mounted recently through a novel promotion which 
involved the use of RCA Whirlpool combination washers and 
dryers. Pieces of cloth were given eight hours of continuous 
washing, after having been marked by the new Sanford prod- 
uct for laundry identification. Washed and dried, the pieces of 
cloth were “‘hung on the line’’ to prove that the marking had 
not faded. Windows of Horder’s store were crowded for this 
display arranged by Jim Rice, display manager, in co-operation 
with Frank Moore of Sanford Ink Co. 


Construct New Mosler Plant 


DANBURY, CONN. 

Third major expansion move by the Mosler Safe Co. in the 
past five months was marked by ground breaking here for a 
factory building to house an affiliate, Mosler Research Products, 
Inc. 

On February 14 the safe company announced the acquisition 
of an ll-acre site in Milford, Ohio, for expansion of a sub- 
sidiary, Mosler Lock Co., and on May 1 the formation of a 
Canadian Corp., Mosler-Taylor Sales Ltd., representing an in- 
vestment of more than $1,000,000 was announced. 

As Gov. Abraham Ribicoff of Connecticut turned the first 
spadeful of earth on the 7'%-acre site, he tendered his official 
welcome to the company. 

Martin S. Coleman, M.R.P. president, said the new plant, for 
which hiring has started, will increase production of the firm’s 
line of electronic and electrical security devices. It will also 
consolidate operations which are presently in four separate 
Danbury locations. 


Parker Opens ‘Operation Loss Proof’ 


Loss — one of the most common plaints about pens — has 
been attacked by a new sales program announced by the Parker 
Pen Co. 

Called “Operation Loss Proof,’ the purchaser can have his 
pen registered against loss. Then, if the pen is lost during the 
next two years, it is replaced for a charge of 50 cents to 
$1.50, depending on the original cost of the pen. 

Now being introduced to Parker franchised dealers across the 
country, “Operation Loss Proof’ is designed to be particularly 
appealing to loss prone school youngsters when the back-to- 
school season arrives later this summer. 

The offer extends to October 31 of this year and applies 
to five Parker products, three ball-point models and two foun 
tain pen models. 
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HOUSEHOLD FILE 


Indexed three ways: 
1. ALPHABETICALLY 


2. FOR BUDGET PURPOSES 
3. MONTHLY 


he 


he 


4 & | o- ! BS ‘s om - " I ae ; 
4 bs ri fn . ae ~ 4 wisl 4 ae ee . 
ies 
em “mead Manufacturing Company, Inc. 


Hastings, Minnesota 





















HOUSEHOLD 
FILE 


Cellophane Gift Wrapped in gold stamped 
maroon suede boxes. Packed twelve to q 
carton, four of each color--Red, Blue and 
Green Plaid. 










= 


SIZEQY2" x7" 
' (13 pockets) 
y Indexed three ways. 
1, ALPHABETICALLY 
2. FOR BUDGET PURPOSES 
3. MONTHLY 






THIS DISPLAY AS WELL AS ONE AND TWO COLUMN 
NEWSPAPER MATS WILL BE FURNISHED FREE WITH 


W315 M YOUR INITIAL ORDER OF 12 FILES, 


bli. | 


HOUSEHOLD FILE 


indexed three woys 











BIRTHDAYS 

ANNIVERSARIES 
SHOWERS 

CHRISTMAS 
PARTY PRIZES 
WRITE DEP’T. M. FOR 


COMPLETE INFORMATION 
AND PRICES 


Sinead 


Manufacturing Company, In¢ 


Hastings, Minnesota eee Logan, Oh 
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Dates to Remember 


September 27-October 1. National Stationery & Office Equip 


ment Assi tion exhibit and convention, Conrad Hilton Hotel 


October 9-11. Canadian Office Machine Dealers Association 
Quebes Cit 


October 20-24. National Business Show, New York Coliseum 
New York City 


October 25-28. Second Annual Eastern Commercial Stationery 
Show, New York Trade Show Building, 500 Eighth Ave., New 
York City, Stationers Association of New York—Metropolitan 


Travelers Club 


October 27-28. Third eastern regional division of National 
Office Machine Dealers Association convention. Grossinget 
Country Club, Grossinger, N. Y 


WHOLESALE STATIONERS ASSOCIATION 
MERCHANDISING CONFERENCES 


September 13—Pacific Coast and Mountain States, Mark Hop 


kins Hot San Francisco, Calif. 


September 17—-Western Canadian Provinces, The Vancouver 
Vancouver, B. ¢ 


October 17-18—Mid Atlantic, Southeastern and Mid Western 
areas of eastern district, Pocono Manor, Pocono Mountains, 
Pa 


NOFA MEETINGS 


July 31, August 1-2—Western area conference and exhibit 
Ambassador Hotel, Los Angeles, Calif. 


October 12-16—Advanced Management Seminar for all who 
have participated in basic seminars, Kellogg Center, Michigan 
State University, East Lansing, Mich 


Harris Office Equipment 
Opens New Quarters 


HARTFORD, CONN 

[The new quarters of Harris Office Equipment, Inc., were 
opened to the public May 1 at 60 Allyn St., featuring eight 
complete departments 

Starting in 1949 in small, cramped quarters at 40 Albany 
Ave., A. Richard Harris and Paul Harris, founders and owners, 
built the business into an organization which now acts as brok 
er of surplus and obsolete office equipment for some of the 
largest business firms in the country 

Expanding its business into office equipment, steel shop 
quipment and shelving by 1954 the Harris firm was able to 
boast it handled “everything an office needs.’ The company 
has furnished offices and supplies throughout central Connecti 
cut for professional groups, schools, universities, businesses 
ronments 

the company changed its name from Harris & 
to Harris Office Equipment, In« 
departments include executive office furniture 


and local gov 

Last sut 
Company 

The eight 
budget office furniture, used furniture, general office supplies, 
general office equipment, executive gifts, repairing and finish 
ing, and a de rating service 


Smykal Office Machines Move 
AUSTIN, TEX 
The Smykal Office Machines Co., owned by Bennie and Louis 


Smykal, has 
W. Sixth St 


»ved to larger and more modern quarters at 609 
] Austin 
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East Coast Stationers: 
Plan NOW to attend... 





2ud Annual 


EASTERN 
COMMERCIAL 
STATIONERY 
SHOW 


OCTOBER 26-29 Incl. 
New York Trade Show Bidg. 


8th Avenue at 35th St., New York City 


The Big Show on the East 
Caaad . ¢ « 3 floors of commercial sta- 


. . PLUS 


on-the-spot sales training help for your salesmen 


tionery supplies and equipment 


How to do a more effective selling job. 
How to use manufacturers’ merchandising 
aids. How to introduce a new product. 
Be sure to bring your sales force along. 
Make a Note of It NOW. 


EASTERN COMMERCIAL 
STATIONERY SHOW 


44 W. 63 St., New York 23, N.Y. 


Jointly sponsored by 
The Stationers Association of New York 
and 
The Metropolitan Travelers Club 





FINE 
CABINETS 
® 


\ 











The Executive Group (Group 5) 


Fine Style 
Superior Construction 
Space-Saving Utility 


Cottonsmith SPACE AGE Office Desks 








The Corner Utility Group (Group 3) 





ATTENTION DEALERS! 


You can store eight of these desks in 

the space required by 3 ordinary desks. 

Also, it only takes one man to deliver 

a complete ensemble . . . and only 45 

minutes to set it up as your customer 
. desires. 














Cottonsmith desks offer you high style without sacrificing the 

utility essential to efficient work areas, or the adaptability to 

accommodate re-arrangements . . . plus these superior features: 

@ Each component part is a separate unit. This provides flexi- 
bility of arrangement for quick assembly in the office and 
easy re-arrangements when desired. 

@ Case bottom panels integrated with posts, side and back 
panels. Solid walnut and walnut veneer. Panels 13/16” thick. 

@ Exclusive pulls provide plenty of finger space. Leg ferrules 
are heavy, solid brass. Nylon-based self-levelling glides pre- 
vent rust or scratching. 

@ Hardwood core veneer holds screws securely. All attachable 
fittings are tempered steel. 

@ All drawers on nylon glides. File drawers center-trolley sus- 
pended on Cottonsmith-designed steel track. 

@ Tops and panels of colorful, practical Masland Duran Clad, 
the scuff resistant easy to clean vinyl, or select walnut optional. 


Immediate shipment from factory inventory. Write for complete 
details on this distinctive line . . . a truly outstanding buy 
in office desks. 


COTTO NS M ITH FURNITURE MFG. CO., INC. 


Plant 1, Post Office Box 4628, Winston-Salem, North Carolina 
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Set includes a made-to- 

} order rubber stamp and a 
yf foam rubber stamp pad— 
/ in a handsome metal case 
finished in a gold checker- 
board design. 








5) | 





Each Sanford personal 

rubber stomp and pad set 
ff is available attractively 
x gift boxed including ship- 
ping corton. 





cm Re err were tee 7 





This year increase your Business Gift sales... 


Personal Rubber Stamp 
and Pad Set 


makes business gifts personal, 














ne 
7 useful, completely different 
’ Sanford makes it easy for you to get a bigger share of the 
rl tremendous dollar volume spent on business Christmas 
vd gifts with a completely new idea—Sanford’s personalized 
rubber stamp and pad set. 
h Remember, every year business men in your area are 
looking for something “‘different’’ to give, and this year 
k. Sanford gives you the merchandise. Your prospects? Auto 
es dealerships, banks, lumber yards, insurance brokers and 
e- other financial institutions, manufacturing plants, fuel 
companies, repair shops, service stations. Sales to any of 
these represent the possibility of large dollar volume. 
le | Sanford’s personalized rubber stamp and pad set offers 
many sales possibilities right in your own store for cus- 
al tomer’s personal use or as gifts. 
. Get all the facts on tapping this lucrative Christmas 
business gift market by sending the coupon below for 
d, Sanford’s complete plan on how to capture additional 
al. professional gift business. 
te SANFORD INK CO. 
1y BELLWOOD, ILLINOIS 
Gift Dept. OAIl, SANFORD INK COMPANY, Bellwood, Ill. 
Please send me facts on getting additional Business Christmas gift 
sales, and on Sanford’s Personalized rubber stamp and pad set. 
c. | Name 
Store 
Address 
City Zone Stote 
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New Officers . . . of Region 3: John Link, Sr., Lucas Bros., Inc., 
Baltimore, Md., treasurer; Mary Sutherland, Everett Waddey 
Co., Richmond, Va., second lieutenant governor; Irving Roth, 
Roth Bros., Philadelphia, lieutenant governor; J. B. ‘‘Mike’’ 
Runnels, Commercial Office Furniture Co., Washington, D. C., 
governor. 





“Chuck” Morten- 


Mr. & Mrs. Charles 
sen. New general manager of NSOEA 
and his charming wife 








. B. “Mike” Runnels, Commercial Office Furniture Co., 
Washington, D. C., governor-elect of Region 3; Ralph 
Soulby, Venus Pen & Pencil Co., special speaker on conven- 
tion program; H. M. Donisthorpe, Ace Fastener Corp. 

. Mr. & Mrs. Tom Stout, E. W. Curry Co., Pittsburgh, Pa.; 
Mrs. George C. Wheeler, OFFICE APPLIANCES. 

E. Dugan Co., 

Yeo & Lukens Co., 

Charlie Lipman, 

George Whitesides, Parker Pen Co 


Ben Wachtel, 
George B. Graff Co.; 


Business Sessions 
Key 3rd Regional 


39 Dealers Attend Session at 
Cavalier Hotel, Virginia Beach; 
Runnels Elected as Governor 


Virginia Beach, Va. 
@ WELL-ATTENDED business sessions highlighted the suc- 
cessful annual meeting of the Third District NSOEA at the 
Cavalier Hotel in Virginia Beach, Va., Monday and Tuesday, 
June 9-10. 

The morning clinics held the attention of all dealers in at- 
tendance and were described by some as being the best ses- 
sions put on by any regional troupe so far 

Registration figures came close to 200 this year, with 39 
dealers in attendance, most of them with their wives. Governor 
John A. Busch, The Baltimore Stationery Co., 
OA Baltimore, Md., opened the meeting promptly 
staff Monday morning and quickly turned the gavel 

over to Dr. Ralph D. Cies. Dr. Cies presented his 
llelam “Management for Profit’ seminar with a great 
deal of participation by various dealers throughout 





the audience. 

A joint luncheon, with most of the ladies present, followed. 
NSOEA President Wm. R. Diehl, Jr., talked to the group in 
straightforward fashion with his speech entitled “Get Out of 
the Chair.’ 

The Monday afternoon business sessions heard Edwin H. 
Mosler, Jr., vice-president of manufacturers’ division and presi- 
dent of the Mosler Safe Co., with his down-to-earth presenta- 
tion ““A Modern Approach to Safe Sales.’ Also on the program 
as guest speaker was Ralph Soulby, Venus Pen & Pencil Co., 
who stimulated the thinking of dealers by his talk on “Sales 
Modernization.” 

On Tuesday morning, the entire session was given to Paul E. 
Burbank’s presentation ‘Creative Merchandising and Advertis- 
ing for Profit.” 

For their 1958-59 governor, the 3rd District dealers elected 
Mike Runnells, Commercial Office Furniture Co., Washington, 
D.C. Lieutenant governor will be Irving Roth, Roth Brothers, 
Philadelphia, Pa. and second lieutenant governor will be Mary 
Sutherland, Everett Waddey Co., Richmond, Va. John Link, Jr., 
was re-elected treasurer of the region 

New officers of the Penn-Mar-Va Travelers Club are Robert 
L. Johnson, manufacturers’ rep., president; Perley Covey, Eber- 
hard Faber Pencil Co., first vice-president; Bruce Campbell, 
Ace Fastener Co., second vice-president ;Joseph W. McCormick, 
Jr., Stationers Guild of America, secretary; and Rose Cushman, 
NSOEA, treasurer. 

Honorary life memberships in Penn-Mar-Va were voted to 
Arthur E. Peterson, Oxford File & Supply Co. and Henry 
Riegel, Sengbusch. 

Galen Hall, Pennsylvania, was selected as the site for the 
1959 regional meeting. 
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1. Ed Mosler, Mosler Safe Co.; Unk Ed Bockmiller, Baltimore 
Office Supply Co., Baltimore; Langdon H. Littlehole and 
George G. Cronin, Mosler Safe Co. 

2. Paul Steever, Office Equipment Co., Harrisburg, Pa.; John 
Link, Jr., Lucas Bros., Baltimore; Bill Hintz, William G. 
Hintz, Reading, Pa.; Irving A. Roth, Roth Bros., Phila- 
delphia 

3. M. S. Marshall, Ginn’s-Stockett Fiske Co., Washington, D. 
C., Thelma Gardner and Mrs. & Mr. W. T. Woodhouse. 





Penn-Mar-Va Officers . . . 
president; Ed St. George, Oakville Co., 
Covey, Eberhard Faber Pencil Co., first vice-president; Joe 


Bob Johnson, Warshaw Mfg. Co., 
past president; Perley 


McCormick, Jr., Stationers Guild of America, secretary; Bruce 


Campbell, Ace Fastener Corp., second vice-president; Jim Pine, 
C. Howard Hunt Pen Co. 
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Seen at 
Virginia Beach 


ee ee 


BSS RRS ORES, cS! 


— from Penn-Mar-Va Poolside Show: 
. The hula chorus line, no rhythm, but plenty of 
exposure. 

2. Parody on the “Witch Doctor’’ with Joe McCormick 
the target of everyone's affections. 

3. The Beachcombers, lifting their voices in song (?). 











How much more would you 
sell if you could say this 


fo your customers? 


— 
“ll prove your least- 
experrenced clerk can 
file twice as fast 


with no mistakes? 





3 





Only you know the answer. Dealers who are say- 
ing just this are boosting sales figures every day. 
They and their customers are honestly enthusi- 
astic about this new, greatly-improved visible 
filing system. Now made in America, now stronger, 
better than ever... now priced way below the line 
we pioneered and distributed for years. 


Find out why users call Site-Filing 
the Hi-Fi’’of filing! 


Any of your customers’ systems can be converted 
quickly, easily, inexpensively to this practical, su- 
perior filing method. And results are so amazing 
immediately that hundreds of users wonder how 
they ever got along without Site-Filing. 


Attention, Dealers! 


Some choice areas open. We conduct sales meet- 
ings and field-training clinics to help you and your 
salesmen. Send for new informative folder. 


Write, wire or phone now! 


Site-Filing Company 
1411 Walnut Street, Philadelphia 2, Pa. 
LOcust 4-5080 
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Appointments 


Promoted in Joseph Dixon Pencil Division 


Ernest M. Raasch, advertising and sales 
promotion manager of the pencil division 
of Joseph Dixon Crucible Co., has been 
promoted to assistant sales manager of 
the pencil division, a new post. He be- 
gan his career with Dixon five years 
ago as a salesman. He is a graduate 
of the Babson Institute of Business Ad- 
ministration and has studied at Colum- 
bia, New York University and Pace In- 
stitute. 





Ditto Appoints Los Angeles Manager .. . 


errs 
4 


emma Sette. | 


| Robert N. Schuhmann hos been appointed 
by Ditto, Inc., as branch manager of 
the Los Angeles branch to take the 
place of Harlow T. Gates, who retired 
May 31 after 36 years as Ditto sales- 
man, manager and district manager. Mr. 
Schuhmann has for eight years been 
branch manager of Ditto’s Louisville 
(Ky.) office and East Central district 
manager. 





Joins Richard Best Pencil Co. 


John Godwin of Dallas, Tex. has joined 
the Richard Best Pencil Co.’s sales or- 
ganization. He has been assigned the 
southwest territory comprising Texas, 
Arkansas, Oklahoma and _ Louisiana. 
John formerly sold school supplies and 
equipment in this area and prior to this 
served in the armed services with the 
Marine Corps from 1942 to 1946. 





Appointed Comptometer District Chief 


William J. Gibson is the new district 
sales manager of Chicago Central 
branch, Comptometer Corp. Mr. Gibson 
began his association with the organiza- 
tion in Philadelphia. Prior to his present 
assignment he was district manager of 
the Birmingham, Ala., office 





am 


Dane Named V.P. In Charge of Bates Sales 


William L. Dane of Darien, Conn., has 
been appointed vice-president in charge 
of sales for The Bates Mfg. Co. Mr. 
Dane, who joined the Bates firm in 
1955, was chosen sales manager in 
1957. He replaces Stanley M. Babson, 
who has retired after 35 years of service 
but continues as a member of the firm's 
board of directors. 





William T. Byrd Represents Ennis 


William T. Byrd was recently appointed 
district representative for Ennis Tag & 
Salesbook Co. Mr. Byrd will serve dealers 
in Virginia, North Carolina, South Caro- 
lina and Washington, D.C. 
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KK werybody 


likes to get a bonus... 


says the mam 






from our adwertisinmng agency 


Sturgis dealers, he says, give their customers a bonus 
every time they sell a Sturgis chair with a fiber glass 
base. The key phrase here is fiber glass base. 


Every office girl, he says, and every executive knows 
that the base of a chair takes a never-ending licking. 
Go into any office and look at the chairs and what do 
you see? Shabby, beat-up, battle-scarred bases. 


Either the unsightly bases stay that way, creating a 
bad impression—or they are sent out to be refinished, 
which costs money and causes inconvenience—or they 
wear out entirely while the rest of the chair still has 


some useful life in it. 


Now consider this: a Sturgis fiber glass base never looks 
unsightly and it never wears out. Repeat: a Sturgis fiber 
glass base never looks unsightly and it never wears out. 


No amount of ordinary office abuse will make a dent 
in it. You can’t scuff the finish off because there’s no 
finish to scuff off. When it gets dirty you simply wipe 
it with a damp cloth and it looks like new. 
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A Sturgis fiber glass base is an unbelievably strong, 
solid molded one-piece unit—so strong, in fact, that it 
will never wear out. It will still be hale and hearty when 
your customer puts the chair out to pasture. And yet 
Sturgis chairs with fiber glass bases sell for no more than 
most ordinary office chairs. 


The Sturgis line contains 44 models, 20 with fiber glass 
bases, to meet every office requirement. List prices 
range from $24.50 to $260.00. Trade and quantity dis- 
counts apply. All models are shipped from either Sturgis, 
Michigan or Charleston, S. C., whichever source pro- 
vides the lower delivery cost. 


A bonus selling feature, plus a complete line, plus a 
choice of two shipping points could make it possible 
for you to increase your chair sales and your profit 
per sale. 


Agree with our ad agency man? If you do, how about 
trying out for our team? 


Franchises available in a number of key areas. Write or wire today; 
we may need a good team player from your city. 


POSTURE CHAIRS 


THE STURGIS POSTURE CHAIR COMPANY ¢ 


General Soles Offices © 


STURGIS, MICHIGAN 


154 E. Erie St . Chicago 11, Winois 
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No. 6815 Club Chair 


No. 6811 Chair No. 6810 Chair 


6800 SERIES. Here’s a neat Club Chair that meets every re- 
quirement for contemporary design, comfort and durability, at 
a remarkably low price. In Solid Walnut, featuring leather or 
Naugahyde upholstery No-Mar padded arms, brass ferrules on 
arm and club chairs. 


One sitting...andthey’re sold! 


No. 1005 Side Chair No, 1017 Side Chair 


1000 SERIES. A new and already popular general utility series. 
Ideal for general and private offices, as well as reception rooms, 
auditoriums, schools and clubs. 


Your inquiry is invited. 


OUR sath YEAR W BOLING CHAIR COMPANY 


siler city, north carolina 
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The Advanced Copy-Rite 
PATHFINDER 


Modern design—Rugged c: «struction. Cadet Neutral 
Grey blends with any dec-:r. Quiet Effortless Opera- 
tion 


Takes any size stock from post card size to 9” x 14”, 
any grade. 


Adjustable guides insure even, neat stacking of re- 
produced copies on easily removable receiving tray. 


Special features permit copy to be moved up or 
down, or sideways to insure reproduction even when 
stencils are cut on a slant. 


Automatic pressure roller release. Operates with re- 
produced copies ONLY, preventing ink offset. 


Let us send you details on our Complete Line of Spirit and Stencil Duplicators 
and related Supplies. Write Dept. OA-5 


my wo/ber A 


DUPLICATOR AND 
“SUPPLY COMPANY © 
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1201 West Cortland Street 


4 King-size sidegrippers for accurate single sheet feed 
even on post cards. 


4 One reproduced copy for every single, clockwise 


revolution and only reproduced copies are registered 
on 4 digit, reset counter. 


4 Silk Screen, Stencil and Ink Distribution Roller easily 


removed for quick color change. 


4 Largest reproduction area of any comparable dupli- 


cator! 13” x 7%” (approx. 100 square inches). 


q Exclusive, built-in Paper Deflector (stiffener) on re- 


ceiving tray prevents offset or ink smudging of re- 
produced copies. 


“A. 


Chicago 14, Illinois —— 


San Francisco Brooklyn 
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Other Products 
by Maple Leaf 


Nothing pleases customers more than 
a quality product ...and nothing 
brings them back faster to buy where 






* WIRE BOUND 






they know they get the best value MEMO BOOKS 
for their money. ¢ SKETCH BOOKS 
* BOXED 





Maple Leaf Stenographic Note Books 
provide everything a good 
stenographer could ask for: a rigid, 





TYPEWRITING 
PAPER 





* INDEX CARDS 









golden-kraft cover, rubber edged * BIOLOGY 
RY noe desk t ; DRAWING 

to eliminate slipping on desk tops; FILLERS 
spiral wire binding for quick, © TABLETS 






easy page turning and to provide flat 
surfaces for writing; high quality 
paper, ideal for pen or pencil, white 
or green tint; choice of ruling patterns: 
Gregg, Pitman, or All-purpose; 

and a full sheet count of 60, 70 or 80. 


* THEME PADS 
* MUSIC BOOKS 
* COMPOSITION 

BOOKS 







* FILLERS 
* TYPING PADS 










Paper quality, substance and sheet counts fully guaranteed. 
You Can Buy Cheaper — But You Can’t Buy Better! 


"apie tear 


: Manufacturing Co., Inc. 











Visit European Plant . . . G/W executives are pictured at the 
Forges de Strasbourg plant. Left to right: Louis Henri, man- 
ager of Koenigshoffen plant of Forges de Strasbourg; Raymond 
Winocour, director general du department Mobilier-Construc- 
tions; Elmer G. Rahe, G/W vice president; R. Herman Hammer, 
G/W president, and L. E. Helbig, director Snead System divi- 
sion of The Globe-Wernicke Co. 


Globe-Wernicke Executives 
Make Flying Tour to Europe 


To view at first hand the progress of the European office 
equipment industry Globe-Wernicke’s top executives recently 
took a flying tour to England, France, Germany and Bel- 
gium. R. Herman Hammer and Elmer G. Rahe, president and 
vice-president, respectively, of the Cincinnati office equipment 
manufacturer, accompanied by Lutz Helbig, G/W’'s European 
Representative, visited their European licensees, Luxfer, Ltd., 
London, and Forges de Strasbourg, Paris, and attended the 
World Trade Fair in Brussels. 

As representatives of a leading American manufacturer of 
office equipment, Mr. Hammer and Mr. Rahe were honored 
with an invitation from the Baron Moens de Fernig, Commis- 
sioner General of the Brussels’ World Fair and representative 
of H. M. King Baudouin, to attend a luncheon held at Belve- 
dere Residence royal chateau on the fair site. While guests of 
Baron de Fernig, they also had the opportunity of touring the 
entire Fair to view what progress industry is making through- 
out tne world 

During their stay in London and Paris, the Globe-Wernicke 
executives visited the plants of Luxfer and Forges de Stras- 
bourg to see manufacturing techniques of their European as- 
sociate manufacturers. The accompanying photograph shows 
the Globe-Wernicke executives, accompanied by Forges de 
Strasbourg executives on tour of the latter's plant at Strasbourg 
where Techniplan modular equipment is manufactured. 

Both Mr. Hammer and Mr. Rahe concur that one of the 
highlights of the trip was their tour of the National Archives 
Building in Paris where Forges de Strasbourg have installed 
bookstack equipment. The Director of the National Archives, 
who personally conducted the tour, pointed out that in the 
French archives collection are many historical records pertain- 
ing to Revolutionary War heroes and life in Colonial America 
of great interest and significance to Americans visiting Paris. 





Elect President of Minneapolis Firm 


MINNEAPOLIS 

Frank A. Statt was elected president of Thomas & Grayston 

Co., Minneapolis stationery firm, at the annual meeting of the 

board of directors. E. Earl Vanda was named first vice-president, 

Walter E. Hubbs, executive vice-president, and Beatrice M. 
Gaspar, secretary-treasurer. 
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for dealer support 
1 enim that really pays off 
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_— Ua =offers the 


| I A Highly Profitable Line 


A Repetitive and High 
Unit of Sale Line 





| | 3 A Complete Line 
for Many Markets 


4 A Printed Sales Policy 


bail ao & A Printed Discount Policy 











G Shipment from Stocks 


5 Dealer Slanted 
National Advertising 


CECE 





8 A Continuous Dealer 
Promotional Program 





9 Help from the local 
Lyon Salesman 


WRITE US...Let us show you the 
profit possibilities of a LYON Dealership 
7 = in your area. Address Sales Department— 


LYON METAL PRODUCTS, INC. 


Goneral Offices: 828 Monroe Ave., Avrora, Ill. 
Factories in Avrora, Ill. and York, Pa. 









OVER 1500 ITEMS 
for Business, 


Industry, 
Institutions 


STEEL EQUIPMENT 
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Good Luck . . . offers retiring Governor Bob Brown 
to newly elected governor Howard O. Schaub, 
Schaub Office Supply Co., Minneapolis 


LUCKY SEVEN 





A Touch of Old Mexico 


Flavors Regional 


Minneapolis, Minn. 


ca ALL THE COLOR of Old Mexico w as present at the 33rd 
annual convention of the Seventh Region NSOEA held in Min 
neapolis on June 1, 2, and 3, as the ‘Lucky Seven’ dealers and 
travelers worked and played in the Hotel Pick-Nicollet 

Highlight of the entertainment program was the presentation 
of a free vacation for two in Mexico to Mrs. Gloree Whitehill, 
Marshall Office Supply, Marshalltown, Iowa. Winner of a 
family vacation trip at a Minnesota resort was Jim Foreshew, 
Foreshew Supply Co., Pierre, S.D 

One of the most anticipated events, the full 
dress Mexican costut 
with the opportunity to enjoy themselves to the 


ball, provided the guests 


fullest extent on Monday evening. Prizes were 
distributed to those who were adjudged to be in 
the best costumes. Winners include Mr. and Mrs 
T. Wayne Davis of Latta’s, Inc., Waterloo, Iowa; Del Deming, 
Farnham’s Stationery & School Supplies, Minneapolis; and Mrs. 
E. C. Hoffman, Smead, Inc 

Business sessions got underway Monday morning with 
Governor Bob Brown, Koch Brothers, Des Moines, Iowa, pre 
siding. The first guest speaker was Wilbur T. Swanson, a 
former professor of music now in the sales field, who presented 
“An Adventure in Music’, an entertaining hour of piano and 
chatter which covered the span of music through the ages. 

Paul Burbank, of the NSOEA troupe, was next on the pro 
gram with his “Creative Merchandising and Advertising fot 
Profit” speech. 

He was followed by John B. Farley, director of the manage- 
ment center of College of St. Thomas in Minnesota, who asked 
the men present to consider management training courses but 
to first ask the schools offering the courses to prove that there 
is something to be gained from such study. Troupe speaker 
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Board of Governors . . . in top picture include, left to right, 
Ransel H. Chase, North Dakota; E. T. Safford, new vice-gov- 
ernor; J. R. Foreshew, South Dakota; M. S. Cohen, North Da- 
kota; John B. Furay, Wisconsin; William Anderson, secretary; 
Del Deming, Minnesota; and Stan Taylor, treasurer. Others 
elected, including T. Wayne Davis and Bob Davis, lowa and 
Lou Ehrlich and Roger Hassinger, Minnesota, were not present 


tor picture 


Northwest Travelers . . . elected to service include, left to 
right, Earl Collins, secretary; Charles Cordray, corresponding 
secretary; Bill Carrol, secc..d vice-president; Rev. C. H. Berry, 
chaplain; Bob Veter, first vice-president; Larry Johnson, new 
president; and Bud Caruso, retiring president. 


Edwin H. Mosler, Jr., Mosler Safe Co., closed the afternoon 
with his talk, “A Modern Approach to Safe Sales 

The merry fiesta ball was the highlight of the evening, and 
the next morning the assembled dealers and travelers were up 
for breakfast at 7:30 a.m. and a full day of talks and meetings 


Speakers included Dr. Ralph D. Cies, NSOEA President 
(Continued on Page 114) 


» . 
& \ 


a ~ \f 


Welcome Muchachos. . . from official greeters Merrill Hasty, 
mfrs’. rep.; Mel Sowell, Esterbrook Pen; and Ray Thompson, 
Smead Mfg., who started off the convention with a friendly 
welcome to all who entered the hotel 
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At the Ball . . . Mr. and Mrs 








Russell Ragan, American Pad & 
Paper C 





Ferdinand . . . in the flesh was 
really T. G. Salsman of Rockwell 
Barnes with Mrs. Salsman 





American Tourists . . . dropped in for a visit. They said 
they are Vic Lydon, mfrs.’ rep.; Pat Jerue, Mary Lydon, 
and Bob Jerue, McClain-Hedman-Schuldt Co. 





Ol’e . . . says Mrs. “Sis” Berry 
and her well-disguised compan- 
ion, Rev. C. H. “Jack” Berry. 





A Group from Associated . . . includes, left to right, Bill Winners . . . in the costume con- 
Harlan, Mrs. Harlan, Cort Horr, Mrs. Sheldon Pringle, test were Mr. and Mrs. T 
and Sheldon Pringle Wayne Davis. 





The Barrel Spins . . . with help from John Chris- The Lucky Winner . . . Gloree Another Winner . . . Jim Foreshew, 
tianson as Jackie Rose, Braniff stewardess, and Whitehill, Marshall Office Supply, Foreshew Supply Co., Pierre, S. D. 
Mr. Cecido, Mexico consul in Minneapolis, watch Marshalltown, lowa. earns a trip to a vacation resort. 
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61-379 
LABEL 
HOLDER 
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ROD KNOB 40-a0e7 


LOCK 


National Lock Hardware is skillfully styled to 
accent the distinctive lines of your filing cabinets. 
Decorative Pull, shown above in contemporary 
design, is made of Zinc Die Cast Alloy. Available 
in Dull Chrome, Baked Aluminum Enamel, Dull 
Brass, and Dull Bronze. Lock features brass pin 
tumbler construction for dependable service. 
Write us for samples and details on our complete 
line of hardware for filing cabinets and desks. 
Wood and metal applications. 


QUALITY HARDWARE . .. al/ from 1 source 


Drawer Pulls * Locks * Casters * Hinges 
Label Holders * Latches * Screws * Bolts 


if you are an original equipment manufacturer or 
jobber, write us. If you are a dealer, see your jobber. 


NATIONAL LOCK COMPANY 


Rockford, Illinois Industrial Hardwagte Diyision 











Region 7 


Continued from page 112 


William R. Diehl Jr.; A. J. Luther, A. J. Luther Associates, 
sales consultants; and Homer Lay, NSOEA manager. 

At the concluding dealer meeting, Howard O. Schaub, Schaub 
Office Supply Co., Minneapolis, Minn., was elected the 1958-59 
governor. E. T. “Ned” Safford, Safford’s, Superior, Wis., was 
named vice-governor, and it was announced that the 1959 con- 
vention site was Duluth, Minn., sometime in mid-June. 

The newly-elected board of governors included T. Wayne 






1. E. T. Safford, newly elected vice-governor; Stan Taylor, re- 
elected treasurer; and Frank Fox, Free Press Co., Mankato, 
Minn. 

2. Phil Ackerman, Whiting’s, Rochester, Minn.; Bill Whiting, 
Journal-Chronicle Co., Owatonna, Minn.; George Whitehill, 
Marshall Office Supply, Marshalltown, lowa; and Bill An- 
derson, Des Moines Stationery, Des Moines, lowa. 

3. Roy Holt, A & E Supply, Duluth, Minn.; Jim Ellingsen, A 
& E Supply; and A. D. Kenworthy, Storey-Kenworthy Co., 
Des Moines, lowa. 

4. John B. Farley, guest speaker of College of St. Thomas; 
Bob Jerue, McClain-Hedman & Schuldt Co., St. Paul, 
Minn.; and Ed Erickson, Hibbing Office Supply, Hibbing, 
Minn 


Davis, Latta’s Inc., Waterloo, Iowa; Bob Davis, Standard Of- 
fice Equipment Co., Sioux City, Iowa; Del Deming, Farnham’s 
Stationery and School Supply Co., Minneapolis; Lou Ehrlich, 
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the versatility of Art Matal “modulars” 


Wherever orderly, good looking, and work-saving arrangements of space-saving modular 
equipment are required ...the Art Metal dealer can be master of the situation. With 
interchangeable Art Metal Modulars he stands alone in capacity for organizing work tops, 
desks, bases, and in-drawer facilities for individual job needs. He can provide office 
planning service to any extent desired, with layouts in private, semi-private or open plan, 
or any combination ...and with or without movable glass-panelled Art Metal steel 
partitions. And he has the right answers when prospects ask about 

construction quality and ease of rearrangement whenever the need arises. 

Art Metal Construction Company, Jamestown, New York. 


the franchise that makes more office equipment easier to sell 
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Put 
efficiency 
at your 
ingertips 


~ 






MORRIS ~ 
SAFE-T-SET 


Smoothest writing 
pen and ink set. 


Can't leak or spill. 
Holds 2 full oz., $) 
easy to fill. 





MORRIS 
MEMO HOLDERS 


Keeps memos 
neat and handy. 
With or without 

ball point 
pen attached. 





MORRISHARP 
ELECTRIC PENCIL 
SHARPENER 


Starts automatically. 
Stops cutting when 
pencil is perfectly 
sharpened. Med., 
fine, ex. fine points. 


MORRIS 
ASH TRAY 


Big, sales-meeting 
size, with 

removable glass 
liner. Matches 
modern office decor. 





MORRIS 


PHONE REST 
Frees both hands. 
Easily attached and 
adjusted. Fits all 
phones — either 
shoulder. 





MORRIS TRAYS 

—LETTER 

& LEGAL 

Rear suspension 
ne ra) 

desired height 


Ask your stationer for these 
MODERN DESK TOP ACCESSORIES 


BERT M. ORRIS CO. 





8651 WEST THIRD ST., LOS ANGELES 48, CALIF. 


DEPT. E 


WRITE FOR FREE CATALOG. Write today for the Bert M. Morris 
Co. 1958 catalog of modern desk top equipment. You will find 
it a big help in your office planning. 
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Ehrlich & Co., St. Paul, Minn 
Office Supplies, Redwood, Minn.; John B. Furay, Eau Claire 
Book & Stationery, Eau Claire, Wis.; M. S. Cohen, Gaffaney & 
Shipley, Inc., Bismarck, N.D.; Ransel H. Chase, Sioux Falls 
Book & Stationery Co., Sioux Falls, $.D.; and J. R. Foreshew, 
Foreshew Supply Co., Pierre, $.D 

Re-elected as secretary of the district was William Anderson, 
Des Moines Stationery Co., Des Moines, Iowa, and re-elected 
treasurer was Stanley Taylor, Gaffaney's, Fargo, N.D 

While the dealer meeting was in progress, the Northwest 
Travelers were also electing officers. L. E. (Larry) Johnson, 
Corry-Jamestown, was elevated to the post of president with 
R.W. (Bob) Vater, Joseph Dixon Crucible, named first vice- 
vice-president is Bill Carrol of 


Roger Hassinger, Redwood 


president. The new second 
Eberhard-Faber. 

Berk Ertl of Venus Pencil was elected to the post of auditor, 
and the remaining staff of hard-working officers, Earl Collins, 
Rockwell-Barnes, secretary; Charles Cordray, Sturgis Chair Co., 
corresponding secretary; and the Rev. C.H. (Jack) Berry, rector 
of St. Paul's Church in Owatonna, Mich., chaplain, were re- 


named to their offices. 


Plane Luck Wins Mink Stole 
NEW YORK CITY 

Bill Bradford, of Toledo Merchandising Company, whole- 
salers to the retail stationery trade, was the winner of a hand- 
some mink stole in the LePage’s Flying Showcase Prize Draw- 
ing, held at a luncheon for trade association and wholesaler 
executives, June 12, at the Hotel Plaza 

Mr. Bradford was one of 1357 wholesalers’ representatives in 
the stationery, drug, grocery, hardware and variety store fields 
who visited LePage’s DC-3 “Flying Showcase” to inspect the 
firm's new line of consumer adhesives. The visits were made 
during the plane's recent 38-city, coast-to-coast tour 

From tickets bearing the names of the plane's visitors, guests 
at the luncheon, assisted by Miss Basha Regis, of the Broadway 
cast of “The Music Man,” drew five at random one for each 


trade group to determine the prize winners. 


Mosler Opens New Building in Washington 


expanded 
announced 


modern office building to house 
activities of its Washington, D.C., branch, was 
recently by the Mosler Safe Co. 

located at 2461 Wisconsin Ave. N.W., pro- 
vides convenient access by automobile and has extensive park- 


Opening of a 


The structure 


ing facilities. 


Bermuda Contest Winners Named... 









: Des Tmatien 

; } an | 

The smiling faces above belong to Mr. & Mrs. Raymond E. 
Wells (left) of Charlotte, N.C., and Mr. & Mrs. George R. 


Louis, Mo. They are shown leaving for a Ber- 
muda vacation, as winners of a recent F. S. Webster Co. sales- 
incentive contest for all Webster field representatives. The all- 
expenses trip award included a stay at Bermuda’s finest hotels 
during the famous race week. 


Tynan of St 
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A“ MULTI 
DESK 


A very complete line of Multi Desk Trays that are 
modern, practical and attractive in any respect. 





The four delightful colors harmonize with desk and table installatie 
anywhere - - - GS—Dark Green, WG—Weis Gray, NU--Tan, NU--Green. 














The bottom of base tray is curved down to make easy removing of contents. 


There is 2!5 inches of file space between each tray. 


Rubber feet on the 


bottom prevent marring or slipping. Two holes in the back for hanging. 


Comes in Letter and Cap Sizes, as Two, Three, 
Four, Five or Six Tray outfit with insert labels 
for opening on both sides of each tray. 
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One more welcome addition to the popu- 
lar Weis Steel Line and a very effective 
stimulant to your sales, too. 


Monroe, Michigan 





ae Weis Manufacturing Company 
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in person ...in displays ...in advertising ...in special promotions... 


the goods 
and then 


go get 
the sale = 


Let’s face it—the honeymoon is over! The word “‘sell’”’ is back! 

And don’t blame the times! You’re living in a growing America! 
Between now and 1975, there will be more people ... more jobs... 
more income... more production . .. more saving . . . more research 
... and more needs than ever before in our history. 

The business is there! BUT . . . you have to go get it! It might 
take a little personal attention. It might take a special promotion or 
store display. It might mean more—and better— advertising. It 
certainly means asking for the order! 

Check your stock. Bring i. upta-dane! Them do the same with 
your selling ideas! The results will astound you! 


FREE! Get going today! Write at once for illustrated “How To Turn 
the Tide” booklet offering valuable and vital selling ideas. The Advertising 
Council, 25 West 45th Street, New York 36, New York. 


YOUR FUTURE IS GREAT IN A GROWING AMERICA 
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VOLKSWAGEN PICK-UP 


ince. \ wih 
HEMPSTEAD Wy 


'V 9-7487 





SENSIBLE - HONEST + DEPENDABLE ...and ECONOMICAL 


Volkswagen Light Trucks have all these virtues. . . out- 
standing gas economy...air-cooled engine. ..no radiator 
. sturdy construction that takes the bumps of 
rough terrain. Volkswagen offers unusual visibility and 
ease of driving and parking. The Volkswagen Pick-up car- 
ries a whopping big 1764-lb. payload. It has a 45 sq. ft. 
floor area with an additional 20 sq. ft. in a weather-tight 


problems. . 





* 


lockable compartment underneath. Loading is extremely 
easy. ..the hinged sides and back drop down and the floor 
is at loading platform level. But above all, remember: a 
Volkswagen costs less to buy, run and maintain. This we 
can prove! Sales and Service in 48 states. Look for the 
Authorized Volkswagen Dealer with this ® emblem. 


VOLKSWAGEN DELIVERS THE GOODS...FOR LESS! 








PANEL DELIVERY— Has 170 
cu. ft. capacity,every inch 
usable and accessible. Top, 
sides, front and rear give 
you a bonus in space for 
* distinctive advertising. 








KomBi—it’s even more than 
a Panel Delivery. It con- 
verts into a comfortable 
station wagon in minutes 
... just by putting the 
seats back in. 


IVOLKSWAGEN 





It Was Grossingers 
Again for Region 13 


Officers re-elected for 1958-59 — 
Attendance holds close to the 
500 mark — Metropolitan 
Travelers hold annual! session 
GROSSINGER, N.Y. 


@ MEMBERS of NSOEA Region 13 prolonged a good habit 
by holding another annual meeting at Grossinger’s Hotel and 
Country Club, Grossinger, N. Y., June 15, 16 and 17. At 
tendance of nearly 500 was considered sufficient 
evidence to decide upon return to Grossinger's for 
the 1959 assembly 

Further evidence of satisfaction with the status 
quo was in the unanimous re-election of the follow- 
ing officers: Al Pickar, Acme Stationery Co., 
Newark, N. J., governor; George Reichman, Mooney’s, Inc 
New York City; lieutenant governor; Fred C. Roscher, Fred ¢ 
Roscher, Inc., Mt. Vernon, N. Y., treasurer 

By organizing the convention program to include business 
sessions only during the mornings, plenty of time was available 
for those in attendance to indulge in the many recreational 
facilities offered in various places in the 850-acre resort 

As at preceding regional meetings, Paul Burbank, executive 
vice-president of NSOEA, led an information-releasing discus 
sion of “Business with Profit.” He was followed by NSOEA 
President William R. Diehl, who presented his regular regional 
session address, ‘Up Out of the Chair.’ 

On Tuesday morning, Zal Venet, president, Howard, Minty 
& Venet Advertising Agency, outlined “The Relationship of the 
Supermarket to the Stationery Industry.” Mr. Venet reviewed 
the development of the supermarket idea and mentioned a 
number of stationery items now being sold in large volume 
in shopping centers. He suggested study of supermarket meth 
ods as guides in order to rebuild volume in those items that 
have been taken over to a considerable extent by the supe: 
markets. 

Another sparkling and thought provoking address made on 
Tuesday morning was by Woodrow Spear, president, Industrial 
Office Supply Co., Newark, N. J. With inescapable logic, M1 
Spear presented his case under the title, “For Greater Profits 
Become a Service Stationer.”’ 

Before a purchase requisition has been prepared, Mr. Speat 
pointed out, the stationer can offer a service and the buyer 
is in a position to accept the service. After a requisition has 
been written, the stationer seems to have nothing to sell but 
price and the buyer has become a price buyer. Yet, the services 
of an experienced stationer are more valuable than any special 
low price. 








Speakers . . . NSOEA President William E. Diehl; 
Woodrow Spear, Industrial Office Supply Co., New- 
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Officers . Top—re-elected regional leaders: Aji Pickar, 
Acme Staty. & Ptg. Co., Newark, N.J., governor; George 
Reichman, Mooney’s, Inc., New York, N. Y., lieutenant gov- 
ernor; Fred Roscher, red C. Roscher Co., Mt. Vernon, N. Y., 
secretary-treasurer. Bottom—Metropolitan Travelers Club 
Herbert Grayson, Ace Fastener Corp., secretary-treasurer; Emil 
J. Contreras, Jos. Dixon Crucible Co., president; James T 
Hurley, Oxford Filing Supply Co., tirst vice-president; William 
Lowenthal, A. W. Faber-Castell Pencil Co., second vice-presi- 
dent 





Discussion from the Floor . . . Milton Goldhair, 
Harmill Office Supply Co., New York, N. Y,, 
and Fred Richardson, Minnesota Mining & 
Mfg. Co. 


Citing a case history, the speaker showed how the service 
stationer can prove actual dollar savings even though individual 
prices are not cut. Through inventory control systems for cus- 
tomers and certain other services, the service stationer can prove 
that he offers the best buy. 

Although his name was not on the printed program, Max 
Smith, Joseph Dixon Crucible Co., was called on for a brief 


(Turn to Page 124, Please) 





ark, N. J.; Max L. Smith, Joseph Dixon Crucible Co.; 
NSOEA Executive Vice-president Paul E. Burbank 


OA-8 /58 














Fis 
sik 
we 



















1t_ gov Jennie’s Birthday . . . Members of 


N. Y Region 13 helped Jennie Grossinger 
Club celebrate her 66th birthday during 
rs Emi the convention. Left to right: Gov 
nie Al Pickar, Acme Staty. & Ptg. C 

Villion Newark N. J.; Paul Grossinger 
presi Jennie Grossinger. 





dhair 
N. Y 
ng & 

ie: Celebrities . . . Stanley Geismar, Joshua Meier Co.; Steve Lawrence, 
— TV Star; Mrs. David Ettes; Edie Gorme (Mrs. Steve Lawrence), TV 
Star; George Reichman, Mooney’s, Inc., New York, N. Y.; Paul 
prov srossinger 

Max 

I rier 
Pase) 


f hoe 
Fish Fry . . . Frank A. Weeks fishing staff—Dick Kara- 
sik, Nat Klein, Mell Steinberg, Stan Sandberg and Max- 
well Herman. The non-member of the staff at the right 
end is Harry Sills, Commercial Staty. Co., New York, 
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Beat the Drums . . . St. Columcille’s United Gaelic Pipers 
demonstrate the need for dealers to “‘go out and beat 
their drums” for business. 









we * 
“Simon Sez” . . 
ness session 


. A fun break during a busi- 


~ % 
. 9 
row é . 4 
o . »\ a. 
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NSOEA ladies take a lesson in the art of 





Cosmetics Class 
facial makeup 





COLUMBIA FOUR SEASONS CAMPAIGN 


HELPS YOU SELL RIBBONS AND CARBONS THE YEAR ’ROUND! 





i 
j a, 


NATIONALLY ADVERTISED TO REACH THE INFLUENTIAL SECRETARY! 


Summer, autumn, winter, spring . . . these 
sales-pulling ads in Charm, Glamour, The 
Secretary and Today’s Secretary —the mag- 
azines 1,950,000 office gals read and believe 
—will help you push Columbia ribbon and 
carbon profits to peak levels the year ’round. 


Get Free Autumn Promotion Kit! Tie in and 
cash in on this big, year ’round campaign. 
The Autumn Kit contains attractive, color- 
ful window displays, streamers, counter 
cards and mailing pieces designed to help 
you sell at the point of purchase. You'll also 
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automatically receive kits for the other sea- 
sons in plenty of time to get the most sales- 
pull out of each. They’re all free! Write: 
Columbia Ribbon & Carbon Mfg. Co., Inc., 
288 Herb Hill Road, Glen Cove, N. Y. 


e ~ 
Columbia RIBBONS & CARBONS 


SILK GAUZE" CLASS/C* MARATHON’ PINNACLE’ 
RAINBOW DH&D* COMMANDER’® TITAN’ 


Columbia Ribbon & Carbon Mfg. Co., Inc., Glen Cove, N.Y. 
Columbia Ribbon & Carbon Pacific, inc., Duarte, Calif. 












*Trade-Mark Reg. U.S. Pat. Off. 


OA-8/58 





ee ie, Cae 








LI 


li 








President 


of 


Swingline, Inc. 


shows you how to be a B2SHQ 


*Want to be “Back 2 School Headquarters” in your Here’s what you get: 
neighborhood? It’s easy... just become part of SwING- e provocative newspaper mat ads! 


LINE’S exciting, sales-winning, FREE Back-To-School e handsome, eye-appealing window streamers, sell- 
= ing books, crayons, pencils and Tot 50’s! 


Here’s all you do: be sure you are fully stocked with =55 , sales-promoting _— eee, selling pens, 

Rrniins wr ah ago : === j paper, binders and Tot 50’s! 

SWINGLINE “Tot” and “Cub” staplers—and ready to , 

7 — ; ; e easel-backed, attractive counter display! 

cash-in” on the increased sales this national promotion ge;| And 

will bring. ; “rd : . 

ie SWINGLINE backs you up with high-exposure na- 

Then, just write to SWINGLINE to make your back-to- tional advertising in Scholastic Magazine, Boys’ 
Ld 


Promotion! 


school selling season sales-positive—and all these promo- Life, American Girl, College Newspapers, and a 
tional tools will be yours—absolutely FREE! host of top-circulation publications! 
Write today for complete details. 


a o ® 
Swinglhne: INC., LONG ISLAND CITY 1, NEW YORK 


In Canada: Saxon Office Equipment, Ltd., 156 Evans Avenue, Toronto 14,Ontario SWINGLINE HOLOS THE MOST IMPORTANT JOBS IN AMERICA! 
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Healy Obits Gi 


are nearly always wrapped in 
papers by TUTTLE 


GIFT WRAP ENSEMBLES 
WITH CARDS 


Two sheets (20 x 26 
designs with 10 r 
in protective ce 
packet. Reta 59«¢ 





















GIFT WRAP 
PACKET FOLDS 


Two sheet folds 

(20” x 26”) packaged in 

dust-free protective 
cellophane. Retoil—15¢ 
WRAP TISSUE 
50 banded folds of plain 
tissue. White or assorted 
colors, in attractive 
display carton 


GIFT WRAP 
CUTTER BOX ROLLS 


Handsomely designed gift wrap 
rolls (20” x 75’) in attractive 
safety edge cutter boxes 
Choice of six festive designs 


GIFT WRAP 
TRIO ROLL 


Three different beautifully 


FOIL TRIO ROLL BOXES 
Three different (20° x 42”) rolls 
of attractive Xmas motifs on designed (20” x 10’) rolls in 
glittering silver foil new self-selling box 

Retail —98¢ Retoil—98¢ 


Festive Table Settings ~ FOR CHRISTMAS 


AND EVERY OCCASION 












Por ) Po 
features 


nsettia pattern 
strength Table 
and Cocktail 
and Cups 
es for all special 


wet 
Cover, Luncheon 
napkins Plates 
Matched ser 


event days 


NEW! ANOTHER TUTTLE 
EXCLUSIVE! — 3-Ply focic! 
tissue quality napkins in Poin 
settia pattern to match Ensemble 
ond Table Cover 


PRapr Goods 


NEW YORK: 1123 Broadway TUTTLE PRESS COMPANY 
Telephone: ORegon 5.8590 

APPLETON #© WISCONSIN 
CHICAGO: 20 N. Wacker Dr 


Telephone: CEntral 6-7013 


Paper Specialties you want from One Source 
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GIFT 








Region 13 


Continued from Page 120 


Traveler and the Statione: In the short 


Mr 


Stationers can CoO-operate 


The 


disposal, 


discussion ot 


time at his Smith mentioned ways in which 
to their mutual benefit. 
on Mon- 


Contreras, 


many 
travelers and 
At the Met: 


day the 


annual meeting 


Emil J. 


opolitan Travelers Club 


following officers were elected 


Joseph Dixon Crucible Co., president; James T. Hurley, Oxford 
Filing Supply Co., first vice-president; William Lowenthal, A. 
W. Faber-Castell Pencil] Co., second vice-president; Herbert 
Grayson, Ace Fastener Corp., secretary-treasurer 

Two golf tournaments were held on Monday one for 
ladies and one for men. Among the ladies, the low gross 
winner was Mrs. Robert Sainberg, Mrs. Harry Jarrett recorded 
low net. Low gross for men was taken by Joe Schlanger, West 
Shore Envelope Co. Winner of the Sal Warshaw trophy, indica- 
tive of low net score, was Bert Kahn, Regency Thermographers. 





as to the demise of Sputnik | 


Best Guesser was Mrs. 
Sandra Karp, a New York City lawyer. Here she sits at the 
desk she won in the Clark & Gibby, Inc. contest 


‘‘When Will Sputnik Die?’’ Contest 
Has Clark & Gibby, Inc. in Orbit 


NEW YORK CITY 


Taking advantage of the first Sputnik to race across the 
reaches of outer space, Clark & Gibby, Inc. decided to hold 
When Will Sputnik Die?” contest, offering as a prize for the 


closest correct answer a complete suite of new office furniture, 
the “Sputnik Suite 


The 


enterprising 


was excellent; in fact, 
Sandra Karp, found 
permitted, so 


and the 
lawyer 


idea was 200d, response 


Mrs 
number of 


young lady 
limit to the 
the 


one 


there was no entries 


} 


near the end of contest, she entered 300 individual dates 


and times 
The waiting and 
Clark constantly checking the newspapers for the 


process of watching began, with 


George 
demise of the 


Russian 


At this 
Conflicting 


moon 


1 


iCSS 


likely to b 


stories began coming in about the end and predicted 


seemed successful 


point, the idea 


end of Sputnik I. As the reports came in, Mr. Clark found 
he had many winners, including Mrs. Clark, claiming the prize. 
Each had a different day and time 

['rying to check out the correct time proved difficult. Wash 
igton sources were evasive, and experts disagreed. After much 
correspondence, including inquiries to the Smithsonian Astro- 
physical Observatory and the International Geo-physical Year 
Committee, Mr. Clark finally established a definite answer, and 
Mrs. Karp was the winner. Another guesser, Dayrel Hoke of 
Gas Drying, Inc., had the right day but not the closest hour 


so he received an executive swivel chats 


Mr. Clark breathed a well-earned sigh of relief 
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3 
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nia your company is judged 
by the office you keep! 





Cole Steel offices have a personality that 
radiates friendliness plus efficiency... . 
Scientifically engineered construction, 
handsome styling . . . consideration for 
comfort ... are all combined in Cole 
Steel Office Equipment. Cole Steel fur- 
niture is America’s top selling brand... 
its low initial cost, minimum upkeep, 
—-> and enduring beauty make it the great- 
est dollar value in steel office furniture. 
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Send for our latest catalog 






Mrs 


e's _—~ 
™. 





- COLE-STEEL- 


Cole Steel Equipment Co., inc. « 415 Madison Ave., New York 17, N.Y 
Canada: 329 Dufferin St., Toronto, Ont. 





In fact, any one of the four Oxford products shown on this 
page makes a perfect gift for a client or business associate . . . 
a gift that will be both impressive and useful for many years 
to come. And your customers know that when a gift bears the 
name OXFORD it’s the best—the ‘First Name In Filing.” 
The time to stock up for the Christmas business gift trade 
is right now. Be ready, this Christmas time, to display these 
items in your store and window. Just fill out and mail the 
coupon, and we will send you special display material in 
time to feature these practical Oxford gift items on holiday 


display tables. 


_————aa—w a enema eS aS eS es a 


OXFORD FILING SUPPLY COMPANY, INC. 
9-8 Clinton Road, Garden City, N. Y. 


In November, please send me special display material so 
that I can feature various Oxford Pendaflexers as business 
gift items. 


NAME 





FIRM 





STREET 





CITY STATE 
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Desk Drawer Outfit 


No. 4042 Letter size 
No. 4043 Legal size 


For Every Man’s Desk 





For instant reference to 
desk data. Steel tray com- 
plete with 25 Pendaflex 
folders. Choice of 100 print- 
ed headings. Grey only. 


} mah 
p ston 
Pendaflex® Carryfile | T 
No. 492 Letter size only | 
For the Traveling Man | R 
A traveling office. Home 


managers file bills, re- 
ceipts, income tax, insur- F 


7 


ance. Brass lock, sturdy | she 
double walls, piano» 
1 


hinge. Folders extra. Size | 1 
is 1044’’ high, 13’’ wide, 
9’’ deep. Tan only. 





are 


Desk Top Pendaflexer 

No. 452 Letter Size 
For the Busy Desk Worker 
13’’ x 13/’ x 10%%’’. Lock for 
privacy, rubber buttons 
prevent damage to furni- 
ture. Shipped empty in 
Grey only. 








Desk Side 
Pendaflexer 


No. 422 Letter Size 
No. 423 Legal size 


For the Executive 
28%" high with 24” of 
clear filing space. Now 


supplied with back 
















hinge-plate cover. a 
Shipped empty, in Grey die 
or Tan. 
to 
of 
co 
7 
Te 
FIRST NAME _ 
IN FILING ” 
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Self-Service Fixtures . . . throughout the store replace the old 
mahogany cases and units previously used at Thomas & Gray- 
ston 





Thomas & Grayston 


Remodel Store 
MINNEAPOLIS, MINN. | For the most important seat 


Fvervthing from the sign, the front window, the lighting the 
sheiving, the display racks and the color scheme has been ° ti ! {if 
changed in an r-all remodeling by Thomas & Grayston Co in an execu ive Sil @... 
in Minneapolis, Minn 
The fixtures are all blond with Berry blue trim. The walls 
are many-colored in shades of gray, coral, and green. As Wal- 


Executives — and indeed all office personnel 
— spend far more time in their office chairs 
than in any others. Remind your customers that 
they deserve the best — chairs with Seng Action 
Controls providing the comfort and firm sup- 
port that reduce fatigue and step up efficiency. 
The Seng line features such basic models as the 
Syncro-Tilt for executive posture chairs and the 
Style P for secretarial posture chairs, as well as 
Style V and G controls for regular tilting chairs 
with or without arms. 


Advanced engineering and design incorporate 
such features as life-time Nylon bushings and 
bearings, and easy-to-adjust height and tension 
controls. Precision workmanship assures lasting 
satisfaction. 





You'll please your cus- 
tomers and build repeat 
business by featuring 
Seng fixtures. 


Many Visitors toured the remodeled store on opening day. 


ter E. Hubbs, executive vice-president commented, the con- 





trast of the new fixtures with the old mahogany fixtures was 
almost unbelievable to the staff 

Better than 3,000 guests signed the register on opening day 
to get a chance at a group of attractive prizes offered. A total 
of nearly 4,000 attended the full event. Coffee, doughnuts and Seng Syncro-Tilt Control 

ookies were served to all 
70-Year-Old Firm Closes in Texas 

BRYAN, TEX "Wé 

Haswell's, one of the oldest stationery stores in this part of 
l¢ xas closed its loors on June 15. The store was founded asa 
bookstore in 1888 by the late Tyler Haswell, who was mayor of CHICAGO AND LOS ANGELES 
Bryan for 28 years. Stationery and gift items were added at a 
later date General Office: 1450 N. Dayton St., Chicago 22 
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Directors . . . of Stationery & Office Equipment Guild of Can- 
ada, Inc., are pictured after election at the recent convention 
From left: FRONT ROW—J. S. Luckett, Sr., Toronto; Dorothy 
Douglas, Port Arthur, Ont.; George Basil, Montreal; J. S. Luck- 
ett, Jr. (new president), Toronto; W. J. O'Reilly, Toronto, (vice- 
president); Fred R. Smart, Guild secretary; CENTER ROW— 
Eugene Charters, Montreal; Lordly Jones, Hamilton; A. G. Lan- 
caster, Toronto; Stuart Cromar, Toronto; Bill Grand, Toronto; 


J. S. Luckett, Jr. New 
Canadian Guild Head 


Son Follows Father into Leadership 
of Stationers; Largest Attendance 


Registered for Silver Anniversary 





Dealer Panelists—Standing: President S. Tackaberry, Windsor 


Office Supply Co., Ltd., Windsor, Ont.; Seated: Jean Ayotte, 
P. V. Ayotte Ltee, Trois Rivieres, Que.; L. F. Beattie, Beattie 
Stationery, Ltd., St. Catharines, Ont., and Wm. F. Grand, 


Grand & Toy, Ltd., Toronto. 
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Sherwood (Tack) Tackaberry (immediate past president), Wind- 
sor, Ont.; G. Leslie Robertson, Montreal; Bob Usher, Regina, 
Sask.; Paul Dery, Quebec City; Hugh Simpson, Charlottetown, 
P.E.1.; Thomas Stiles, London, Ont.; REAR ROW—Jack Cloke, 
Hamilton; Ross Imrie, Toronto; Jack Overholt, Vancouver; 
Jack Chipman, Toronto; Marshall Urquhart, St. John, N.B.; 
W. A. Bordelau, Montreal; Don Evans, Ottawa; James Clark, 
Calgary, and Jean Ayotte, Three Rivers, Que. 


Toronto 
@ THERE WAS A news-making blending of the old with the 
new as the Stationery & Office Equipment Guild of Canada, 
Inc., held its silver anniversary convention and exhibit in 
Toronto May 25-28 at the King Edward Sheraton 
OA Hotel and the exhibition park of Queen Elizabeth 
staff Exhibit Hall ; 
It was fitting that J. S. Luckett, Jr., president of 
Luckett Loose Leaf, Ltd., Toronto should be 
elected new Guild president inasmuch as_his 
father, J. S. Luckett, Sr., was the founder and president of the 
organization 25 years before 
Likewise, there was evidence of Guild growth over the 25 
year span in that this silver anniversary convention and exhibit 
had the largest attendance ever. There were nearly 350 complete 
registrations and 645 attended the banquet. More than 80 
companies exhibited and they occupied 125 booths 
Another “‘bridge’’ over the years came, too, when at the 
closing banquet Secretary-Manager Fred Smart was gifted with 
a camera, in keeping with his hobby. This was recognition of 
the esteem in which Mr. Smart has been held for the 25 years 
he has guided the Guild, its first and continuing secretary. 


report 





too, was given the Guild presidents over the 
Sterling silver cuff 
links as a token of regard and appreciation were given to J. S. 
Luckett, Sr., L. F. Beattie, L. W. Jones, Robert Usher, E. B. 
Charters, Gage Love, Hugh Kennedy, A. G. Lancaster and 
Sherwood (Tack) Tackaberry. 

Exhibits at the Exhibit Hall of the Queen Elizabeth Building 
were well attended and there visitors found ample room to view 


Recognition 
years, all being present at the banquet 


newest products of the industry. Likewise, these facilities were 
ample for luncheons and meetings. 

The program moved speedily under the gavel of President 
(Tack) Tackaberry and Secretary-Manager Smart. 
Forum sessions of the retailers under President Tackaberry, 
the suppliers under J. R. Chipman, field division under Stuart 
Cromar and a general forum session presided over by Lordly 
W. Jones were well attended and brought forth profitable dis 
cussion 

Elected with President J. S. Luckett, Jr., were George Basil, 
Carter's Ink Co. of Canada, Ltd., Montreal, vice-president re 
presenting manutacturers, and W. J. O’Reilly, United Station- 
ery, Ltd., Toronto, vice-president representing suppliers. 

Announcement was made that next 


trade exhibit would be held in Montreal 
Speakers at the convention meetings included Secretary-Man- 


Sherwood 


year's convention and 
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Guild Speakers . . . from left: President Tackaberry, pre- Jr., guest speaker; George Gray, discussing freight pooling; 
siding; Executive Secretary Fred Smart delivering annual re- and Frederick G. Gardner, who delivered address of welcome 
rt: J. S uckett, Sr., speaking on pension plan; Ivan Alien, from Metropolitan Toronto Council 





Officers f the Guild exchange congratulations. From left 
seorge Basil, Carter’s Ink Co. of Canada, Ltd., Montreal, new 
ce-president S. Luckett, Jr., Luckett Loose Leaf, Ltd., To- 
nto, new president; W. J. O'Reilly, United Stationery, Ltd., 


Toront new vice-president 





ager Smart, v livered his annual report; James Matthews, 
ronto pul tions adviser, on ‘The Lost Chord of Sales 
anship J. S. Luckett, Sr., speaking on the Guild pension 
George Gray, discussing freight pooling as a means of 
ppliers saving money, and Ivan Allen, Jr. of Atlanta, Ga 
Atlanta stationer, a former president of the NSOEA 
1S perated with the Canadian Guild in many phases 
pla for an interesting and stimulating talk titled 
Satellites of Stationery or Sputniks of Success 
Mr. Allen st sed four requirements for a su ssful station 
pNusiness as tf iows 
Inventory control 
Stand ed accounting 
Sal personnel selection 
4. Merchandising and promotion 
[hese are t four big guns of a successful operation of a 
fy af ffice equipment company said Mr. Allen 
hich make it possible for us to fire a bette 


inventory control to keep you constant 


(Turn to Page 132, Please) 


OA Camera Visits Canadian Guild Exhibits .. . 
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INGREASE SALES 





Only Calional 


Get a Chalhtonal 


Adding Machine Dealership! 


offers exclusive “Live” Keyboard! 


With National’s “Live’’ Keyboard 
every key operates the machine with- 
out depressing a motor bar. And on a 
National, the operator can instantly 
adjust the keytouch to her preference, 
with the touch of a little lever. “Live” 
Keyboard and adjustable keytouch— 
exclusive features of National Adding 
Machines—reduce hand motion and 
effort up to 50%! 

These are just two of many reasons 
why you'll sell more adding machines 
if you have a National Adding Ma- 
chine Dealership. National’s line of 
fine adding machines includes special 
models, designed to do special jobs— 
as well as desk model bookkeeping 
machines. 

Nationals offer your customers an 


unbeatable combination of time- and 
effort-saving features, including: 


® Automatic Clear Signal 
® Subtractions print in red 
® Automatic Credit Balance prints in red 


® Automatic space-up of tape when total 
prints 

® Large Answer Dials 

® Easy-Touch Key Action 

@ Full-Visible Keyboard 

® Rugged-Duty Construction 

@ “Live” keyboard 

® Instantly adjustable keytouch 

® Automatic ciphers 


® Keyboard interlock 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES 
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HELPING BUSINESS SAVE MONEY 





® Four-way paper space control 
® Three-way repeat 
(quietness and beauty, too!) 


For information about the complete 
National Adding Machine line dealer- 
ships available, contact our Dayton 
office now. 


7 
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Sanford’s 


mee mrt eau sour 


Tap that Back to School Market! 
' Order Now! 





Laundry Marking 











Pens are individually carded with a gen- 
erous supply of white Iron-On Tape for 
marking dork fabrics. Directions for use 
on back of each individual card. 

One dozen pens (on cards) slide-mounted 
on an attractive display card for your 
counter. Pens slide in and out for cus- 
tomer inspection. 


ONLY $125 RETAIL 


Retractable « Refillable + Indelible 
Handsome slim styling 
Tap 3 markets with 1 pen ' 
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Courtesy of 
RCA Whirlpes! 


Prevem \oss oa 
ois with Santord’s 
LAUNORY 


; Ciethes & EQViP 


REPRODU ces 
PERFECTLY IN Abb 
CE 
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SANFORD 
INDELIBLE 
BALi POINT 

LAUNDRY MARKING 

PEN 





It won't come out in the wash if it's marked with a Sanford Laundry Marking Pen. 


Chicago's Horder's stores prove it with this novel merchandising window. 


Horder’s, large Chicago sta- 
tionery chain, turns street 
traffic into floor traffic and 
piles up an impressive sales 
gain on Sanford Laundry 
Marking Pens. The‘‘stopper”’? 
An off-beat window display 
with an automatic washer- 
dryer combination hard at 
work on cloth samples marked 
with Sanford Pens. Here’s 


Washing Machine window display 
of Sanford Laundry Marking Pens 
prompts many to “Order from Horder” 


proof right before the custom- 
er’s eyes that Sanford bal! 
point Laundry Marking Pens 
are really indelible—can’t 
wash out of any material. And 
there’s more. Tap three mar- 
kets when you sell Sanford — 
sell it as a laundry marking 
pen—for use with office copy- 
ing machines—for permanent 
everyday writing. 


Ask your wholesaler for complete information, or write to: 


SANFORD INK CO. 


BELLWOOD, ILLINOIS 
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ly alert to the produc ts which ar moving and tl ones which 
are dying on the vine, uniferm accounting to help you judge 
where you can improve and where you can save and where you 
are operating at the peak of your personnel selection 


ind at the 


to help you pick the men who can sell your products 


same time add a new dignity to y: organization; and, finally, 





for Guild convention delegates 


1. Officiated at reception 


Mr. and Mrs. Norman L. Brown, Dominion Blank Book Co., 
Ltd., Toronto. He is president of Commercial Stationers 
Association of Toronto. 

2. Panelists John Charters, Charters & Charters, Ltd., Mont- 


real; James Clark, Alberta Stationers & Office Suppliers, 
Ltd., Calgary, Alta; Ted Le Manley Stationers, 
Sarnia, Ont. 

3. Arthur G. Lancaster, Dennison Mfg. Cc 


over, 


f Canada, Ltd., 


ond J. S. Luckett, Sr., Luckett Loose Leaf, Ltd. The latter 
explained the Guild convention plan 
4. From across the border—Charlie Lipman, Geo. B. Graff 
Co., Cambridge, Mass.; Guest Speaker Ivan Allen, Jr., 
Atlanta, Ga.; Clarence O. Schlaver, OFFICE APPLIANCES. 
5. More panelists—R. E. Fugler, Eversharp Pen Co., Ltd 
Toronto; L. G. Doner, Index Card Co., Ltd., Toronto; A 
L. Naismith, Buntin, Gillies & C Ltd., Hamilton, Ont 
merchandise scheduling to assist in displaying your wares 
to the best and most profitable ad\ ge 
Declaring that he believed strongly in selling, the speaker 
asserted, “I believe that on f t keys to the success 
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For Fast Service Contact the FABRILITE’ 
Distributor Nearest You Listed Below: 


ALABAMA 

Montgomery Fabr Ine 515 Bell Street 

Birmingham 3 radling Supply Company 
125 Second Avenue, S 

ARIZONA 

Phoenix S & S Supply Company 
3635 South 16th Street 

CALIFORNIA 


Los Angeles 15. Fabric Leather Corporation 
1139 Santee Street 

Lindsey & Hall, 1036 South Hope Street 
San Francisco 9. . .Scovel & Sons Company 
1133 Post Street 


COLORADO 
Arvada A. G. Seaver 


5850 Wadsworth Boulevard 


CONNECTICUT 
Hartford 5 New England Upholstery 
Supply Co., 38-40 Albany Avenue 


DISTRICT OF COLUMBIA 
Washington, D.C. . .C. E. Briddell Co., Inc. 
3746 Tenth Street, N. E. 


FLORIDA 
Jacksonville Wright's Supply Company 
816 Ocean Street, P. O. Box 2296 


Miami 36 W. Valentine Company 
618-622 S. W. Eighth Street 
Tampa Gulf Fabrics, Inc. 
107 E. Fortune Street 

GEORGIA 


Atlanta 2..Erikson Company, 364 Nelson St. 
Augusta..H. Masur & Son, 1132 Broad Street 


ILLINOIS 
Chicago 6 A. Hoenigsberger 
123 North Wacker Drive 
Chicago 5 Scot Fabric Company 
5352 North Broadway 

INDIANA 


Lichter Rubber Products Co. 
1200 W. 28th Street 


Indianapolis 


KENTUCKY 

Louisville 2... Herman A. Schildt Company 
323 E. Market Street 

LOUISIANA 


Tupper Supply Inc 
2117 North Street 


Baton Rouge 9 


MARYLAND} 
Baltimore 11 C. E. Briddell Co., Inc. 


2800 Hampden Avenue 


MASSACHUSETTS 
Boston 14 American Textile Company 
of N. E., Inc., 32-34 Canal Street 


MICHIGAN 
Detroit 8 Foam Rubber Products Co 
5301 Grand River Avenue 
Grand Rapids 3 Upholstery Supply Co. 
of Grand Rapids, 325 Fuller Ave., N. E. 


MINNESOTA 
Minneapolis New York Fabrics Inc. 


2938 Nicollet Avenue 


MISSISSIPPI 
Jackson Woolley Brothers 


411 South State Street 


MISSOURI 

Kansas City 8 Coffey’s Ine. 
1608-10 Oak Street 

St. Louis 8. . Specialty Fabrics & Supply Co. 


4517 Olive Street 


NEW YORK 

Kingston. Vinyl Leather Co., 34 Ferry Street 

New York City 1..Fabric Leather Corporation 
16 West 32nd Street 

H. R. Howard & Sons, Ine. 
60 North Washington 


Rochester 


NORTH CAROLINA 
High Point American Supply Co 
of N. C., Inc., 308 W. Broad Street 


OHIO 
Cincinnati 2. .Harry F. Niehaus & Company 
125 W. Central Parkway 
The Ingraham Supply Co. 


2100 West Superior Viaduct 


Cleveland 13 


OKLAHOMA 
Tulsa 8 Oklahoma Upholstery Supply 
Whittier Station, P. 0. Box 3185 


OREGON 
Portland 14 McDonald & Company, Inc. 


935 S. E. Hawthorne Boulevard 


PENNSYLVANIA 
Philadelphia 6. .Maen Line Majestic Fabrics 
217 Chestnut Street 
Peiger & McCaw Company 
101-103 Market Street 
M. H. Smith Company, Inc. 
260 S. Main Street 


Pittsburgh 22 


Wilkes-Barre 


RHODE ISLAND 
Providence 3 Providence Textile Co. 


243 North Main Street 


TENNESSEE 
Southern Textile & Supply Co. 
894 Eastmoreland Avenue 


Memphis 2 


Nashville 6 Wynn & Graff Company 
402 Woodland Street 

TEXAS 

Dallas 9 Van Waters & Rogers, Inc. 


10216 Denton Road, P. 0. Box 1188 

Dailas 26 A. F. Schmaizried & Company 
2650 Main Street 

Reese B. Davis & Company 
316-320 S. Lake Street 
Houston 1 Higbee & Mitchell 
1415 Dallas Avenue, P. 0. Box 1726 


Fort Worth 


UTAH 
Salt Lake City... Van Waters & Rogers, Inc. 


650 West Eighth Street, S 


VIRGINIA 
Richmond 19 Charles Zoppa Co., Inc. 


1426 East Main Street 


WASHINGTON 
Seattle 22 McDonald & Company, Inc. 
1424 Tenth Avenue 


Spokane B. W. Griswold & Company 
319 S. Cedar Street 

WISCONSIN 

Milwaukee 2 Gebhardt, Inc 


213 North Broadway 


REG. ys. paT. OFF 


BETTER THINGS FOR BETTER LIVING... 


THROUGH CHEMISTRY 
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Introducing today’s look of elegance in a new 


luxurious Du Pont Fabrilite’ were 


New glowing Jeweltone pastels and dark colors! 
Soft—elastic—long-wearing—easy to keep clean! 


w Du Pont ‘‘Fabrilite’”* vinyl upholstery with the Parisian name 


Jeweltone**colors. Yet for all “‘Fabrilite’s” elegance, it is ever so practical 
If it does become soiled, a whisk of a damp, soapy sponge cleans it. 


give it soft seating comfort with Du Pont 


[he textured design of this ne 
gh fashion as are the 
- , 
terally resists soil and wea 


furniture bright new beauty, give it a look of elegance 


ipholstery. This luxurious, new design comes in eleven glamorous 
wine, coral and silver. See it at your distributor’s., 


elastic ‘‘Fabrilite” vinyl]! 
bronze, gold, beige, 


rs including non-tarnishing 
Fabrics Division, Wilmington 98, Delaware. 


E. I. du Pont de Nemours & Co. (In 


There’s no vinyl upholstery like | DUN 


BETTER THINGS FOR BETTI! THROUGH CHEMISTRY REG. U.S. PAT. OFF. 
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of our business is the willing t ike an investment in 
first-class sales personnel and willingness to provide 
remuneration that will not only attract h personnel but kee 


the salesmen happy and give t tl nost isonable return 


for the amount of work they di 


Mr. Allen stated further, "No good businessman hides behind 
a wall of profit. If you are to really generate 


to an institution of pride 


Success 1n youl 
community, to build your busin 
you must also shoulder your responsibility as a citizen. We find 
in our life today a strong relation between the man, the 
strength of his business regardless of its 


ness to accept responsibility as tizen in his 


ts siz ind his willing 


community 


Progress of the Guild in many phases of membership growth, 
promotion of a pension plan and the holding of a product and 
sales training course were reported by Secretary-Manager Smartt. 


Receiving certificates for completion of the course, presented 
by Eugene Charters as chairman of the education committee, 
were G. Leblanc of T. J. Moore C Ltd., Quebec City; T. A. 
Lukinuk of Hamilton Stationery Ltd.. Edmonton, Alta.; R. 
Martin, Cloke & Son, Ltd., Hamilton K. W. Minke, 
Smith's Stationery Shop, Welland, Ont.; A. E. Rotto, Hamilton 
Ltd.. Edmonton, Alta.; H. M. Scott, Atlantic Sta 


R. Stone, Stone’s Office 


Ontario 


Stationery, 
tioners, Ltd., Sackville, N. b., and J 
Supply, Ltd.. Sault Ste. Marie, Ont 


Out of the panel discussions came statements like these fron 
members of the Guild: 


Ayotte 
should de 


On maintenance of store traffic—Jean Ayotte, P. V. 
Ltd., Trois Rivieres, Que.: “To maintain traffic we 


termine merchandise lines forging ahead in customer acceptance 
and stress these lines accordingly 


On customer relations—Bill Grand, Grand & Toy, Toronto 
“You will pay a little more for people who will dress better 
talk better and use the King’s English better while waiting on 
your customers . . . and your personality as owner manager 
will pass down the line of employees to the stock roon 
get your clerks to practice the Golden Rule and treat yout 
customers as they would like to be treated in another store 


strive for that little extra touch 


On newspaper advertising—L. F. Beattie, Beattie Stationery, 
Ltd., St. Catharines, Ont It's one 
and another to write proper copy. You 
ask the manufactur 


co-operative advertisin 


thing to use newspapers 


should get professional 
assistance sales training assistance 


rather than 


Marchant on March to New Site 
OAKLAND, CALII 


The second major step in the move by Marchant Calculators 


Inc. to its new world headquarters and main U. S. plant here 
was completed on June 23. Transter of all administrative 
departments from previously occup buildings a mile fron 
the new building, was perforn between June 14 and June 
23. 

On June 16 the staffs of six partments reported for work 
for the first time in the four-story 13,000 square foot office 
section of the building. On Jun 3 all other administrative 
employees were at work in Mar nts odern new home 

The nine-day move was prec b huge job of plannin 
Each piece Of furniture and yuit nt was tagged with 
coded label indicating its pt floor location in the new 
building. Contents of all desks and thousands of miscellaneous 
items were boxed, with each b rk for elivery to tl 
proper point by the movin i ive 
written instructions for locating partment and desk 

The calculator assembly divisior f tl ompany was trans 
ferred to the factory section of t [ ing | September. By 
the end of this month M t ngineerin livision will 
have been moved. In July ision and all 
remaining factory departments ferred. This will 


complete occupancy of th 
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Smith-Corona Inc. and 


Marchant Merger Approved 


Merger of Smith-Corona Inc. and Marchant Calculators, Inc 
Vas approved June 26 by the stockholders and the boards ot 
directors of both companies, it was announced by Elwyn L, 
Smith, president of Smith-Corona, and Walter Kassebohm, 
executive vice-president and general manager of Marchant 

I he ergel became effective at the close of business on June 
30. The consolidated company is known as Smith-Corona 
Marchant In 

The consolidation of the two companies creates a new ma- 


jor factor in the office machine field, with combined sales in 
illion 


portable 


machines, cash registers, typewritet 


excess of $85 and a diversified product line including 


office typewriters typewriters, calculators, adding 
supplies, teleprinters, and 
other equipment in the printing communications field 

Edward H. Litchfield, chairman, and Elwyn L. Smith, presi- 
dent, of Smith-Corona, will serve the consolidated company in 
the same positions 

Marchant Calculators will be operated as a division of Smith- 
Corona Marchant Inc. Walter Kassebohm will continue as its 
general manager and chief executive officer, with the title of 
executive vice-president of the division and vice-president of 
Smith-Corona Marchant Inc. 

The board of directors will be made up of 13 members of 
Smith-Corona’s present board and six members of Marchant's 
board. Marchant Calculators will be represented on the execu- 
tive and other major committees of the enlarged board 

The terms of the 


Calculators to receive 144 


merger provide for shareholders of Mar- 


chant Smith-Corona shares in ex- 
change for each Marchant share 


Smith-Corona shares and 622,767 Marchant shares outstanding 


There are currently 852,302 


Esterbrook Contests Offer Chance 
To Win Jet Clipper Trips to Europe 


Fabulous vacations in Europe will be the 
Esterbrook’s two big “School Days Contests, 
with the opening of school in the fall 


grand prizes in 
timed to start 


Consumers and members of the trade will both have an op- 


portunity to win a Jet Clipper trip to Europe via Pan American, 
and spend two weeks touring scenes of old world culture in 
Holland 


England Belgium and France. Three hundred and 


ninety-three other valuable prizes will be awarded entrants 
who place below the top winners 
This glamorous trip for four will be the consumer 


contest grand prize. To make sure the consumer contest will 


give maximum help to dealers in increasing sales and profits, 


consumers will be required to come to dealers’ stores to obtain 


entry blanks, and at the same time they must purchase a new 
Esterbrook pen or pencil, or a point, refill or ink cartridge for 
theirs present Esterbrook 

The contest involves completing in 25 words or less the 
statement “1} like to write with an Esterbrook pen because 

Grand prize in the trade contest will be a trip for two 
similar to the consumer contest grand prize trip. As in the 
consumer contest, there will be other prizes for those who 
place below the grand prize winner. The trade contest will be 
open to store Owners, managers, buyers, salespeople, and to 
Stationery department supervisors of retail and wholesale estab- 
lishments selling Esterbrooks 

Entrants will tell in 25 words or less why they like to sell 
(or carry) the Esterbrook line. Entries may be submitted on an 
official entry form, company letterhead or plain paper. Timing 


ind judging will be the same as for the consumer contest 


advertising will be employed to stimulate in 


Full pages of 
kit of point-ot-sales 
j 


panners VindoOw cards, 


a big pront back- 


terest in the consumer contest. A complete 


promotion material 


streamers will enable dealers to ti in for 


counter cards 


to-school selling season 
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NEW IMPERIAL < 
PRE-PACKED a‘ 

FILING 
SUPPLIES 


For the “SMALL QUANTITY” Buyer 
Means 


ftra Sales... Extra Profits 


Display Prominently for Quicker, Easier Sales 
to Small Business People, Homemakers, 
Students, Teachers, Etc. Etc. 























+ oe me 


ile. th 48 K 


Polyethelyne 
Packaged 
SELF-SERVICE 


GUIDES 


FOLDERS 
(MANILA AND COLORED) 





CARD GUIDES 
INDEX CARDS 
FREE SAMPLES 
| uve: REQUEST 
: te for free sample go pric es 
| 


terhe a please. o obl igati lon 


lin perial UTA 


ILLINOIS 





FOREST PARK, 
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~ Don't do it the hard way 
_ -do it the PRONTO way! 


LOCATE YOUR RECORDS EASILY—No more fussing 
and fuming. With Pronto files your records are 
as active as your regular files. 


BEAUTIFUL APPEARANCE—Finish in attractive 
olive green to match your regular office files. 


STURDY CONSTRUCTION—Built of 275 Ib. tested 
corrugated fibre board... reinforced with steel 
on the shell and the four corners of the drawers 
as well. 


SAVE FLOOR SPACE—Prontos are constructed to 
interlock into solid units and stack as high as 
the ceiling. 


PRONTO 
STORAGE FILES 


Legal Size $4.55 




















{ “29 Letter Size $3.70 
“re, me 
] 
' 


Prices slightly higher 
in Texas, Colorado, 
West of the Rockies and 
outside the U.S.A. 


PRONTO FILE CORPORATION 
415 MADISON AVENUE, NEW YORK 17, N. Y. 


Check Size $2.50 
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Dealer Profit”. a 


on a $38.00 
Posting Tray Sale! 


Sounds too good to be true doesn’t 
it? ... But, this Big dealer profit can 
be yours if you sell PRESTO and 


Postmaster Trays! 


Now, you can offer your customers 
a complete line of first quality post- 
ing machine trays, stands, guides and 
accessories at competitive prices with 


full dealer profit! 


Here’s more good news for dealers 
. . . PRESTO Trays are fully ad- 
justable in width! No more _ back- 
orders for special size trays and 
stands and here’s why: the PRESTO 
No./1 is adjustable for ledger sheets 
from 584” to 10” wide, while the 
PRESTO No./2 takes ledger sheets 
from 934” to 14” wide. 


With PRESTO TRAYS you reduce 
inventory . . . Offer a full line of 


posting machine equipment . . . AND 





make more Profit! 


10 Day Inspection Offer 


Send us your order for a PRESTO Tray ... If you are not completely sold on the PRESTO Tray return 
it prepaid, within 10 days, and we'll issue full credit to your account. 


get es 
* a 
Pom Ns STECK 
*Profit based on suggested retail prices less dealer signi og shown ‘ * OFFICE 
in our Catalog and Price List 58-1. Write for a copy today. * - 
“hy a” EQUIPMENT 
Fea eyyeet™ 


A Division of The Steck Company 
POST OFFICE BOX 16 * AUSTIN, TEXAS 
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REPUBLIC STEEL 


BERGER DIVISION 


(ort a Canton 5, Ohio 
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Republic Bookshelf Units were installed throughout the new Frei- 
berger Library, an attractive four story addition to the campus of 
Western Reserve University, Cleveland, Ohio. The building is 
arranged on an"open stack” principal, with study areas scattered 
so that students and books will be brought together. 


stock... promote... sell 


STEEL BOOKSHELF UNITS 
built and backed by 


REPUBLIC 


Here’s another big sales opportunity to improve 
customer service and increase profits. Republic 
Bookshelf Units are first choice wherever books 
are valued and protected in business and law 
offices, schools, libraries. 


Strong, sturdy steel construction. Attractive, too. 
Available in six popular colors to fit harmoniously 
in any decor, modern or traditional. Six shelves 
are included with each unit. 

Dimensions: 36” wide, 9%" or 12%" deep. Each 
end panel adds %” to the overall width. Clear 
book-space 34” wide, 9” or 12” deep. Available in 
84” and 90" heights, and counter size, 42” high. 

Use Republic Bookshelf Units to get your foot 
in the door. Then, sell the full Republic line— 
desks, cabinets, telephone stands, other office 
units, designed with features to make office operat- 
ing easier, more economical, pleasant. Call your 
Republic representative, or write direct. 


REPUBLIC STEEL CORPORATION 
BERGER DIVISION 
DEPT. C-6165 
1058 BELDEN AVENUE + CANTON 5, OHIO 
Please send the following information: — 
0 Brochure—Republic Bookshelf Units 
O Information on available dealerships 


Name Title 





Firm 





Address 
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th a Bentson desk! 


love wi 
Work’s done faster .. . easier. . . 
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and with plenty of “elbow room”. 
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BENTSON MFG. CO. AURORA, ILL. 


4th District Notes 


R. E. HILBURN, correspondent 
P.O. Box 2935, Greensboro, N.C. 





Tom Stuart, head man at Augusta Office Supply, Augusta, 
Ga., has formally changed the name to Stuart Office Supply. 
No change in ownership is involved as the firm is a partner- 
ship composed of J. Thomas and Mrs. J. Thomas Stuart. Tom 
feels the change in name will benefit them in the outlying 
areas and in furthering their direct mailing programs. As of 
July 1 they moved to a new location at 915 Broad St. Mail may 
be directed to them at P. O. Box 932, Augusta, Ga. and after 
July 21 a new phone number will be in effect—PArk 4-3512. 
In other words—just change everything pertaining to them 
on your records. The July 10 and 11 dates were busy ones 
observing “open house”. 

. 

A new store opening up in Florida ain't news but when 
one of our own dear boys, Bainbridge-Southern’s, that is, is 
the party doing the opening then it is a very special brand 
of news. Jim Blake, our man in them there parts for the past 
year and a half, will open Jim Blake Office Supply, 658 Orange 
Ave., Winter Park, Fla., about July 15. Have none of the per- 
tinent details as of this writing but hope to have them next 
trip around. However, this will serve to get you off first base. 

* 

“Hank” Sinclair, for several years the “office supply” head 
at Quality Printing Co., Hendersonville, N.C., has now 
separated the two departments and opened a brand new store 
at 218 N. Main St., Hendersonville. The new job measures 
45 x 45 feet with two floors. The street floor is furnished in 
blonde maple and although not 100% self service it is close 
enough to fool most of the people. The second, floor takes 
care of furniture and a nice stock room. Parking space for four 
cars is at the rear. Mrs. “Hank” is in attendance part of the 
time and she does enhance the place, too. A change of name 
went along with the big doins so now they are known as 
Sinclair Office Supply Co. 

x 

All I have on this one is the bare facts but there has been 
a change of ownership of Watkins Book Store, Winston Salem, 
N. C. The new name will be Watkins Book Store, Inc. Same 
address at this time. 

. 

Another move made about July 1 is that of Enterprise Office 
Supply Co., Mooresville, N. C. They have moved to 126 South 
Main St., better-located quarters. Air-conditioning and parking 
in the rear are two of the many new features. J. Ed McNeely 
is the skipper here. 

e 

H. M. Hollinger, president of Tropical Pen Co., Miami, Fla., 
states that our mention of Ray Forsythe, Sr. becoming part 
owner of Tropical Pen Co. was incorrect. This is a closed cor- 
poration composed of members of the immediate family and 
Mr. Hollinger is the originator, principal stockholder and 
president. 

e 

Mentioned last month that Ray Lawson, Mitchell-Dixon Com- 
pany, Greensboro, N. C., was in the hospital in critical condi- 
tion. It was nip and tuck for several weeks but I am happy 
to report Ray is now at home and improving fast. 

. 


Now here is a feller that subscribes to my pet theory that 
none of us are going to take it with us so why not do what 
Ike asks and spend it. Clyde Carrol, owner of Thomas Office 
Supply, Goldsboro, N. C., has now joined the “‘elite’’ class 
and busted out in a brand new Cadillac. I managed to hitch 
a ride in a ‘57 model last week Clyde but am itching to have 
one in that ‘58 job. Tell you what, you can take me out to 
lunch next trip and make it out far enough to use at least a 
gallon of gas 

« 

While I'm in Goldsboro it will be a nice opportunity to tell 
all you nice people about J. “Geddie”’’s newest addition to 
the family circle. May 25 was the day he and “Lib” welcomed 

| Elizabeth Ann as a playmate for Kay, aged six. That's a nice 
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_| It's yours with a Herring-Hall-Marvin franchise! 
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YO U R Oo N We res itori 
pect the territories of our dealers. You do 
SALES WORLD not compete with “the home office”. And what's 


more, we plan our products and our prices to put 


i fitable, titi ine i 
WITH AFENCE = 7,1)" rtm mien 
AROUND iT I Naturally, we're proud of our strong, straight- 


forward dealer relationship. We're proud, too, of 
the fact that we distribute over 98% of our pro- 
duction of safes, chests and files through fran- 
chised office equipment dealers. With our newly 
expanded line of fire-resistive items for office and 


FREE 10 HERRING-HALL-MARVIN DEALERS home, the opportunity for profitable selling in a 


wide field is greater than ever. 





py | 





You get the biggest array of sales helps in the in- 
dustry. Colorful catalogs, mailing pieces, envelope Some territories are still open. Yours may be one 
stuffers, dealer identification sign, booklets, news- of them. Write for details of our protected profit- 


Oe making, exclusive agency proposition. 
HERRING « HALL ¢ MARVIN SAFE COMPANY 
GENERAL OFFICES & FACTORY: HAMILTON, OHIO 
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OA REPRINTS 


The following reprints are available at §.25 each: 


15—Electric Typewriter Rental Plans and Office Machine Leas- 
ing Opportunities. 

16—Office Furniture Nears $1 Billion Status. A special analysis 
of census data by OA’s Research Bureau 

17—Booming Potenticl in Furnishing New Office Buildings. 

3—Dealers Are in the “Packaged” Office Business. A special 
research project determining the extent to which dealers 
are furnishing designing and decorating services 

4—Developing a Sales Management Program. Four down-to- 


earth articles on sales management 


5—How to Select an Office Equipment Salesman. Outstanding 


material on selection and training salesmen 


6—Tested Sales Training Ideas. An excellent booklet to check 
your own sales development program 

7—Incentives for Office Equipment Salesmen. Several studies 
of special incentives that make salesmen tick 


8—Business Forms Se'l Best When You Sell Ideas. 
9—Copy Machines . . . Developing a New Market For Supplies 
10—Color Is Your Business. 


20—Three Out of Every Four Dealers Sell the Complete Office 
Interior. 


The following are available at $.15 each: 
13—Basic Color Guide. For dealers and salesmen selling the 
complete office interiors. 


1—School Equipment and Supplies. Four excellent case his- 
tories showing how to penetrate this big market 


2—Self-Selection. Three approaches to the problem of dis- 
playing merchandise for visual selling 


14—Discount Selling Spreads Its Tentacles. 
The following booklets are available at §.50 each: 


18—Today’s Best Buy—Olfice Machines. An extensive study 
by OA's Research Bureau comparing the big price in- 
creases in general consumer items with the lesser rise 
in office machine prices. Excellent sales ammunition. 


19—Automation Comes to the Office Supply Dealer. 
& 
The follewing booklet is available at $1.50 each: 


1l—The Salt Lick. A compilation of 47 brief but intensely 
practical essays written for salesmen by a successtul 
salesman, L. R. Addington, Vice President of Art Metal 
Construction Company. 


Circle the number of the reprint and enclose this coupon with 
the exact amount in coins, stamps or check. 





Service Bureau, OFFICE APPLIANCES 
600 W. Jackson Blvd., Chi:ago 6, Illinois 


Enclosed please find $————— to cover the cost of the 
booklets circled below: 


1 2 3 a 5 6 7 8 9 10 
1 12 13 14 15 16 17 18 19 20 


IY epee 
ee ee Meenas Se oes 


Firm 


| SR eee Zone.......... | ERS 
O Check here for quantity prices on items circled. 
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PATENTED “CLEAN CHANGE" TYPEWRITER RIBBON 


CoO PI-MATE P now offers 


a complete 
* merchandising package. 


3 POINT PROGRAM 


for BIGGER and FASTER TYPE- 
WRITER RIBBON PROFITS and reduces 


high inventories. 

COPI-MATE Double Pack . . . The only rib- 
e bons available with a DOUBLE SPOOL PAT- 

ENTED *“‘CLEAN CHANGE” package in a se- 

ries of 12 packs. One of the 12 packs will 

fit any standard, manual, electric and all 

portable typewriters, imported and domestic. 


COUNTER DISPLAY — RIBBON SELECTOR 
e CHART and FREE SALES LITERATURE 

A sure fire counter display (illustrated) con- 

taining complete ribbon inventory and sales 

aids. Display near cash register for quick 

impulse sales. 


COMPLETE LINE ... Leedall has a complete 
e line of COPI-MATE PATENTED ‘“‘CLEAN 
CHANGE" typewriter ribbons, COPI-MATE 
non-curl carbon papers and duplicating sup- 
plies. Carry the COPI-MATE PATENTED 
“CLEAN CHANGE” line and you won't 
miss a sale. 
Dealers: Write for complete catalog and 
price lists. 
LEEDALL products mfg. co., ine. 
MILLTOWN, NEW JERSEY 


* COPYRIGHT 1957 BY LEEDALL PRODUCTS MFG. CO., INC. 
INKED RIBBONS + CARBON PAPERS + DUPLICATING SUPPIES 
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To all 


profit conscious 
dealers! 


For 40 years GUSSCO has maintained its original intent 
and purpose — to provide dealers with a complete line 
of filing supplies at competitive prices — and serving 


DEALERS ONLY. 


Here’s what that means to you. —1l. You fill most all 
of your customers’ requirements from stock items. —2. 


When you do have specials GUSSCO gives you real 
service. 3. You are always in a solid competitive posi- 


tion. 1. You never encounter “house” competition. 


This all adds up to real profit! Get the full story in our 


catalog now. Wire or write today. 


Brand New! 
FLUSH FASTENER FOLDER 


oeo6oa4 
——-= 
see9 


of supply for a long popular item 
never before available to the dealer. 
Send for samples. Available on manila, 
kraft and pressboard folders. 


GUSSCO now gives the dealer a source | 




















Also manufacturers of “TRANSFILE” FILES — “GUIDE-O-FOLDER” — “GUIDE-O-FILE” — ‘“GUIDE-O-TRAY” 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL 
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FASHION-AIRE DESK 


Molded pedestal bottoms. Tapered islands. Pop-out, sound proof 
dictation slides. Available with molded or square edge top. 29 


i ; t 
standard models with matching executive line companion pieces. styling and 














L 


ECONOM-AIRE 





DESK v 


Tapered islands. With or without a center drawer. Clean 
the best construction in the low priced field. 








N E 2800 FILING CABINET 
C 
AS 


T H A T H 28” deep. Reinforced with 
6 vertical uprights. Spring 
A l [ T K R F F loaded side locking fol- 


lower block. 10 roller cra- 
dle suspension slide. In 2, 
3, 4, or 5 drawer heights. 
Field installed locks. 


2900 FILING CABINET 


28” deep. Strongly rein- 
forced. Spring loaded side 
locking follower block. 10 
roller cradle suspension 
slide. Field installed locks 
Cast aluminum hardware. 
Thumb latch on drawers. 


400 FILING CABINET 


28” deep. 10 roller cradle 
full suspension slide. Side 
locking drop type follow- 
er block, spring loaded. 2 
or 4 drcwer heights. Field 
installed locks. Full pan 
bottom. Economical price. 


1500 FILING CABINET 


Nationally recognized 
leader in the non-suspen- 
sion field. Silent whisper- 
ing operation on nylon 
rollers. 25” deep. Field 
installed locks available 
2 or 4 drawer models. 
Letter and legal size. 


\"."/ =-{oge) 


A competitive line, built to sell in competitive times, Wesco 
is styled with an elegance to suit the most discriminating 
taste; quality engineered to give long service, and priced in a 
range that is within reach of the most economy minded buyer. 


Write for full information on Wesco’s matched line of desks 
and filing cabinets. You will see why they are recognized 
as the leader in the moderate price field. 


GESTERM MIG. co 


AURORA, itt. 
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AURORA  -: 


New York Display and Representative: 


Arthur Gordon Co. Associated 
206 Lexington Ave., New York 16, N.Y. 


WESTERN MANUFACTURING 


COMPANY 
ILLINOIS 
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THEY GO 
TOGETHER! 


THE FRITZ-CROSS LINE OF 
CHAIRS is designed to give you a 
“harmonized series” in almost every 
price range. Executive swivels, sec- 
retarial models, side chairs, guest 
chairs — FRITZ-CROSS matches 
them in style, in structure, in color, 
in upholstering. You sell one FRITZ- 
CROSS chair, and there’s an addition- 
al sale, at the same time or later, of 
companion models. FRITZ-CROSS 
CHAIRS GO TOGETHER .... and 
SELL TOGETHER! 





THEY GO ANYWHERE! 


FRITZ-CROSS CHAIRS fit just 
about any environment. Sensible 
basic designs fit any scheme; a whole 
range of fabrics and leathers in a 
full selection of colors make them 
adaptable to almost any plan. Qual- 
ity is the finest; prices are practical. 
WRITE FOR DETAILS. 


FRITZ-CROSS COMPANY 
300 EAST FOURTH STREET 
ST. PAUL 1, MINNESOTA 
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New! 


Relaxing 





Massage 





al 
~ 


in the 


President's 










(Chair 


Quality 
rotary motor 
creates gentle 
massage. 


Finger-tip 
control turns 
on and selects 
degree of 
massage. 







Harter Model 65 
Executive Posture Chair. 


J “e 





EXCITING! PROFITABLE! Here's another first for 
Harter dealers—true Swedish massage in a top executive chair. 

If tensions .. . decisions . . . deadlines have your prospect all 
tied up in knots ... have him lean back in a Harter 65, select the 
massage action he prefers and relax. Cool, extra-deep, molded 
foam rubber cushions in seat, back and arms transmit the correct 
cycloid massage gently. The bigger his job, the more your pros- 


pect will appreciate this chair. 


With the massage turned on or off, you have the finest of ex- 
ecutive posture chairs. The Tempo base and Spin-Easy adjust- 


ment are added new features. 


Your Harter man will tell you about the promotion package 


on this chair. It means extra and profitable sales for you. 











. > | 2 


Extra-deep, Molded Spin-Easy Chair Lithe, Trim 
Foam Rubber Cushions Height Control Tempo Base 











t HARTER Gitte 











HARTER CORPORATION, 825 PRAIRIE, STURGIS, MICH. 
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start, Geddie. Three more and you will equal a feller named 
Cantor's record. 
e 
The change over at Evans Book Store, Morristown, Tenn 
last month is now complete and Roz has gone on the road 
tor Highland School Supply, Knoxville. Charles R. Harrell is 
now store manager and buyer. One of the owners, A. H. Rea- 
gan, a lawyer and accountant, is converting part of the second 
floor into a suite of offices for his staff. Dr. D. J. Zimmerman 
is the other partner. 
a 
All of us in this immediate area especially were shocked 
to learn of A. Coke Cecil’s sudden death on June 1. He was 
on his way back from Hot Springs when his car and another 
met head-on just outside Heflin, Ala. Both cars were demolished 
but Coke was the only one instantly killed. He was owner of 
Cecil's Office Equipment Company, High Point, N. C. Prom 
inent in fraternal and civic affairs, Coke was well known na 
tionally in magician circles. 
oe 
The first sales rally sponsored by the travelers in the two 
Carolinas came off as scheduled on June 7 with a total of 139 
attending. Although the attendance left much to be desired 
the program came well up to its advance publicity. It went 
off smoothly and effectively with Johnny Floyd at the helm 
The speakers were in fine fettle too and I’m sure I speak for 
the people listening when I say that nobody went away without 
at least one good idea for improving their position, financially 
or otherwise. A buffet dinner and horse show climaxed a full 
day's activities 
« 


“Good chompin t'nite”’ 


I'm gonna do something really different this month in tell 
ing you about a restaurant not even open yet. It is one I've told 
about before though so don’t feel I’m sticking my neck out 
It's in Greensboro, N. C., and is the new Airport Restaurant 
to open July 1. Knowing Chris Bartis, the head man, and 
Tony Russo, the chef, as I do I'm convinced their Italian food 
cannot be equaled anywhere. The new restaurant has been 
designed by Ken White Associates so that should suffice as to 
decor and general layout. I understand close to 200,000 iron 
men went into building the restaurant and judging from an 
architect's sketch it will be one of the most beautiful to be 
found anywhere. It should prove to be one of the more popular 
eating places in Greensboro and I am sure you will enjoy it 
on your stops here. Ask for Chris and tell him I sent you 
He always has a few surprises up his sleeve on such occasions 

My little “speech’’ in Memphis is paying off nicely thank 
you. Charlie Walter, Elmer Duke, Ben Johnson and Dave 
Ogden all came through as new “reporters” and Johnny Floyd 
came back into the fold after a prolonged absence. Many thanks 
fellers—let's keep it up, huh? 


Dome Publishing Reports Larger 
Sales; Announce Price Increase 


Nicholas Picchione, president of Dome Publishing Co., has 
announced that the Dome sales for the first five months of 
1958 were the highest in the history of the company. He also 
predicted, that according to present indications and orders now 
on the books, the same accelerated sales pace would continue 
throughout the year. Dome should wind up the year with a 
very substantial sales increase, he said 

Mr. Picchione, a leading certified public accountant, also 
announced a price increase of two Dome products, the first 
increase since July 1947. Steadily mounting costs of material 
labor and overhead, which Dome has been absorbing over the 
past 11 years has finally forced this reluctant but necessary, ac 
tion, he said 

Effective July 1, 1958 the retail list price of the “Dome 
Simplified Weekly Bookkeeping Record” will be increased 
from $3.00 to $3.50 and the “Dome Short-Cut Payroll Book 
will likewise be increased from $3.00 to $3.50 

The retail list price for the ‘Dome Improved Payroii Book 
will remain at the low $2.50 and the “Dome Personal Tax 
Record” will remain an outstanding value at $1.00 
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PROFITABLE. Olivetti gives its portable typewriter dealers 
the 2 keys to full mark-up: (1) a quality product (2) sold through 


selected, quality-minded dealers. 
ACCEPTED. Olivetti is an accepted brand throughout the 
United States as well as in most countries of the free world today. 
ADVERTISED. Olivetti’s powerful 1958 advertising in LIFE 
ind TIME will be supplemented by a Fall campaign of full-pages 
on portables, leading up to a Christmas ad, in THE NEW 
YORKER. 
UNIQUE. The Lettera 22 is the lightest typewriter made with 
all important features (including keyboard-set tabulator) of office 
typewriters. The larger Studio 44 uniquely provides the feel as 

well as the features of an office model. 

SMART. Often featured in good-design exhibits, Olivetti port- 
ibles offer a “plus” in smartness that has extra appeal, especially 
for your women customers. 

PRICED RIGHT. The Lettera 22 at $88 and the Studio 44 at 
$123 (both plus FET) are competitively priced, let you give your 
customers top value. 

TROUBLE-FREE. Olivetti portables have won a reputation for 


reliability. That’s one reason why more than a million have been 


sold. 
MAKE IDEAL GIFTS. Perfect Christmas item for business or 


personal gift giving—to traveling executives, salesmen (and their 


wives and children). 


That’s why a record number of dealers will fea- 
ture Olivetti portables this Christmas. For de- 
tails, write Portable Division, Olivetti Sales 
Corporation, 375 Park Avenue, N. Y. 22, N.Y. 


olivetti 
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meie-w Of QUALITY Taleo me 2010), 10)... Aue 


uilt to last 
need to sell 


Four Drawer, Two 
Drawer and One 
Drawer Files with 
Nylon Rollers and 
Compressor Blocks. 


FILING EQUIPMENT 





Seven Styles 
and Sizes in 
Durable Grey, 
Mist Green and 
Desert Sage. 
Beautiful 
‘‘DURA-STYLED” 
Plastic Molding 
in matching 
colors. 





STEEL DESKS 


Beautiful Kiln 
dried wooden 
top. All steel 
frame 
construction 
with Tool and 
Center drawers. 
Electrical outlet 
for accessories. 
gat 


DRAFTING TABLES 


Write for our attractive color 
Catalog Illustrating the com- 
plete line of Tables...Desks... 
Filing Equipment... Sectional 
Desks...Bookcases and Seqa- 
tional Bookcase...Telephone 


and Utility Equipment and Engi- 
neering Blue Print cabinets. 





PROMPT SHIPMENTS FROM OUR WAREHOUSE STOCK 


DURABLE DESKS ARE CAREFULLY PACKED IN 
STURDILY CONSTRUCTED WOODEN CRATES 


DURABLE FILES ARE PACKED IN INDIVIDUAL CARTONS 


DURABLE: 


DEPT. O-8 


38-42 REVIEW AVE. LONG ISLAND CITY, NEW YORK 
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6th District Notes 





District No. 6 NSOEA will return to Nippersink Manor at 
Genoa City, Wis., tor the 1959 convention. After much con- 
ferring between Governor Robert Hedberg, Treasurer Ray J. 
Eichenlaub, the resort officials and the Washington offices of 
NSOEA the dates have been established as Sunday, Monday and 
Tuesday, June 7, 8 and 9. 

& 

New members of GLTC include James H. Brewster, Colum 
bia-Hallowell Division of Standard Pressed Steel, Forrest H. 
Hinchcliff of McLennan Pen Co. and Andy Jackson, general 
manager and vice-president of Fisher Pen Co. 

- 

rhe correct address for Douglas I. Allen of American Pad & 
Paper Co. is 197 Miami St., Park Forest, Ill., and not Park 
Ridge. The gremlins crept into the GLTC roster. 


— 
After the Cog Hill Country Club golf outing on July 24 
GLTC looked ahead to the Milwaukee tournament, scheduled 


for Friday, September 5, at Tuckaway Country Club. Benny 
(Venus Pen & Pencil) Allen is co-ordinator: 
. 

A son, Richard Allen, was born May 31 at Neal Memorial 
Hospital, Berwyn, IIl., to Mr. & Mrs. Mel Hodges. The proud 
father, representative of Joseph Dixon Crucible Co., is secre 
tary of GLTC. Richard joins a brother and sister in the Hodges 
family. 

- 

Harry (Joseph Dixon Crucible) Hoffman was a celebrity re- 
cently, all because he loitered on his way to the Office one 
morning. (He really insists that he stopped on a sales call) 
Anyway Harry found himself at the head of a line of autos 
stopped for the inauguration of the new Hollywood Blvd. cut- 
off in Chicago. Being No. 1, all the time stamping at the ac 
celerator to be on with pencil sales, Harry was interviewed by 
the press photographed, and made the subject Of a radio in 


terview that night on WMAQ “Night Desk” prograr 


Seems like some guys have all the luck, unwittingly 
* 

GLTC members mourn the death of member Barney Barnett 
of Print-O-Matic. He suffered a heart attack and died at Xenia 
Ohio, June 11 while on a sales trip. Funeral services were held 
June 16 

ie 


Charles S. Murray of Esterbrook Pen Co. has transferred his 
activity to Boorum & Pease 
& 
Tuesday, August 5, is the date of the annual Maynard West- 
ring outing at Forrest Hills Country Club in Rockford, II 
& 


Walter Bryzek is really doubling in brass as a golf chairman 
and chair salesman these days. Besides heading up the Cog 
Hill tournament for GLTC he presided over the Chicago 
NOFA chapter golf outing on Thursday, July 17, at Woodridge 
Country Club 


Herb Walsh Opens Warehouse; 
Glad-Mar Representatives Named 
CHICAGO 

Glad-Mar Products, operated by Herbert J. Walsh, has 
opened a warehouse and office at 7312 N. Milwaukee Ave., 
Chicago 48. This address will be the distribution center for 
Mr. Walsh's line of Vinyl products for the stationer, marketed 
under the name Glad-Mar Products. Complete facilities have 
been installed for the prompt se. vice of dealers. 

Meanwhile, the organization has expanded. Donald Hacke, a 
recent graduate of Lake Forest College, will assist in sales 
and other duties at the warehouse. 

Mr. Walsh has announced the appointment of sales repre- 
sentatives in several territories. John K. Robinson, Findlay, 
Ohio, will represent the line in the Michigan-Ohio area. 

In the Mid-West states, the Glad-Mar line will be shown by 
Robert S. Kane of Chicago. Mr. Walsh will show the line in 
Illinois and Wisconsin. 
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the most advanced line of contemporary 
wood office furniture on the market! 


TONE STYLE 
wile The clepance of flue, cutioac-rmade Wee. . 





designed by 
J. Charles Dergins 
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Everything that denotes quiet success . . . everything that is fresh, 
modern, and unusual in spirit is embodied in this outstanding 
new series by J. Charles Dergins. Seldom does a ready-cut group- 
ing offer such superb construction and individualized styling. 
Handsome two-tone walnut wood finishes . . . handsome cane 
paneling on desk front . . . distinctive “contour” hardware with 
new brushed-silver finish. An impressive addition to top-flight 
executive offices! 


iat : sia ey Ra Te hy, 
WRITE TODAY FOR my > a Woy eee @ 


MEMBER 
NEW CATALOG 


* < oe 4 : 
AND DETAILS OF fm ESK C0 
INDIANA'S PROFIT PLAN , C 
| 59 UCI: 









BACKED BY OVER 
50 YEARS OF SERVICE 
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TIMES THEIR LENGTH 


SY east ae 


STAR Pure Rubber Bands 


Accepted everywhere—in office, factory, store, library, 









school or home because of their “snappy” action and great 
tensile strength. Always repeat in sales—the same satisfied 
customers prefer reliable STAR pure rubber bands because 
they're fresh, clean and reusable. Ask for the STARS for . 
higher profit. STARS are a sturdy stock—specially treated seg 
for added strength and durability. 


Trademark Reg. U. S. Pat. Off. 


EBERHARD FABER ~~ ‘@geeocces 


WILKES-BARRE, PA. * TORONTO, CANADA 





%. 9 ld Sam 







a PENG 
| L@uriously Designed... RE FR 
F RN 


> 
? 


"a 






Handsome custom-built cabinets in the 
finestRand-rubbed hardwoods...with a 
Spacious refrigerated compartment and a 
separate unit for liquor and glassware. 
9 distinctive models for home and office. 
Now available: Refrigerator Assemblies 
for Built-ins. Write for illustrated brochure. 


48-01 28TH AVE, LONG ISLAND CITY 3, N.Y. 
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| New efficiency for every office... 


- at 70 Yew Low Price f 


PRESENTING THE 
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AUTOMATIC 
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Bandsome ELECTRICALLY OPENS UP TO 
600 LETTERS PER MINUTE 


SPEED-O-STAND Opens envelopes of any size or thickness 
Ample working space ; . . 
and handy sterane spate. e Adjustable trim cut ¢ Will not damage 
Blends with madera office contents ¢ Completely safe — automatic shut- 
equipment an niture. ° . 
~~ ages off ¢ Letters and trim strips neatly stacked 
in separate removable trays « Compact; 


simple to use. 





Speed-O-Priut Corporation 


1801 WEST LARCHMONT AVE., CHICAGO 13 iu 


$L4EQS5O 
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OLD ENOUGH TO KNOW HOW 
«YOUNG ENOUGH TO TRY IT/* 


*Old enough to know how to build the most practical 
drafting tables... . 

Young enough to introduce the latest functional innovations 
in drafting room furniture. 


No. 870 ANCOSTEEL 


DRAFTING TABLE 
« Fingertip 
tilt control to 
full 90° vertical. 
* Print drawer 
full width of base. 
« Mustrated gypply and file 
drawers are optional. 





No. 800 ANCO DELUXE 

FOUR POST DRAFTING TABLE 
The old standby of drafting 
rooms throughout the 

country. 




















No. 602 ANCOBILT 
PEDESTAL DRAFTING TABLE 
The most widely used 
table in drafting room 
and studio. 





















WOOD SPECIAL ES, INC. 
71-08 80th Street, Glendale 27, New York 


Write for descriptive literature on 
ANCO equipment for the artist and draftsman. 








*ANCO never deviates from its strict policy 
of selling through dealers only. 
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7th District Notes 


CHARLIE CORDRAY, correspondent 
914 W. 801/, St., Bloomington, Minn. 





Open House — Warren Carlson, Fire- 
side Office Supply, had a jim-dandy grand 
opening of his new store located in Rich 
held, Minn. Stop and see him when you 
get a chance 

* 

Winnebago (Minn.) Enterprise held 
65th birthday grand opening after com- 
plete remodeling. Gaffaney's, Williston, 
N. Dak., moved from out on the highway 
to a downtown location 
They had their grand opening on April 18 & 19. It is a self- 
service store. New departments added were greeting cards, gifts, 
social stationery, leather goods, and pen department. Gaffaney’s, 
Minot, N. Dak. switched to self-service on Feb. 1. New fixtures 
throughout the store. Very nice, indeed. 

= 

Sid Cohen of Gaffaney-Shipley Co. of Bismarck, N. Dak., the 
new lieutenant governor of North Dakota for District 7 of 
NSOEA, in the general state chairman of Miss North Dakota 
Pageant. Dates are July 27-30; it takes in the whole state 
Winner gets a $4,000 scholarship, trip to Atlantic City and 
many other things. Then, she goes into the Miss America con- 
test. 





a. 

You All Know One doesn't have to say much about the 
District 7 Convention held at the Pick-Nicollet Hotel in Minne- 
apolis on June 1, 2, & 3. It was a howling success. Highlights 
were the perfect business meetings — lots of good food for 
thought. Real sorry to hear that our very good friend, Paul 
Burbank, is retiring from the NSOEA scene. Our costume fiesta 
ala Mexico was a roaring success. Pictures can be secured 
through yours truly. 

The winners of the trip to Mexico City were Mr. & Mrs. 
George Whitehill of Marshalltown, Iowa; and the winners of 
the trip to northern Minnesota were Mr. & Mrs. Jim Forshew, 
Pierre, S. D. 

e 

Some Changes Have Been Made: Walt Bachman of Art Metal 
has resigned. The man who will take his place will be Warren 
Moe from the east 

2 

Best Story of the Month: There is a sign on the outside of 
the Outer Space Supply Company in Ft. Worth, Texas. These 
people are dealers in missile hardware for the aircraft industry. 
The sign says, “If we don’t have it, can't make it, or can't 
locate it, you're better off without it.” 

. 

Laugh of the Month: Beware salesmen who like to attend 
movies during the day. From one salesman to another, it is 
dangerous walking up and down the aisle as one might hurt 
himself stumbling over brief cases. 

: 

Famous Saying: It has been said a smart man knows every- 

thing but a shrewd man knows everybody. 

a 
Dates to Remember: August 26, District 7’s annual golf tourna- 
ment at Southview Country Club. 


Midwest-Beach Opens New Store 
In 7Oth Anniversary Year 
SIOUX FALLS, S.D 

Midwest-Beach Co., printers, lithographers, stationers and 
school suppliers of Sioux Falls, recently held formal opening of 
a new retail store and general offices at Seventh and Phillips 
Ave. The formal opening came during the observance of the 
firm’s 70th anniversary. 

The building program consolidates printing and litho plant, 
office supplies and furniture, school supplies and equipment, 
business machines and warehouse facilities, points out J. Nel- 
son Shepherd, president. 
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DOr p., has everything 
and we mean everything in fine business cases! 


Are you sure you're making as much as you can 
DOPP Leather Goods are Nation- 


on Leather Goods? If not, latch on to Dopp, and dn Minttied ent nee 


you'll be first in styling, first in quality whatever You in These Prestige Magazines: 
the price category, and you'll be making HIGHER © HOLIDAY © ESQUIRE 
PROFITS than ever before! Dopp sells more busi- © NEW YORKER © TIME 
ness cases than any other line, offers you variety, © SPORTS ILLUSTRATED 


quality, styling, a terrific national advertising CHARLES DOPPELT & CO. INC 





program, and the fullest mark-up in the industry. 2024 S. Wabash Avenue * Chicage 16, Illinois 
7. . , New York—389 Fifth Ave. 
Write for complete catalog and price lists. los Angeles—712 S. Olive St. 
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| 8th District Notes 




















Copy-Fax Pen  59c 
Medium & Broad Points 


Fills-Any Refill 49c 
Medium Point 


Retractable Pen $1 
Medium Point 


Visible Ink Refill 49c 
Medium Point 


market’s wide open . 
copying machine is a prospect! 





selling job even easier! 


*TRADE-MARK, MICROPOINT, INC 


Retail Value 
$7.08 Doz. 


$5.88 Doz. 
$12.00 Doz. 


$5.88 Doz. 





Have your commercial stationery salesmen 
sell Micropoint products with Copy-Fax* . . 
proved the best reproducible ball pen ink for 
copying machines! 

If a salesman spots a copying machine 
while presenting your regular commercial 
line, he can introduce Copy-Fax and add a 
profitable bonus to the call. Remember, the 
. every office with a 


Copy-Fax is a pre-sold national brand. 
Right now, big ads in leading business maga- 
zines are before the key office people who 
make buying decisions. This makes your 


Blue, red, black and green Copy-Fax Ink 
available in the four best sellers: 


Your Cost | Your Profit 


$4.32 
$3.60 
$7.20 
$3.60 


EY 1CROPOINT. inc. 


Sunnyvale, California 
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$2.16 
$2.28 
$4.80 
$2.28 





Order from your 
wholesaler, or 
direct, giving 
wholesalers name 
and address. 


Creator of Advanced Writing Instruments 





IZZY VODA, correspondent 
2001 S$. Hanley Rd., St. Lovis 17, Mo. 


The annual Midwest Travelers and 8th District NSOEA 
golf outing will be held at the Santa Fe Hills Country Club, 
86th and Holmes, Kansas City, Mo., on Friday, August 1 

This annual gathering has beeen one of the finest activities 
enjoyed by both travelers and dealers. Kansas City’s central 
location makes it possible for most everyone to attend. 

The committees appointed by our very able president, Clint 
Cooper, are as follows: 


General Chairman — Bill Burt. 
Publicity Chairman — Bob Maynard; co-chairman, Max Keat- 
ing. 


Golf Chairman — C. C. McMurtry; co-chairman, Tom Mor- 
row. 

Games Chairman — Don Renken; co-chairmen, Russell Gates, 
Milt Hicks, Bob Marshall, and Amos Mustard. 

Finance Chairman — Jack Lang; co-chairman, Glen Evans. 

Prize Chairman — Ted Scharnhorst; co-chairman, Bili Wolfe. 

Official Photographer — Dave Neuhaus. 


9th District Notes 


CHARLES C. MCDANIEL, correspondent 
4909 Overton Ave., Fort Werth 15, Tex. 





All DEALERS PLEASE NOTE: There is a man operating 
under the name of R. L. Nelson who gives his address as For- 
mosa Lane, Dallas, Tex., and represents himself to be a sales- 
man for the Al Advertising Co. He has some of the firm’s 
catalogs and an order pad. He sells an order and gets the 25% 
down payment, either in cash or a check payable to him. He 
then skips town and the order is never turned in and the 
dealer is out the 25% deposit. If any dealer is approached by 
this person, please get a complete description of him and for- 
ward to Mr. Starnes c/o the Al Advertising Co., Odessa, Tex. 

. 

Those of you who might be in the Houston area should take 
a few minutes off and drop by the Wilson Staty. Co., Prairie & 
Fannin Sts., and visit the new furniture display. Go up to the 
second floor and ask for Jack Parker. You will be astounded 
by the magnificence of the newly-decorated second and third 
floors. Steel equipment is on one floor and wood furniture is 
on the other. A truly beautiful and wonderful show room. 
Hearty congratulations to the Wilson organization. 

The same description might well be said of the new furni- 
ture display of Thomas Bros. Lubbock, Tex. The entire balcony 
that surrounds the main floor has been completely renovated 
in order to properly display furniture. Individual suites take 
up over half of the space and are decorated beautifully. Con- 
gratulations to Oliver and Hughes Thomas. 

Also in Lubbock, Tex., we now must address him as His 
honor, the Mayor, Lennis Baker of the Baker Co. Lennis was 
elected to this high office in the recent city election. Congratu- 
lations are also in order to him. 

2 


Am very happy to report that L. H. McDaniel, Sr. is back at 
his desk after several weeks’ illness. I am sure that ‘Mac’ is 
very anxious to get back on the road but it will be a little 
time yet before the Dr. will let him. 

eo 


It is always a sad moment to report the passing of another of 
our friends. Carl Kuse, Mosler Safe Co., was stricken by a 
heart attack the early part of June in Alexandria, La. I do not 
have the details but I understand he was buried in Dallas. Our 
deepest sympathy is extended to his family 

* 


Plans are being drawn for an expansion to the present loca- 
tion of West Texas Office Supply in Odessa, Tex. This will 
practically double the area. As soon as Camden Chancellor has 
the specifications he will advise and we will pass the informa- 
tion on. Good Luck, Camden. Floyd Parr, formerly associated 


OA-—8 /58 











REC 
safet 
Ever 
of st: 
Ever 
macl 
litere 
Diffe 
mode 
ated | 


In Ca 


OA! 











for you, who have an eye for 


unctional beauty 


styling that 
sells... 









QUIET MODEL 
A ADDING MACHINE 


send for REGNA literature NOW! 


REGNA is the lowest priced electrically operated full It’s low priced! It’s profitable! 


safety keyboard machine in the world. Mail the coupon—Maail it today— 
Mail it NOW! 























Everyone who sees the new REGNA admires the wonder 
of streamlined FUNCTIONAL BEAUTY. — encom oe 
Everyone who tries this sturdy and dependable adding REGNA CASH REGISTERS INC. 
. “LR: ” . 175 Fifth Avenue, New York 10, N. Y. 
machine becomes a “high speed” operator — fingertips I 
literally float over the moulded keys! | Gentomen: 
. tar I Please rush more information on the new Electric 
Different capacities; fully automatic safety keyboard; 4 Re rhe, Tn + pe lieth 
models in light grey or ivory. Also low-priced hand oper- | i 
ame 
ated models. 
Address 
In Canada: Regna Cash Registers of Canada Ltd., 704 Notre Dame St. City 
W. Montreal, Que., and Business Equipment Machines, 
489-R King St. W. Toronto, Ont. Tone State 
OUTSIDE CONTINENTAL U.S:: | 
Jorgen S. Lien, Box 507, Bergen, Norway 
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Insert wooden pencil at the 

natural writing angle . . . the 
Electro-Pointer instantly gives you a 
perfect point, automatically. Sharpens 
any size pencil, does not chew up pencil, 
but sharpens just enough. Proven through 
14 years of satisfactory service. Display 
it, it sells itself! 





WRITE 


TODAY FOR 
COMPLETE lanlacilatord. INC. 


ee 1825 MACKLIND AVE. « ST. LOUIS, MO. « U.S. A, 
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with Jack Klinger’s Office Outfitters in Midland, Texas is now 
with the Odessa firm. 
. 

Guess what—in Baird, Tex., just a few miles east of Abilene, 
there is a new stationery store. Fact of the matter is, it is 
more than a stationery store. You name it and he will have 
it or get it. Who? None other than our old friend, and former 
traveler, Harold “Jiggs” Hart. ‘Harold's Specialty Shop”, the 
sign reads. Turn left from Highway 80 at the courthouse and 
you will find this emporium near the end of the block. Note 
to the travelers—drop by and have a little visit with the old 
hre horse. 

2 

Mayer Office Furniture, Houston, is now located in the new 
set-up on Preston St. 

It has been called to my attention that some of the men sell- 
ing office supplies and equipment have indicated that they 
would like to become members of the Texas Travelers Club. If 
any dealer or traveler hears of any person wishing to become 
a member, please get the man’s card and send it to the office 
of the secretary and an application will be sent immediately. 
Many thanks 

At the meeting of the officers of the Texas Travelers 
Club, June 7, plans were put in motion for the First Sales 
Rally. The date will be September 6, 1958, and the tentative 
place is the Statler-Hilton in Dallas. Those present at the meet- 
ing were H. Doyle May, R. C. Strafford III, Dave Daveler, 
Chas. McDaniel (Vera also), Wayne Preston and last but not 
least, our own Gov. Earl Story. Thanks, Earl, for coming over 
from Tyler way. Wayne Preston is general chairman and the 
other workers will be announced in the next issue. We are 
definitely planning a wonderful program and we sincerely 
solicit the full co-operation of all the dealers and travelers. 
The meeting will begin at 9:30 A.M. with time out for lunch 
and then adjourn about 4 P. M. 

The speakers have not been chosen at this writing but 
we assure you that it will be well worth the $5.00 for the din- 
ner ticket and the time spent in coming and going. You will be 
getting the publicity before this issue comes out. Dealers, regis- 
ter as many of your sales force, both inside and outside sales- 
men, as you possibly can. You won't regret it — that is a 
promise. 

os 

What happened to my old standbys on sending me some news 

items. This column is kinda skimpy, ain't it? 


Guild Co-operates with Paint Firm 
To Make Offices Lighter, Brighter 


GRAND RAPIDS, MICH. 

The new office will be lighter and brighter. Its color will be 
closer to those that decorate the home. The general decor will 
be such to help an executive work as efficiently as possible and 
still be fresh at day’s end. 

That’s the word from the Martin-Senour Paint Co. which 
provides the palette of colors for the Executive Furniture 
Guild of America. The Guild, headquartered in Grand Rapids, 
designs exclusive offices for business executives. 

Names of the new Martin-Senour hues integrated into the 
Guild’s 37-color palette indicate their light, homelike qualities 

wheat, citrus, burnt yellow, hemp, tea green, camel's hair, 
Indian red, cinnamon, and sea foam. 

George W. Reinoehl, executive vice-president of the Guild, 
said, “We know that virtually everyone desires to live well — 
at work as well as at home. The proper environment will have 
a beneficial effect on the efficiency, happiness, and even the 
health of the person living and working in it.” 

Reinoehl explained that the colors are carefully co-ordinated 
with Guild drapery textiles, upholstery, floor coverings, and 
wallpaper. 

Further, he says, there is a wide range of coordinated wood- 
finished lamps which match furniture components and enam- 
eled accessories which take their colors from the color palette. 

Leather for upholstery is available in 20 colors derived from 
the palette. 
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“|| COLOR sells better......... 
ich “RBORITE”’ means extra sales...extra profits 


“Borite” ...a new type of sliding door .. . a “first” with Borroughs. This beautiful door, 
in an unbreakable composition of plastic and fiber glass, is available in Borroughs 29” and 
42" cabinets. The customer has a choice of four modern colors—Beige, Aqua Glo, 
Pinktone, Citron Yellow . . . to harmonize with a Spring Green, Dark Green, Gray or 
Fall Tan Borroughs cabinet. You well know that color sells merchandise . . . so what 
are you waiting for? Borroughs “Borite’ sliding-door cabinets are just what the doctor 


ordered to stimulate sales for you! 


ave 
the 

















and 


-| BORROU GH S&S manuracurine company 


am- 
A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


= OF KALAMAZOO 


om 3004 NORTH BURDICK ST. ali KALAMAZOO, MICHIGAN 
® 
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bookkeeping machine—with automatic line-finder and card 
injector cuts posting time in half, gives perfect item-spacing 
write: “addo-x inc’ 300 Park Ave, NY 22 


R°NE® 


the RONE® Duplicator plus R°NE°-TRONIC picture reproduction 
—makes professional quality printing a regular office routine 
write: “addo-x inc’ 300 Park Ave, NY 22 
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10th District Notes 


GEORGE E. WHITE, secretary 
Rocky Mountain Travelers 
P.O. Box 3244, Denver 18, Colo. 





Out wher west starts, down on the plains a p in the 
hills dealers cheerful about business and n ard 
discouraging word. In a few spots there at yre grasshoppers 
than business and people but this is being rrected 
successfully 

Your reporter is writing this column at the t f Wyo 
ming, up Sheridan way, where dealers say busin is good, 
Iravelers at scattered about the area some on ng trips 
some vacationing. Tourists begin to appear lik velcome 
flowers in the spring, spending their good mon illions 
of it in a thousand pleasant places air-condition yy SNOV 
capped peaks. Country that’s good for the soul 

« 

Dealer doings: Visiting friends and relatives itly was 

Mrs. Wilma Carpenter (Carpenter's, Scottsbluff, Neb.) up 


in Casper, Wyo., Dailey’s Stationery combined operation with 
a local printing concern to form the Great Plains Publishing 
Co. with R. C. ‘Duke’ Buchanan wearing the tag of president. 
Our very best wishes Duke . . . Dressed up fancy in their new 
home on Main St. the folks at Business Mart in I Morgan, 
Colo. are real proud of this layout. A bit east Sterling 
way the boys at Journal Office Supply—Chesley Harris, Jim 


Madison and George Bright—are a busy trio in their com 
plete supply and equipment store 
a 

President Carvel McWilliams of the Rocky Mountain Trav- 
elers Club has a lot of ideas stirring around in his fertile 
brain. When he lets loose there will be plent f action 
Being checked now is material for new issue ot bership 
roster. Please notify the secretary of any additior r correc: 


tions. Out soon, we hope. 


2 
[ravelers and dealers visiting in Denver ha vestern 
welcome waiting them at our weekly luncheon—Friday noon 


at the Oxford Hotel on 17th Street near Union Station. Try 


us 
& 

After District 10 convention our Ex-Goy. Bill Kistler and 
dear ones took oft for far-off places. Guess he n i a rest 
but we didn’t think it was that rough, Bill. Hu yack 

. 

On the sick list: Traveler McGarvin (Buzza Cardozo) sutf- 
fered a heart attack and is in St. Anthony's Hospital, Denver 
Sorry to hear this Mac. Recently Fred Christensen, buyer for 
Prairie Publishing Co., Casper, was a hospital patient, now re 
covering at ome. Get better fast, Fred. If tl others 
we have not heard about them, and we extend ou t wishes 
for quick and full recovery. 

e 

Send us your news notes, travelers nd d » help 

keep us posted on what's going on 
e 

A thought hile driving There's all to t aint 
been touched 
Replacement Dials for Postal 
Scales Offered by Pelouze Mfg. Co. 

The Pelouze Mfg. Co. has announced that it postal 
scale replacement dials available which can |} zed on 
scales already in customer's hands 

Accordin company, the dials el 
scales can be easily changed by the deale: 
in a few minutes with neither special tools or | vledg 
Since postal rates were boosted by the Govern 
in dials is now necessary. 

By offering this replacement dial, Pelouze | that the 
dealer will win the good will of the customer an t same 
time, a full markup will be gained on the dial its 

A window and counter display, offering the rej it dial 


1! 


will be available to dealers. 
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NOW... Metalstand 
GUARANTEES 


1-WEEK DELIVERY 
ON SPECIAL ORDERS 


A SERVICE THAT COSTS YOU NOTHING 

















Including Any Color Combination, or Any 
Other Change in Our Regular Line 


ORDERS , That Your Customer Demands! 
} 
4 j 
.1/ For Example: 
\ / 
/ 
\y/ 1. CUSTOM COLORS 4. ALL TYPES OF OVERHANG TOPS 
\ 
eae — 5. SINGLE PEDESTALS OR 
5. ee: eee SECRETARIALS, RIGHT OR LEFT 











METALSTAND PLANT 
3. ONE OR TWO FILE DRAWERS, 6. ANY TYPE OF PLASTIC LAMINATED 


TOP OR BOTTOM TOP — TEXTOLITE — CORLEX, ETC. 
"si oll Yes ... All of These "Special Custom” 
si-paee geen Sad Order Changes Will Be Delivered on Time 
| ... A Metalstand Service That Costs You Nothing! 

















THIS EXCLUSIVE METALSTAND PLAN 
GUARANTEES THAT YOU WON’T LOSE 
A SALE REGARDLESS 
OF YOUR CUSTOMERS’ DEMANDS 


Mes, ; 
P 
2. @ he OS “9 Cecccccccecceeeeee eo? 


YOUR STORE 


METALSTAN D COMPAN Y 
RN {| _ ET LTTT 
7520 STATE ROAD, PHILADELPHIA 36 e DEvonshire 3-7900 


Manutacturers of SUSPENSION FILES e NON-SUSPENSION FILES 
STEEL DESKS & MODULARS @ STEEL CABINETS @ Hilo TYPEWRITER STANDS 
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ONLOCK 





Magic Key 
Releases 
Locking 
Action 


3 Quick Steps 
to bind any 


loose-leaf records 


1 Insert tube sec- 

- Be tions of new 
Magic Posts through 
holes in one cover. 
Stack sheets over 
posts. 


Place other cover 

@ on top, insert 

shafts in holes ond 

push down with thumb. 

Opener Key relcases 
lock. 








Records are 

'@ neatlyandsafely 

bound . . . smooth on 

top and bottom with 

No projecting posts— 

perfect for filing or 
stacking. 











AUTOMATIC 


BINDING POSTS 


Versatile new Magic Posts 
combined with nationally 
known Liberty Record Binders 
make an unbeatable combi- 
nation for sales! These posts 
lock securely or can be re- 
leased with Opener Key to 
add or remove sheets as de- 
sired. Records are bound se- 
curely, neatly and organized 
for easy reference ... at 
lowest cost. 


2 DIAMETERS, 
15 LENGTHS AVAILABLE. 


Magic Posts diameters of “e 
in. and %6 in. and 15 standard 
lengths extendible up to 50% 
handle all loose-leaf binding 
requirements. Magic Posts are 
the most useful, efficient posts 
on the market . . . customer 
preferred. 


Write for Dealer Packet with 
Complete Information and Prices. 


BANKERS BOX COMPANY 


2607 N. 25th St. Franklin Park, Ill. 


14th District Notes 


AL BAUGHER, correspondent 
11707 Sunset Bivd., Los Angeles 49, Calif. 


Your 1958 roster has been mailed to you. Gini Anderson 
worked for hours on end to prepare and assemble all the de- 
tails for the printer. Gini did everything put print the roster. 
Had she printed it, too, you would have had your copy ninety 
days ago. Gini Anderson is married to Stewart Anderson, who, 
some say, is married to Dixon Pencils. 

7 

During our May 24 business meeting Ol’ Capt. Huffinpuff 
Masterson, Acco, made a mightly fine suggestion. Pete claims 
that this year’s social functions presented by Geo. Frey are 
worth more than we realize. Pete recommended highly the 
baseball night July 10 and the golf party July 25. Pete sug- 
gested we all bring guests, (customers) or vice versa 

~ 

Edward B. Morgan of Newport Beach, who holds the line for 
Oxford Filing Supply Co., is our newest member. Welcome 
aboard, Ed, we expect to see you at our meetings often. Oftener 
than —— 


- 

Would you like to look in on a beautiful new store? You 
would? Try M. E. Nelson’s, The Office Supply Co., 1124 West 
Redondo Beach. It’s sure “‘purty.” 

6 


It was mighty pleasant to see Ralph Alexander back at work 
at Alexander's on Vine. Mr. & Mrs. Alexander took a 60 day 
trip to the Orient — Japan, Hong Kong, and Bangkok. Twenty 
four days at sea gave Ralph a chance to do a lot of reading. 
The trip was exciting, and pleasant and you can bet the 
Alexanders are looking forward to another long vacation next 
time — Paris, London, Rome, who knows? 

© 

There are 148 Golden State Travelers for the year 1958. If 
you would like to “join up” and become a real honest-to-good- 
ness dues paying member of the Golden State Travelers Club, 
write a note to Stewart Anderson, care of P. O. Box 6555, 
Metro Station, L.A. 55. Tell Stew who you are, what you seil 
and where. He will be more than willing to help you be 149. 
Meetings every Monday noon at the Rodger Young Auditorium 
on Washington. 

e 

The Southern California Stationers Association for the past 
year was made into an active vital part of our industry life. 
Jerry Horton, Horton Stationery, Burbank, as president, is to 
be complimented for his great work. At the May 15 general 
meeting, Jerry turned the gavel over to Vern Vallett, So. 
California Stationers, the new president for the 1958-59 year. 
Ralph Maneval, Faber Castell, will serve as vice-president. 

The “Product Knowledge Seminars” at each monthly meeting 


are very popular with the members. Fine, well planned, pro- 
grams have been presented. The manufacturers, salesmen and 
sales officers have enjoyed their roles as instructors. 

The get-together cocktail hour, the big sumptuous Rodger 


Young, roast beef dinners, the table talk, the programs, and the 
small group gatherings of friends after the formal meetings, 
have made each Association monthly meeting a sparkling suc- 
cess. 
2 
Bob Blair, Dixon, keeps me well posted on what goes on 
way out yonder. Bob tells me, I tell you. The Brown Shop, 
Pasadena, with two good stores, is to have a third store in 
Arcadia. A good one, a new one. 
o 
Floyd Smith, Dennison, is a pretty fair country diver. He 
competed at Phoenix with such greats as the champ Russ Davis, 
of Alhambra, “Long Pants” Anderson, of Dixon, George Frey, 
of Chas. R. Berry, and Bob Hoven, of Stationers Corporation. 
We overlooked mentioning this fact in last month's news. 
Floyd has style, timing, a bag of tricks and could be a champ in 
most any league, but not in the Stationers’ league. Davis is 
the champ. 
& 
Ben Bennett, Sid Toloff, and George Greist have taken over 
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. Skyscraper 
Today it is the bes 
" ament industry: 


SOCCER EEO EH EEEE EEE E EEE EEE EEE EEE EE EEEEEEE EEE ESSE EEE EEE EEEESESESE EEE EE EEEEEE EEE EEE EE EEOOS 


: you make a clean sweep of clutter. 
A new Organized Desk with an ingenious : Your desk top is cleared and stays 
ability to lend a hand to a man at his work : clear. Here’s how it’s done! 

: Work Organizer drawer interiors 
provide specific space for letter trays 
and all other work and working tools. 


COHORT HEHE EEE EEEE EEE EEE EEE EE EEE EEE EEE EE EEE EE EE EEE EESEEEEESEEE SESE EEES 


Ever noticed the amount of useless stuff that drifts Everything is organized for quick finding with- 
around on top of a desk? And a lot of desk drawers out hunting. Two revolutionary advances are, 
too are in the same state of clutter. drawer space for your wastebasket and telephone. 

This condition gets in the way of a lot of work. The 292-page Shaw-Walker “Office Guide” pic- 
It’s the reason why the new Shaw- Walker Organized tures, describes and plainly prices 86 Organized 
Desk is such a big help in getting things done. Desks and 5,000 other items. Ask your local repre- 

Move in behind one of these Organized Desks and sentative for a copy, or write Muskegon 61, Mich. 





= Largest Exclusive Makers of Office Equipment 
Muskegon 61, Mich. Representatives Everywhere 
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handsome 


IS THE WORD FOR 
JASPER CHAIR COMPANY’S 
ALL NEW 


award 


GROUP 


JASPER, INDIANA 





NO. 800 JET TRIO, complete with 


1 No. 827 Jet, gray rubber core, for na ink and 
1 No. 838 Ball Point Jet, creen r re. for ¢ 


point ink and lead and India Ink 


1 No. 825 Jet, red rubber core, for per erasing 
1 Refill in each he three t 


Handy cylindrical eraser in transparent plastic holder 


Holder tip unscrews so eraser may be moved outward. Not a mechanical 


gadget. Nothing to get out of order! 


ONE OF THE THREE! 


This No. 838 Ball Point Jet is one of the 
three numbers contained in the No. 800 * 
Case, along with refill. Jet Erasers Nos. 
827, 838 and 825, and refills that bring 
profitable repeat business also available 


in dozen packings and on self-selling dis- 365 Sixth Avenue, Newark 7, N.J. 


play cards. 
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THE RIGHT CHAIR AT THE RIGHT PRICE 


Here’s brand new, substantial sales-lifter! Original. useful, at- 


tractive, for holiday gift-business and year-round selling! For big 


Fall sales to high school and college students too. for use in English courses, 


typing, and now-emphasized Math. and Science studies. 





COMPLETE SET IN ATTRACTIVE, 
TRANSPARENT-PLASTIC CASE 
SELL JETS IN SETS! 


ORDER YOUR NO. 800 JET TRIO SETS NOW! 














with pocket clip. 







WELDON ROBERTS RUBBER CO. 
Correct Mistakes in Any Language 


Worlds Foremost Eraser Specialists 
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LONG LINE «+> r.ONG PROFIT 








Sell the long line «+ « 


of over half-a-hundred items. 


new horizontal 
build-up files 














horizontal files 


file boxes 


new vertical 
add-on files 





in-and-out-boards 





. ee new build-up 


card index 





Lit-NING PRODUCTS CO. 
3907 Duquesne Ave., Culver City, Calif. 


Please send me my new LIT-NING CATALOG 
& Discount Schedule 


CODY 
holders 





desk trays 







Lit-Ning is unequalled for 
pace-setting design and quality of 
construction. Fast delivery 


‘é from two modern Lit-Ning factories. 
oe Long dealer profit on these 


fast-turnover items. 












LIT-NING PRODUCTS CO. 





ZONE STATE 








| FIRM NAME 
SALES OFFICE: 3907 Duquesne Ave., Culver City, Calif. ADDRESS 
MAIN OFFICE: P.O. Box 3370, Fresno, Calif. CITY 
FACTORIES: Fresno, California * Fremont, Ohio. 

' MY NAME 
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“PROTECTED 


“ with 
of dvanco’s 
Policy 

of selling 
through 
dealers 
exclusively! 












For constant 
Use 
ADVANCO PUN 









++» holds 






ws we 
PRESs. 
- Scored 
file Gway or 


ADVANCo: 
s 

BOARD BINDER. 
Hinge... to ' 
Store Gway. Size 

; 814" “ 
Holes Punched to fir “y 
Size sheet Up to 11” x 815" 


fasten. 













ADVANCO 

COLLAT 
ANIA FOLDERS aa < 
+a and letter sizes, made 
of IT point, 150 Ib. durabl 
Stock. Also in 92 point 133 


r rs. Hi 
cover. Wire-stitched, sah 


carbon Paper. 


and triplicate 4 Ib. stock 
: P 
leaves to each ‘agg 150 cx. Packed 100 to tele. 


Scope box, 500 to carton 





Manufacturers of 

Manifold Books * Printed Stock 
Forms * Pressboard Guide and 
Folders * Bristol and Pressboard 
Guides + Suspend-O-Folder - 
Collated Manila Folders * Filing 
Supplies * Punchless Paper Holder 


ADVANCO PRODUCTS Inc. 


st Avenue, Elmhurst 73. Long Island, New York 
. Hickory 6-4848 


Telephone 
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, iloan CHLESS 
HOLDER 
n . 
Place aan one 
holes to Punch, no 
holes to tear in re. 
Moving or inserting 
Papers. Holds UP to 
150 sheets. Samples 
On request. In Red 
Black, and Gray. 25 
Point Pressboard. 
For Permanent us 








the operation of the Pacific Coast Stationers, 1424 S. Main St., 
Los Angeles 
2 

Our May 24 business meeting was well attended 18 dues 
paying members and three guests. Bill Brown, The Brown 
Shop, was the guest of Morey Smith, Record Plate. Bill had 
a ball. Later he told me that we argue just as good and just as 
long as his Kiwanis Club directors in Pasadena. Clyde Davis, 
Forrest, Santa Monica, came to lunch with Al Ewart. Clyde 
was runner-up in last year’s “Salesman of the Year ontest. 
Clyde claims business is good, but it ain't so easy to find you 
work nowadays. Lonnie Creasy, sales manager of Stationers 
Corp., attended as a guest of Bob Lauterjing, Quality Park. 
This turn of events was confusing. The week before, Bob was 
the guest of Lonnie. It was good to see Irv. Satrang, Carl 
Draper Co; Carl Grimes, the governor; and such regulars as 
Harry Fuller, Inca; Sig Sieger, Eagle; Dick Kirkpatrick. Old 
Town; Pete Masterson, Acco; and Ernie Daniels, Venus Pen. 

Geo. Frey, Charles R. Barry, Co., had something to say. 
Ralph Maneval mentioned the 1960 NSOEA meeting for Santa 
Barbara. Bob Lauterjing was pitching the sales rally for '59 and 
Carl Grimes the 1959 meeting of NSOEA at Las Vegas. There 
were a number of other matters of business one a sensible 
motion made by Ernie Daniels. It was accepted. What a meet- 
ing! Just like Bill Brown said. 

* 

Al Ewart, Eagle Pencil, might have been a top professional 
boxer. A champ, no less. Al’s dad didn’t want his lightweight 
son, who had a punch that would drop an ox, to turn pro. 
Today, Al looks back with delight at his years as a top-rung 
amateur. He remembers sparring for three months with Henry 
Armstrong. He knows boxing and speaks lovingly of his friends 





in the game. Uncle Lew Levinson, Grimes, said, “You never 
saw a boxer who could hit as hard, as fast, and as often as 
little Al.” 
o 
Stationers Corp., San Diego, has the merchandising manager, 
Jack Buckley, Jack is an old hand and a good one for his new 
job. You will recall Jack as a buyer for many years at the 


» your visit W n next 


Broadway Stores. Jack looks forward t 
you travel to San Diego. 


A. L. Tredway Resigns at Ventura; 
Telf McEwan Is Now Secretary 

VENTURA, CALIF. 
A. L. Tredway, retail floor manager at County Stationers, 
Inc., for the past five years, retired June 30, it was an- 
nounced by B. F. Henderson, president. Mr. Tredway has been 
identified with the stationery business on the Pacific Coast for 
the past 50 years. Starting as a delivery 


to the point where for many years he op- 
erated his own business in Stockton, Calif. 

“Tred” later represented manutacturers 
for several years and in 1940 joined 
Trick and Murray, Inc. of Seattle, Wash., 
as their retail store manager and buyer. 
He was associated there for a number of 
years before joining the staff of County 
Stationers. 

Replacing Mr. Tredway is Telf Mc- 


ft 


Telf McEwan 
Ewan of San Diego who is also coming into the firm as a part- 
owner, and secretary of the corporation. McEwan will assume 
Mr. Tredway’s duties as retail store manager 

Mr. McEwan was born in Canada and following attendance 
at the University of Manitoba in Winnipeg, he entered the 


dairy business. 

In 1946 Mr. McEwan came to the United States and settled in 
San Diego where he entered the employment of Stationers 
Corp. Here he was employed in various capacities and upon re- 


signing held the position of assistant manager and buyer for the 
San Diego retail store. His 12 years varied experience in every 
phase of retail stationery store operation will be of great bene- 
fit to County Stationers and its customers. 

On Sunday, June 22, County Stationers employees held a 
tea at the residence of B. F. Henderson, honoring the Tredways 
on their retirement and welcoming the McEwans to the or- 


ganization and to Ventura County. 
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® Automatic tape 
billing departmentin one desk 


Seloctadoto® Automatic 
tape reader-selector-sorter 
T2ledoto® Automatic tape transmitter-receiver 
dustowniter Automatic 
justifying type-composing machine 


Odd.-Pumch® Automatic 


code tape adding-listing machine 


Jlexourutir® Automatic tape 


writing-accounting machine 


Quitomatic Drypput - Output Machine e 


Friden Natural Way Adding Machine 


Friden fully automatic Calculator— 
The Thinking Machine of American Business 





Friden Mailroom Equipment 


<<. * 
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OFFICE CHANGE Of 





Qua wt! 


YES, unquestionably. No other office 
development in years affects so many 
offices both large and small, and so many 
types of business. 

While office procedures and functions 
remain much as always, Friden has in- 
troduced a radically new way of carrying 
them out: Everything goes on punched 
paper tape! 

When you see a Friden Tape-Talk unit 
in action...you realize some of the un- . 
limited possibilities for applications to 
your office paperwork. 


And you see how Friden automatic 
machines, with their new “common lan- 
guage,” can work and think together for 
swift production at lower costs. 


Friden Tape-Talk machines can auto- 
mate your office in any desired degree... 
(1) eliminate need for manual move- 
ments and operator decisions ...(2) in- 
crease work output without increasing 
payroll costs or overtime... (3) end errors 
normally occurring in data recopying. 

Call your nearby Friden Man or write 
Friden, Inc., San Leandro, California... 
sales, instruction, service throughout 


U.S. and the world. 


© Friden, Inc. 
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mart Dealer 


Fulton offers know-how on al! your marking 
problems. This specially designed kit consists 
of holders, stamp pad, tweezer, and rubber 
type... deep cut for sharper and clearer im- 
pressions. Insist on only the finest... 


Fulton's 
BUSINESS OUTFITS 


— 


Also 
check 
Fulton 


Write 


FREE 





NOW! 





FULTON MARKING EQUIPMENT CO. 


82 Fulton St., Elizabeth 1, New Jersey 
ynufocturers of Marking Devices for Over 49 Years 


M 
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Canadian News 





Our Industry Across the Border 
By Special Correspondence 


W. V. Dawson Ltd., Montreal, announced the following ex- 

utive changes following its recent annual meeting. Kenneth 
W. Murphy, a director of the company, was elected president 
Allen G. Ellis, director and general manager, was elected vice 
president and general manager; Allan E. Sears, sales manager 
VaS appointed a director of the con pany 

we 
Nearly 200 members of the industry attended the 30th annual 


dinner party of the Commercial Stationers Association of To 
ronto. It was held June 26 at the Royal Canadian Yacht Club 
Toronto Island. Directing the proceedings were Norman L. 
Brown, Dominion Blank Book Co. Ltd., currently association 
president; group directors, Al J. Feheley and A. M. (Duke) 
Marnoch. Affair was informal; no guest speakers. 
a 
Davis Agency of Ottawa, Ltd. are now operating a branch 
store in a suburban Ottawa shopping center. Harold Wyman 
is president of the company which had its start as a subscrip- 
tion agency, later branched into general social stationery mer 
chandising activities 
o 
Gillette of Canada, Ltd., Montreal, has appointed Robert G. 
Reith to supervise Paper Mate brand products in co-operation 
with the sales activities of General Distributors, Ltd. A native 
of Grand Valley, Ont., Mr. Reith joined Gillette in 1950 as 
sales representative for the Maritime Provinces, serving with 
both the safety razor and Toni divisions 
€ 
Lee L. Keener, treasurer, B. F. Goodrich Canada, Ltd., Kitch 
ener, Ont., announced the appointment of Kenneth L. Cook as 
manager of office services. Graduate of the University of To 
ronto in commerce and finance, Mr. Cook joined the company 
in 1950, holding various positions, most recently as supervisor 


ot 


sales accounting. He is a native of Kitchener 

. 
In the opinion of Dr. J. R. Petrie, a Montreal economist 
only a war will bring on another economic boom in the U. § 
and Canada. He told a Montreal executives meeting that he 
expects the recession to extend into another year, that when 


the business upturn does come “expect to have a period of 
normalcy at something less than tull employment.” He said that 
Canada's biggest economic worry was the ‘grave threat of 
economic warfare from Russia. . . [They have most of the 


basic export commodities we have, plus the ability to dump 
them on the world markets.” 
8 

H. G. Jeffries, president, Viceroy Mfg. Co. Ltd., Toronto 
told shareholders in his firm’s annual report that inventory 
reductions essential to the company’s best interests had an ad 
verse effect on the year’s profit picture. He reported that or 
ganizational changes had been made in the business “from 
which important improvements in results. are anticipated 

* 

Pioneer in the Canadian fine paper industry and allied trades 

George C. Winlow, 80, died June 4 in Toronto 
o 

Canadian Office Equipment Mfg. Reg'd., Montreal, reported 
work is underway on the three-story $15,000 plant extension on 
Notre Dame St. East in that city. 

- 

Many business men are still sticking to practices that should 
have gone out of existence with the invention of the steam 
engine, and still use methods resembling those of the merchants 
of ancient Babylon. That's the opinion of Dr. W. H. Watson, 
director, Computation Centre, University of Toronto. He 
chided business executives for not availing themselves of the 
tools of modern business, and predicted the economics of 
using computing machines would do a great deal to “remove 
the barnacles impeding the easier transaction and planning of 
business operations 

A 


Jerry Gray has been appointed special sales representative 
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Try this one for 
size... style... value 


It’s the pace-setting 
DAZOR Flexible-Arm 
Fluorescent Desk Lamp 


Does your office-lamp department have this fast-selling, 
popular-priced Dazor? Its features click with both individual 
and quantity buyers. The big 20-inch reflector takes T8 
15-watt tubes. By means of twin Flexible Arms, each user 
locates the light at the level desired—8 to 14 inches above 
the desk. The lamp’s modern styling speaks for itself, and 
you can offer an option of one-tube or two-tube models in 
four decorator colors. 





To broaden your lamp-selling operation still more, we urge 
you to investigate Dazor’s new incandescent pedestal, desk 
and table models. Two are pictured at the right. Check with 
your Authorized Dazor Distributor as soon as you can. If you 
need the name, write to Dazor Manufacturing Corp., 4481-99 
Duncan Ave., St. Louis 10, Mo. In Canada address Amalga- 
mated Electric Corporation Ltd., Toronto 6, Ont. 





ANOTHER QUALITY FIXTURE 
BY THE MAKERS OF 


SPAzZoR FLOATING LAMps 


revorescewy and INCANDESCENT 


See ALL DAZOR MODELS in Booths 366-367, Beverly Room, 3rd Floor, at the NSOEA Convention 
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For one-tube model No. 1001, 
$13.75 is the Eastern Retoil 
Price, applying east of Denver 
ond El Paso. The Western Re- 
toll Price is $15.00, applying 
to Denver, El Paso and points 
west. For two-tube model No. 
1000, the Eastern Price is 
$16.75; Western Price is 
$18.00. Prices do not include 
tubes. For industrial User Prices 
and Deoler Costs, consult your 
Authorized Dazor distributor. 





For Incandescent Customers 


New Executive-Type 
DAZORS are Air-Cooled 





This Dazor Swing-Arm Model 1056 pairs 
high style with diffused indirect lighting. The 
shade is never hot because it crowns a con- 
cealed reflector with an air passage between. 
Comes in frost-green, frost-tan, statuary- 
bronze, gray or ebony, combined with brass. 





Unrestricted placement of high-intensity 
lighting and a compact, cool reflector are 
features of Dazor’s Floating-Arm Model 1057. 
Available colors are frost-green, frost-tan, 
statuary-bronze, gray or ebony. 
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barreled 
service... 





HOLYOKE, 
MASS. 





on the complete Hano line 


To provide the fast, complete service for dealers 
that is such an important part of Hano policy, we 
operate two plants and warehouses. These help 
provide the shipping service Hano dealers want 
Pies 


@ Registers and forms @ Tabulating forms 
@ Snap-a-Part forms @ Stock forms 
e@ Continuous forms e@ Accessories 


See how Hano Dealers make 
profits on the complete line. 
Ask for the folders: This is 
Hano and Business Forms 
Profit with Hano. Some 
dealerships open in the South, 
Southwest and Midwest for 
established stationers. 


COMPANY, INC, 


General and Sales Offices: Warehouse ond Branch Plant 
HOLYOKE, MASSACHUSETTS MT. OLIVE, ILLINOIS 
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the photocopy division of National Typewriter, Inc., Montreal 
Joe Rubin, president, announcing the move, credited Mr. Gray 
with broad experience in the office equipment field as a result 
of his 10 years with the company in various capacities. Mr 
Gray is active in Montreal district sports circles, and counts 
stock car racing among his hobbies. 

me 

Henry M. Floyd, London, Ont. district manager for Munro 
Calculating Machines Co., told a meeting of business executives 
recently that “no matter what type of business we are engaged 
in, we all have something to sell — either goods or services 

The success of our enterprise is in direct proportion to 
the ability of people behind it to move their goods or get 
people to use their product.” Post-war years had been a sellers’ 
market “now we are in a buyers’ market with the danger 
that salesmen who are weak to sell with imagination and crea- 
tive ability tend to make up for this lack by lowering business 
standards . . . The buyer is tempted to make unreasonable 
demands of the supplier because he knows competition is keen. 
For this reason, there is a need for more ethical practices in 
business. 

There are many shades of scruples in business today,” he 
asserted, “with the result that some business men and buyers 
are stooping too low in their selling and buying operations.’ 

a 

George H. Disbrow, 76, stationery manager for Gehrke 
Stationery & Printing Co. Ltd., Vancouver, for the last 10 years, 
has retired. For his 48 years in the industry, he was honored 
at a meeting of Vancouver stationers. Mr. Disbrow joined 
Willson Stationery Co., Ltd. in Regina, Sask, in 1910, staying 
there until 1934, later with the firra in Vancouver until 1940. 
During the war years, he was with Barber-Ellis of Canada, 
Ltd. in Montreal. In 1945 he returned to Vancouver. For a 
few years he served on the staff of Clarke & Stewart Co. Ltd., 
then joined Gehrke’s in 1948. The stationery trade meeting, in 
honoring Mr. Disbrow, presented him with a television set. 
Officiating was W. A. Gray, general manager of Willson 
Stationery Co., Vancouver, who had been employed by Mr. 
Disbrow on entering the firm as a young man in Regina, Sask. 
Meeting chairman was Lawrence Buchanan, Vernon Clarke 
Office Supply Ltd., Vancouver. Mr. Disbrow’s retirement was 
observed earlier at a dinner in his honor by the staff of 
Gehrke’s. He was presented with a gold watch as a token of 
their affection 

° 

Richard Freeman, general manager, Barnard Stamp & Stencil 
Ltd., Hamilton, Ont. was recently elected district governor of 
the Marking Device Association. His jurisdiction covers 
Ontario and Quebec Provinces in Canada. 

Survey of dealer sales by the Stationery & Office Equipment 
Guild of Canada, Inc., for the month of April, 1958, as com- 
pared with same period last year, indicates stationery and office 
supply dealer sales down 7.3%; furniture and equipment sales 
up 6.5%; printing sales up 7.2%. 

* 

Eastern Canadian conference of the Wholesale Stationers’ 
Association, held in Toronto, July 9, was directed by Donald 
S. Frey, the group's secretary-treasurer, and featured a series 
of round table discussions. Murray Douglas, Warwick Bros. 
& Rutter, Ltd., Toronto, moderated the session on “More Prof- 
itable Marketing’; Robert C. Denver, McFarlane, Son & Hodg- 
son (Ltd.), Montreal, and Alex Naismith, Buntin, Gillies & 
Co. Ltd., Hamilton, the session on ‘“Manufacturer-Wholesaler 
Relations”; Jack R. Chipman, The Brown Brothers Ltd., 
Toronto, “Retailer-Wholesaler Relations’; Leslie Robertson, 
Granger Freres Ltd., Montreal, and Paul Jaeggin, Montreal 
Stationers Ltd., Montreal, ‘Problems of Better Merchandising 

s 

Theo. L. Fox, vice-president and general manager, Victor 
Adding Machine Co. (Canada) Ltd., Galt, Ont., announced ap- 
pointment of H. J. Vanderwal to the position of Halifax, N. § 
branch manager. 


Charter Granted Johnson Office Supply 
BILOXI, MISS. 
Johnson Office Supply, Inc., has been granted charter of in- 


corporation listing capital stock of $50,000 
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Carbon Papers+ Inked Ribbons + Carbon Paper Ribbons - Carbon Copy Sets + Spirit Carbons + Master Units + Printed Master Sets + Duplicating Supplies + Copyholders 


EXPERIENCE reflected in manufacturing perfec- CONFIDENCE in products and service... 
tion as a result of sixty-three years of uninterrupted produced and distributed by one of the few 
production... combined with the most modern mer- remaining Owner-managed corporations in the 
chandising and packaging methods. ribbon and carbon industry. 


CURTIS-YOUNG CORPORATION 


110 West 18th Street, New York 11, New York + ORegon 5-3636 


U.S. CARBON & RIBBON MANUFACTURING CO., INC. 
621 Cherry Street, Philadelphia 6, Pa. * WAlnut 2-1416 


DUPLICATING PRODUCTS THAT REFLECT YOUR GOOD JUDGEMENT 
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For the Important Men in Business 


EXECUTIVE POSTURE CHAIR 


Proudest office possession of top management 
throughout American business...the MILWAUKEE 
Executive Posture Chair...a triumph in custom 
quality and healthful posture seating, unsurpassed 
for luxury and distinction...a gilt-edge investment 
in lifetime, fatigue-proof, individualized comfort 
and well-being. 

Write for complete details on the MILWAUKEE 
Executive Posture Chair—the largest-selling 
luxury chair in the office field. 


makers of fine chairs for over half a century 


MILWAUKEE CHAIR COMPANY 


Milwaukee 45, Wisconsin 
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6" high 
13” long 


PRINT-0-MATIC 


A-2G CARD SIZE 
DUPLICATOR 


wtth 
& BIG EXCLUSIVE FEATURES 


@ Knob-control for cards 3” x 5” to 4" x 6” @ “Pro- 
fessional” copies at 2,000 per hour @ Prints multiple 
colors with quickly replaced inexpensive drums @ Con- 
Stant-pressure feed and side-guide control assure one-at- 
a-time accurate registration @ Prints perfect impressions 
on thin or heavy stock, saves 60% on ink @ Rugged 
steel base, new Print-O-Bronze enamel, suction-cup feet, 
hardened steel ball-bearing moving parts—compact size. 


Ideal for 


every Church, Club, Factory, Hotel, 
Library, Office, Restaurant, School or 
Store... for Labels, Tags, Memos, 
Short Notices, etc. 


| PLUS £ ACTION DISPLAY 
£E TO SPEED YOUR TURNOVER 


Complete with 
supplies & cover. 


$1995 


Pius F.E.T. 


All-new Electric 
Demonstrator — 
most powerful sales 
stimulator ever made. 
stops the eye... 
shows the “why”... 
makes folks buy! 





/ ORDER YOUR MACHINES NOW! 
©, Use Either of These 2 Merchandising Plans 


4 Be action DISPLAYIPH ACTION DISPLAY 


plus ONE FREE plus 
% Demonstrator Machine com- 250 envelope stuffers, (not 
> plete with supply kit... imprinted) . . . with initial 
§ 500-imprinted envelope stuf- order for 6 Model A-2G 
fers ... with initial order for Duplicators. 


12 Model A-2G Duplicators. 


7 PRINT-O-MATIC CO., INC. 


724 W. Washington Bivd. 
Chicago 6, Ill. 
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Can your business 
co-exist with 7O million 
captive people’? 
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As long as an Iron Curtain shuts off the satellite countries 


of Europe, the framework and future of free enterprise \ 
i will be in danger. > 
j 


There is proof before us every day that the world can pros- 
per fully only when men everywhere are free to choose their 
own way of life, build their own businesses and till their own 
land. Yet behind the Lron Curtain 70 million people are still i 
virtual prisoners of the Communists. : 


There are a number of ways you and other American 
businessmen can help these people, yourselves and the 
world. One of the most direct is through Crusade for 
Freedom, sponsor of Radio Free Europe. 

For six years, this powerful overseas broadcasting v4 
operation has been beaming the truth into five key satel- 
lite countries. It has been outstandingly successful. : 

The Communists have spent fabulous sums trying 
unsuccessfully to jam RFE’s programs. The bill for 
this last year in Poland alone was estimated at 
$17,000,000. Two-thirds of this amount will support 
the entire RF E operation for another critical year! -_ 

And we know from letters and reports that truth 
from Radio Free Europe has helped keep alive the 
desire for freedom. The proof is history. 





{ So give your generous support to Crusade for 
Freedom in aiding these 70 million captives. If 


eee i you don’t send them the truth— who will? 






Scare 


Some ways business executives have t/ ~ . 
helped. Check the ones you are interested in. oy , - 


[) Display Crusade material on your company bulletin board. f 


[] Plan a paycheck stuffer to inform your employees ij 
of the importance of the Crusade for Freedom. « 


[_] Plan to conduct an in-company solicitation. 





] Match employee funds with your Truth Dollars, H 


and information write CRUSADE FOR FREEDOM, ' 345 WeEast 46th St., N. Y. C. 172 


For campaign material 
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Step Up Envelope Profits 
With Justrite Specialties 








Tamperproof Safety Fold Envelopes is one of the 
Justrite specialties which will help you fill all of 


your customers’ envelope needs . . . and open the 


doors to new accounts, too. 


These functional envelopes have multiple usage for 
banks, savings associations, and other businesses 
where bulky mail must be kept confidential. Tamper- 
proofs are available in flat and expansion styles 
and are furnished in a variety of sizes, from 4!/2" x 
72" to 12” x 18", to take care of all mailing re- 
quirements. 


Extra heavy gumming on the flaps insure positive 
sealing and rugged brown kraft stock enables valu- 
able contents to be handled with complete safety 
in the mails. And Tamperproofs can be obtained at 
the factory with or without your customer's imprint. 
Other popular envelope products in Justrite’s com- 
plete line include Currency Gift Envelopes, Self 
Service Envelopes, Bank By Mail systems, Florist 
Envelopes, First Class Mailers, Zenith Bank Pass 
Book Jackets, Bankers Kraft Envelopes, and many, 
many more. 


Write either Justrite factory for Price List 5-6 and for 
more information on these and other items in 
Justrite’s full line of standard and specialty envelope 
products. 


Two Modern JUSTRITE Factories 











NORTHERN STATES ENVELOPE CO. 


Jus 300 East Fourth Street © Saint Paul 1, Minnesota 
JUSTRITE ENVELOPE MFG. CO., INC. 
523 Stewart Avenue, S.W ° Atlanta, Georgia 








Sold for Resale Only 
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Deaths 


Eli M. Ackerman, 


vice-president of Crown Office Supply Co 
{ at the age of 48 i 





Chicago, died July 
in his home at 8920 Knox, Skukie, Ill. He 
had been with the firm for 32 years. 

A member of Hollywood Park B'nai Brith, Mr. Ackerman 
was a past vice-president and financial secretary of Congrega- 
Tikvah 
a daughter, Mrs. Esther Ablin; two brothers, 
Los Angeles; three sisters, Mrs. Clara 
Mrs. Rose Concialdi and Dorothy; and 


tion Sharre 
Surviving are 

Rubin and Louis of 

Berlind of Milwaukee; 


one grandchild 


James D. Donovan, 


57, sales manager of United States government sales for Smith- 
Corona Inc., died in his office in Washington, D. C., after a 
heart attack June 16. 

For more than 30 years prior to joining Smith-Corona, Mr. 
Donovan had been associated with the Corp, 1 
Park Ave., New York City, in recent years as general sales 
manager. 

Surviving are his widow, Mrs. Dorothy Donovan; a daughter, 
Mrs. Paul J. Power, Jr.; his mother, Mrs. Nellie B. Donovan; 
brothers, the Rev. Vincent J., John T., and Francis J. 
and three sisters, Mrs. Helen Fitzpatrick, Mrs. Kath- 
Clara Shuback. 


Underwood 


three 
Donovan 
erine O'Mara and Mrs 


Aaron M. Sternberg, 


died at the Haddassah Hospital in Tel Aviv. Israel, on May 30. 
He had recently left for a trip to Europe and suffered a heart 
attack the day after his arrival in Israel. His sudden death came 
as a shock to his family, business associates and friends. 

An outstanding executive and business leader, Mr. Sternberg 
had been in the office furniture industry since 1933 and founded 
the Ace Desk Co. in 1935. He was instrumental in and guided 
its growth from the small beginning during the depression to 
the firm's position in the industry. He was a hard 
working philanthropist for his community 


widow, Bea Bleiwies Sternberg 


present 


Surviving are the sons Henry 


and Gilbert, daughter Felicia Singer and eight grandchildren. 


Don Armitage, 


61, owner of the Capitol Office Supply Co., Charleston, W 
Va., died of a heart attack recently while on a business trip 
Mr. Armitage 


was a native of Charleston, educated in 


Charleston schools and Hampden-Sydney College. He was a 
veteran of World War I. 

Surviving are the widow, Margaret; two daughters, Mrs. J. C. 
White of Philadelphia and Mrs. Robert M. Pratt of Charles- 
ton; a son, Andrew of Charleston; a sister. Mrs. Herford Mc- 
Ginnis of Atlanta, Ga., and two grandchildren 

. 
James lIler Seybt, 
vice-president and secretary of W. A. Seybt & Co., In 
located in Greenville _ died on May l He was a well- 
known dealer in the office equipment and supply field 
New Firm Opens for Business 
HOUSTON, TEX 


specializing in catalog covers and loose- 
Rosine St. The 


The Gulf Cover Co., 
leaf binders, has opened for business at 1211 
firm is headed by Hugo von Rohr. 
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. " O stick to 
| these rules! 


If you want to keep customers... 


WHITE } Gil, %” ruled 3901, %” ruled 5011-13C, %” ruled C2-2865QR, %” quad- C2-161R, %” ruled 
PADS > one side in grey, two sides in blue, one side in blue & ruled one side in blue, two sides in blue, 
BY x 11” \ 100 sheets 50 sheets red, 50 sheets 50 sheets 50 sheets 





CANARY } 1135S, legal ruled, two 5011MR, Court Room Pad, C2-1641R, %” ruled 3941, %”" ruled 
PADS > sides in blue & red, ruled two sides in blue two sides in blue, two sides in blue, 
B8Y% x 11” \ 50 sheets & red, 50 sheets 50 sheets 50 sheets 
\ Follow these nine easy rules to success . . . for these ruled pads 
k abou : 

: 7 | y, y, abel 4 are the kind that most customers request. Keep those customers 
\ Persona yan \ coming back by keeping these ruled pads in stock. 

\ ° 

\ ane aid! ° 

cystomer- Get them all at R-B... keep them always in stock! 





samples available to qualified 


ies Rockwell-Barnes Company 


dealers upon request. 


Specialists to the Stationer Since 1903 
R-B means 


REPEAT BUSINESS 35 EAST WACKER DRIVE @©@ CHICAGO 1, ILLINOIS 
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posting equipment 






SOLD because they 
are engineered and 
built for USE 


DUO-MATIC 
POSTING TRAYS 
AND STANDS 





PORTA-MATIC 
POSTING TRAYS, 
AND STANDS 





V-MATIC TRAYS 
(Small Capacity 
Containers) 


HANDI-MATIC TRAYS 
(Fer writing boord and 
machine accounting rec- 
ords requiring small 
capacity containers.) 


ALSO POSTING BOXES, SPECIAL SIZE 
TRAYS AND STANDS, AND INDEXES. 
Ask for complete information on 

sizes and prices 





M-L MEAD-LEE Associates 
| ASSOCIATES | SOLE DISTRIBUTORS FOR 


POSTING EQUIPMENT Geeoration 
1721 Elmwood Ave., Buffalo 7, N. Y. 
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Men on the Move 


The Joseph Dixon Crucible Co. has 
announced the appointment of Emil J. 
Contreras as manager of national ac- 
counts, a new post. Representing Dixon 
to the trade for nearly 30 years, Mr 
Contreras is widely known in the Metro 
politan New York and New Jersey areas 
He presently is president of the Metro- 
politan Travelers Club. 





s 
Appointment of David M. Woodrow 
as sales manager for microfilm reader- E. J. Contreras 


printer products, duplicating products 

division, has been announced by Minnesota Mining & Manufac- 
turing Co. He was formerly divisional dealer trades manager, 
joining 3M in 1948 as a project engineer in 1951 and a duplicat- 


ing products salesman in 1952. He was made a sales supervisor 
in 1955 and became sales manager for dealer trades in 1956 
— 


Douglas E. Runnels has been named 
national sales manager of the W. A. 
Sheaffer Pen Co. to succeed F. E. Troy. 
Joining the pen company in 1953 as a 
sales representative, Mr. Runnels served 
as a field supervisor, central division 
sales manager and western division sales 
manager. He has been succeeded as 
regional sales manager of the central and 
western divisions by Hugh C. Green. Mr. 
D. E. Runnels Troy, who had been with Sheafter’s for 
18 years, moved to General Time Corp. 





as vice-president and director of marketing 
o 

Challenger Manifold Corp., Ltd. and its subsidiary com- 
panies, Peerless Distributors, Ltd. and Carbon Paper Service 
Bureau, Toronto, Canada, announces the appointments of three 
new key men. S. L. Gallagher and John Vanderschoof have been 
appointed to head up the new Kodak Verifax Division. Harold 
L. Collins is the new executive assistant to the vice-president. 

oe 

Star Office Accessories, Bronx, N. Y., has appointed William 
Corbett and William Corbett, Jr. as sales representatives in 
southern New Jersey, Pennsylvania, Maryland, Washington, 
D. C. and Virginia. The Corbetts have been servicing this ter- 
ritory for the past 17 years. 

~ 

Managership of the Hartford (Conn.) branch of The General 
Fireproofing Co. has been given to Thomas V. Naughton, suc- 
ceeding the late Thomas O. Cole. 

Mr. Naughton joined The General Fireproofing Co. in 1937, 
where until 1945 he worked in contract sales, specializing in 
aircraft seating during World War II. In 1955 he was pro- 
moted to manager of national account sales, a position which 
he had held until his present appointment 

— 

Joseph Dixon Crucible Co. has added four salesmen to its 
pencil sales division. They are Don Duckwitz for southern New 
Jersey and Philadelphia, Dwight Grubbs for North and South 
Carolina, John E. (Johnny) Gunnell for western Pennsylvania 
and Don Sterling for eastern Pennsylvania 

o 

Smith-Corona Inc. announces the following appointments: 

Miss Amy Vanderbilt, well-known author and etiquette 
expert, to act as consultant, helping familiarize the company’s 
portable typewriter users with the proper etiquette for type- 
written social correspondence. 

-Louis F. Quinn as manager of the branch office at Rich- 
mond, serving most of Virginia and the eastern portion of 
North Carolina 

H. C. Carpenter as home office field representative for 
Hartford (Conn.) and Providence (R. I.) branch territories. 

2 

Samuel F. Peirce was named marketing manager of the add- 

ing machine division of Underwood Corp., according to an an- 
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Finlandia 


... A New Lounge Group by Marble 








Designed for gracious hosts 
and sales-minded dealers 


Finlandia is an invitingly airy new lounge group 
that is truly versatile. Gracefully light and mar- 
velously relaxing, Finlandia is large enough for 
reception rooms — small enough for private offices. 


Slender walnut frames and zippered cushion 
covers of fabric, leather or Naugahyde add zest to 
customers’ offices and dealers’ sales. Resilient 
foam cushions and hand rubbed lacquer finish on 
finest American walnut combine with tradition- 
ally superior Marble craftsmanship to make 
Finlandia irresistibly appealing to everyone. 










Write for complete information today. 





THE B.L 


Marble 
CHAIR COMPANY 


Becteors One 





Can the Marble Design Center Help You? 


This skilled staff has helped many Marble Dealers 
greatly increase their office furniture sales. 
They’re ready to help you, too. Just write or call , 
for complete information on this display room and The World’s Largest Selection of Fine Office Seating 


customer office design service. CONTEMPORARY * MODERN « TRADITIONAL 










° 
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How to sell 
more copies of THE 


~ AMERICAN COLLEGE | 


DICTIONARY 


1 Use BENNETT CERF’s name and fame 
@ to identify it. Mr. Cerf says: “I think 
we have made this the finest and most authori 
tative desk dictionary published in the United 
States. Furthermore, it’s one of the best values 
I've ever seen!” 





Emphasize that it has the clearest, most 
@ readable type — as verified by the General 
Electric Lighting Research Laboratories. 


Point out that more than 350 recognized 

@ authorities worked directly on this book — 
show your customers the impressive list right 
in the front of the dictionary (pp. vii to xvii). 


4 Explain that there’s oaly one alphabetical 
@ listing—no time wasted hunting for names, 
places, foreign words, etc. 

And remember, you get 40% discount on 5 or 
more copies, 42% on 20 or more, 43% on 50 
or more . . . one binding or assorted bindings. 
(S-6: Tan buckram, $6.00 —S-5: Same, no 
index, $5.00 — S-7: Red Fabrikoid, $7.50 — 
S-10: Deluxe red leather, $15.00). Free ad mats, 
statement enclosures, etc., on request 









RANDOM HOUSE, INC. “> 
457 Madison Ave., pr, 
New York 22, N. Y. palit ia} 
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nouncement made recently by Elmer M. Richardson, general 
marketing manager. 

At the same time it was announced that J. R. Lees, Jr., had 
been appointed marketing manager of Underwood's typewriter 


div ision. 


* 
Du Ray E. Stromback has been named 
general manager of Plymouth Mfg. and 


Eng., Burroughs Division of Burroughs 
Corp. Former manager of engineering at 
Plymouth, Mr. Stromback succeeds Robert 
A. Niemi, who is resigning to accept a 
position outside the corporation. Mr. 
Stromback joined Burroughs in 1949 as 


a design engineer at the firm's research 





center located in Paoli, Pa. 
D. E. Stromback e 

Joseph W. 
wood Corp.'s Pacific district, according to an announcement 
made by David H. Burrell, vice-president—marketing of that 
company. Prior to joining Underwood in March 1958, Mr. 
Stallings was general manager of the Clary Corp. 

a 

Paul M. Harrod has been appointed 
manager of the Baltimore branch of 
Victor Adding Machine Co. For 10 years 
he had been president of the Paul M 
Harrod Co., Baltimore distributors of 
A. B. Dick products. Previously he served 
as head of the department of management 


Stallings has been appointed manager of Under- 


of Indiana University and as a lecturer in 
business subjects at the 
University of Baltimore and Northwest- 


management 


ern University. Paul M. Harrod 


Other Victor adding machine appointments 

Hunter E. Rose has rejoined the company as director of the 
research laboratory at Athens, Ohio. 

Henry Brown has been appointed service training supervisor 
for the entire western region, assisting Regional Manager Kurt 
Vasen and supervising all training activities in 11 states fron 
regional headquarters in Beverly Hills, Calif 


Salesman Joins Central Typewriter Co. 

Lester Renschler; owner of Central Typewriter Co., 116 N. 
2nd St. in Ponca City, Okla., recently announced the addition 
of Ray Ellis to the sales staff. 

Mr. Ellis will travel the surrounding five counties selling the 
firm's full line of office machines, equipment, and supplies. 
His territory includes Kay, Grant, Garfield, Noble, and Osage 
counties. Mr. Ellis had been an employee of the Jay G. Paris 
Furniture Co. for the past 13 years. 


Fire-Razed Firm Moving to New Location 
GASTONIA, NC 
Spencer's, Inc., office supply firm hopes to move into its 
new $75,000 building on W. Main Ave. by August 1. The new 
building will replace one lost in a fire February 15 


Ol’ Doc Stork 


The newest design of Bill Jr. and Alice Manookian (he's of 
Designcraft) is a daughter, Michell, born June 7 at St. 
Vincent's, New York City. Proud grandfather is William 
Manookian, Sr., Lion Desk Co. 





Guest Book 


Robert O. Ruffalo, of Security “E’ Lock & Safe Co 
at our offices on June 26. His product is a new, electrically 
His trip was a preliminary to arrangement tor 





visited 


controlled safe 
coverage in the Chicago area. He states that although new, a 


number of large users already have expressed interest in it 
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—and simplified tray removal 


featured in PEERLESS 
CARD FILES means extra 


filing cabinet sales for you 


Sell Peerless. Be prepared to offer 
the complete line of card filing cabi- § 
nets. There’s a 20-tray and a 22-tray eee Deas 
model for Tabulating Cards. Plus a 
14-tray, 16-tray, and a 20-tray model 
for 3”x5”, 4”x6”, and 5”x8” Standard 
Index Cards. 


“” 


Cme AG ia 


* 
ws 


Sell Peerless and you sell cadmium 
plated follower blocks and runners. . 
no paint to gum-up and mar cards. 
Full finger slots permit quick refer- 


“7 


ence to any section by pushing up 
from below. Finger release follower 
block prevents warping and spilling peezsnoe rate os 
of cards. New follower block thumb er ae 
grip prevents card damage. 


4 
| 
4 
\ 


a 






1>CHCpIW = 

















Many additional, exclusive sales 
features like these make the Peerless 
Franchise today’s outstanding line of 
metal office furniture. It may be that 2 


/ 
ee 
the franchise is open in your territory. % ‘ -" , 


A copy of Folder #100-A will give 
you ALL the facts on the sales- 
ability features of Peerless Card 
Files. Write for your copy today. 


a 


Pal 


Piri 





Top illustration shows codmium 
plated follower block ... center 
photo illustrotes positive follower block locking . lower photo 
demonstrates ease of follower block operation. No domege te cords. 


nom « 


STEEL EQUIPMENT CO. 


ell @Mal-d-l0-1-) a 02 Sl 






—_* 
—_——_ 








+ pe nto eel ORF 


NEW YORK CHICAGO HOUSTON LOS ANGELES 
é 


— % 
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For dependable service and fast delivery, 


choose GENERAL 


low-cost, unground ball bearings 
and bearing assemblies. 
GENERAL BEARING CO.., INC. 


53 Roselle St. 
Mineola, N. Y. 
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Patents 





(Copies of patents can be obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 


Granted May 27, 1958 
2,835,950. Pass Case Binder. Karl F. Sonntag, Wat 


2,836,152. Means for Correcting Hectographic Master Sheets 


2,836,182. Loose Leaf Binder. W 


Ir New Yor 


Granted June 3, 1958 


2,837,057. Mechanical Multi-Color Pencil of the Ball-Writing or Lead-Writing 
Type. Kurt Mor Pforzheim, and Euger tz t forz 
ermar anor Heinrich Morlock, Pforzhein 
2,83 7.274 Printing Mechanism. Siegfried G 
tti ¢ f A ca, New York, N. Y 
2837 275. Control! of Totalizer cag Mechanism by the Totalizer 
Konrad and Rudols Moser, Daytor Oh The ft 
2,837,279. Data Processing Machine. Arthur H 
ind Robert |. Rot V Pleasant, N. Y 
Machines Core New Y N. Y 
2,837,280. Record Controlled Statistical Machines. & ard t Baldw 
scor Engl } to Powers is A t \ r t 3 
england 
2,837,393. Knockdown Cabinet and Method of Assembling Same. R& ard Wo 
tier t Char agnor to Aurora Eq ne \ ra 


Granted June 10, 1958 


2837 801. Clip and Cap Assembly for Writing Instruments 


Joseph J. Cada hicag Ill., assignors to Cory f igo 
"2.837, 802. Page Holders or like Articles. Dor k Ge New York, N. Y 
2,838,026. Writing Instrument. Ernest H. Seibert a ph J i go 
assign to Cory p., Chicago, Ill 
2,838,095. Posture Chairs. Charles U. Deat 
2,838,096 Chale umes A. Heavern, C 
Vifg. Corp C 
2,838,157. Duplie: ating Ribbon Attachment. Ju H nan, N 
2,638,174 Record Sorting Machines. Frank r tar 
2 838 231. 


Automatic Overdraft Detection Lock for Accounting Machines 


He nrad and Rudolph J. Moser, Dayton 


h Re aister tor Ohic 
"2,838 235 Key-t Res ponsive Calculating Machine with Automatic Repeat Mech- 
anism. Alton G y( thaca, N. Y., assignor to 7 Nat . ter 
f Or 
2.838, 241 Tens Trans fer Mechanism for voatis zers g 
rg, Ger y sig ) he National Ca R t 
Granted June 17, 1958 
2,838,994. Elements for Use in Practice of Spirit Duplication Proce 
t Nortt RIV } ivit, Mayw r a 
2,839,029. Pencil Lead Connecting Mechanism. ; t 
2,839,030. Writing Instruments. Ce Zang 
2,839,176. Adjustable Platen Roll. Albert 
2,839,203. Filing Systems. Otto Alfred 
Granted June 24, 1958 
2,839,995. Printing Plate and Holder therefor : 
Robinson, 7 ai ay dna i 
2,840,042 Mechanical Pencil. Christ And 
2, 840,083. Card Container. Harold B. M 
2 840 165. ” Punch Mechanism for Punching Sti atistical Records 
Wallington, Eng i, a } to Powers-Sar t Nact 
2,840,217. Dual Sheet Feed Mechanism. Arthur N iW hwo- 
w, Norwalk, ( assignors by mesne assignment t erry Rand ‘New 
York N y 
2,840,294. Mailing Container. John S. Dav 2 yh, N jnor to 
Equitable Paper Bag | n Long Island City 
2,840,295 Envelope. Fred Fromm, Cranford, N assianor Berlin & 
Ww ( Ir New York N. Y 
2,840 296. Envelope. Fred Fromm, Cranford, N aSsig to Ber & 
J Co New York, N. Y. 
2.840 310. Reversible Counter Mechanism. Chr A. Christoff ; abriel, 
f assignor to Clary Corp 
"2,840, ned _ Bookkeeping Pad Assembly Employing Shingled Strips Vincent 
Richard Yo t, Whittier, Calif., assignor, by me assignments, to Burroughs 


2,840,431. 


ia f at t assignor 


Modular Office Work Space and Partition Structure Steve G. 
by mesne assignment he Globe-Wernicke Co. 
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This is the office of a successful 
man it is a Steelcase office, 
typical of those installed for many 
outstanding companies by auth- 
orized Steelcase dealers. 

And, because Steelcase manufac- 
tures the world’s most complete 
line of fine steel office furniture, 
many clients specify Steelcase 
throughout ail the private and 


general offices in their organiza- 























tion — through the same dealer! 
The cost is surprisingly modest, 
the return to the dealer sur- 
prisingly high. 

If you are not now handling the 
superb Steelcase line, write or 
call today for more information 
about our profitable dealer plan. 
Steelcase Inc., Grand Rapids, 
Mich. In Canada: Canadian Steel- 
case Co., Ltd., Don Mills, Ont. 


STEELCASE 
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This is a section of iniand Stee! 


Company's new genera! office. 


IN © 
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4q Chicago NOFA Group Discusses 
é ‘Better Offices Week’’ Promotion 








The Chicago NOFA board of directors met recently with in 
lustry representatives and members of Chicago daily na 
papers to discuss tentative plans for a major promotional 
to stir the sale of oftice furniture in the Chicago area 

The progra is initially presented by Mel Li 
Brothers Contract Division and chairman 

— studying the possibilities of the event, would invo 
Ss effort such as Better Office Week” followed by a itinu 
SUPER-OBRO flow of promotion to sustain the idea of getting rid 
‘ . $7 complete flice furniture in favor of functional, modern units 
Here's the cis | coe romae (eee sree = oe ais bot 


: NE us LOOK Markwell Premium 


Quality Office Staplers 
that will bring Markwell — designed, styled Display Firm Expands Service 


and priced for every 


Dealers increased sales —**?P "9 "eed CHICAGO 


Robert E. Jackson has been appointed vice-president 
t PI f 


° 

Re and profits ee charge of merchandising for Standard Manufacturing rp 
— a, announced L. I. Hadden, president 

Mr. Hadden stated that his firm is now working with s 

many “blue chip” firms, on so many widely diversified display 


D> Markwell Office Staplers now furnished problems, that he felt it necessary to expand its merchandising 


counsel to clients 


complete with Staples Mr. Jackson is well known as a basic erchandising man in 
= both the point-of-sale display field and advertising agencies 
>’ New lower Dealer prices on Markwell Staples Standard creates and produc es permanent plastic outdoor and 
, indoor displays, display signs and display fixtures at 0 S 
» New lower Consumer prices on Markwell Staples Central Park Ave., Chicago 24. 


"> New and exciting Sales Aids 


Joins Sales Staff of Branham’s, Inc. 


WWlatusell Edward R. Maillard recently joined the sales statt of Bran 


N ST.. NEW YORK13.NY. ham’s Inc., at 325 N. Broadway in Oklahoma City, Okla. M1 


Maillard was formerly employed by the state of Conn¢ 


UNGROUND 
BALL BEARINGS 


For the Office Equipment Industry 


ILIAN 


Long life and service are assured you because — 

1. All component parts are machined from steel bars. 

2. Each component part is properly heat treated. 

3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 

able where quiet operation is desired. 
























Distributors in All Principal Cities Catalog on Request 


KILIAN MANUFACTURING CORP. 
SYRACUSE, NEW YORK, U.S. A. 


Kilian Manufacturing Corp. Fischer Bearings (Canada), Ltd. Kilian Steel Ball Corporation 
(Canada), Ltd. 240 Fleet St. East, Toronto 2B, Ont. 100 Wellington St., Hartford, Conn. 
240 Fleet St. East, Toronto 2B, Ont. 





ASSOCIATED 
COMPANIES: 
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CUSTOMER CATCHING 
“BACK TO SCHOOL’’ 
WINDOW DISPLAY 


- = - WITH $75 ORDER FOR 
WEBER COSTELLO PRODUCTS 


A striking indoor-outdoor globe appears to 
be floating in air on your window. Customers 
stop and look. The big 18” x 24” display 
poster invites customers into your store to 
buy your school supplies. Sixteen small dis- 
play sheets tie in all of your school supply 
items throughout the store. These valuable 
promotional display materials are yours free 
when you place a small minimum net order. 
Write today for Back-To-School order form 
containing a suggested list of best-sellers. You 
may alter quantities or make substitutions— 
just so your order totals $75 net. Write, wire 
or phone today for full particulars! 





















A WORLD OF < 
pe Eh | 
IN FINEST MATERIALS 

FOR SCHOOL 
Sy 


Hurry! 
Offer Expires 
August 5 














World's Finest 
= C4 S : 
WEBER COSTELLO COMPANY 


Don’t miss this year’s bigger CHICAGO HRtEEEEEino ls 


ERASERS, ART MATERIALS, MAPS, GLOBES 


than « ever “Back to School’? Market. MANUFACTURERS OF CHALKBOARD, CHALK 














Ma and. Mes Erhoa ral iA Gar mon 


VENETIAN 


Ms end Mn a (hm « 2 y we 


FLORENTINE 


4 “] : 
Oni. ana AB, YW, laav A B. 10 Pup 
FLEM 
S 6 ray “4 2 ’ 
NN. and Mrs. Koy Mdword Loughton 
RIVIERA 
Mr and Wrs Arthur R Broderick 


FLORIDIAN 
Mr and Mrs George R. Werylord 


let a pretty face stimulate sales for you! Rano 


BASQUE 


Mer. and Mrs. Thomas Barry Nichols 


LONDON TEXT 





from the Flower Wedding Line.. 


Bhs popular faces of the year! 
RS CS PG rcses cont tore win si snore exe covennegm 


® joined letters in exciusive new scripts! new effects with superimys 


@ sharper, more legible letters! superior craftsmanshir 


i aw . 7 9 : . ; 
a 7\ bee bees Flower Wedding Line Catalog teatures a compiete 
selection of ali the most asked-for styles! Postpaid st t it within two day f P 


address your request On Your h {SineSS le é 


REGENCY THERMOGRAPHERS®:'*:;'« 





also commercial announcements and business cards 
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STOCK 


Business 


FORMS | 


..in the new sales conditioned | 
FLIP OUT DISPENSER BOX! 


For small business firms and the right 
answer to inter-department require- 
ments of large companies. Items that 


make you money. 


Write for FREE sample. Dept. ‘‘OA."' 


ROGERSNAP 


BUSINESS FORMS 
P. O. BOX 10425 DALLAS 7, TEXAS 





CZ WT PM At BSS ALI CONSTRAINT MAE PSI MA EWE ELYRIA CLANS PF AZ” 


if he has an office... 


Handsome... flexible . . . sectional 
...modern-minded — that’s 

the exciting new concept design 
group of Hale bookcases. 


In genuine walnut with dark, light 

or oil hand-rubbed finishes and with 
colored interiors, Hale cases assure 
perfect matches now or in the future. 
Write for free catalog. 





illustrated is the two- 
section 1007 case—ideal 
for a desk companion. 
Sections can be stacked 
or placed end-to-end or 
back-to-back. With 
receding, sliding or 
“Se -yperer NEW YORK “shoji’’ doors. 
MANUFACTURING CO 


| 


NDOUSTRIES, INC 


On pre Kaki 
—_— 


YOU CAN’T AFFORD TO OVERLOOK BOOKCASE PROFITS... 
TRADITIONAL, CONTEMPORARY OR MODERN ...HALE HAS IT! 
ES RAG aI SSR SAR he WA POACEAE TAR KID 





| 
| 
| 
| 








‘*Miami-to-Milan for Me and the Missus’’. . 


head of Winfield Electronic Sales Co., 


Bill Kessler (center) 


North Miami, Fla., in a 


is the front-running representative 
Geloso Steno-Tape Recorder contest for an all-expense-paid 
vacation for two in Italy, to be awarded to the Geloso repre- 
sentative and distributor who exceed newly-set market 
for this year by the greatest margin. Congratulating the sales 
executive on his early lead are Myles S. Spector (left), sales 


quotas 


manager, and Samuel J. Spector, president of American Geloso 
Electronics, Inc 
Stacor Expands New England Service 

As a service to area dealers, Stacor drafting equipment is 
now being carried by Engineers Supply Co., Inc., 26-28 Brattle 
St., Boston, Mass., and 191 Church St., Hartford, Conn 

The Stacor Equipment Co. announces that this new distribu- 
tor will warehouse the complete line for prompt delivery all 


over New England 





A proven way 
$ to accumulate 


$ money 
























STEELS S<rRONG 
COIN HANDLING SUPPLIES 


Sold exclusively through Stationers and 
Office Supply Dealers for over 40 years 


COIN HANDLING ACCESSORIES 
Seal Presses * Legal Seals * Downey Change Trays 
Teller’s Moisteners * Currency Racks * Manual Coin 
Counters * Packaging Trays * Linen Shipping Tags 
Steel-Strong Coin Trays & Lift Pans 
COIN WRAPPERS 


Old Style * Rainbow * Automatic * Duzitall 
Kwartet * Tubular * Gunshell 


BILL STRAPS 
Federal * Colored * Banding 
. 
Write for Information! 






THE C. L. DOWNEY CO HANNIBAL, MO. 
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CALENDAR CLOCK 


Perpetual time... this clock and calendar combination keeps 
you up-to-date for years to come. For the 
correct date just move the magnetic rings. ideal 
for the office and home. Size: 18” x 56” x 114” 













“One of our many decorator products!” 


PETER PEPPER 
Products 
Palos Verdes Estates, Calif 








GALLERY CcLocK 


| Show eff your company products, plant or personnel 
photos, awards, etc. Combined with a precision clock, 
the wainut-finished frame adds interest and decor to 
any office. Size: 12” x60" x 1%" 


‘One of our many decorator products!” 
PETER PEPPER 


o Products 
Palos Verdes Estates, Calif 












e, write Dept. 0A8 


“MORE 
PEOPLE 
BUY 


MARKING DEVICES 





THAN 

ANY 

OTHER 
__->-77 BRAND 


soLd 
Q DEALERS 








MPANY ° 362 W. CHICAGO AVENUE e CHICAGO 
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Underarm 70) -4 6 20) eS 


SIX SIZES and STYLES 


DESCRIPTION Si2€ 


LETTER SIZE 

LEGAL SIZE 

JUNIOR SIZE 

Two INCH EXPANSION 
LETTER S!1ZE-STUDENT GRADE 
ENVELOPE 























IDEAL XMAS GIFTS 


High in utility, smartly styled — 
practical Glad-Mar items are popu- 
lar business gifts. Imprinted for your 
customer if desired in lots of 12 or 
more. Complete range from low cost 
underarm portfolios (6 styles) to 
choice Policy Pak, a highly prized 











gift illustrated at the left. Also 
iin Binders, Tie Cases, Cushions, Litter 

Bags — all suitable business gifts. 

Write For Catalog 


Herbert J. Walsh 
GLAD- MAR PRODUCTS 


M 
N LWA ile 





EE AVEe 





& 
READY 
SELLER 
AT 


$1775 


(Slightly higher west 
of the Rockies) 
TAX EXTRA 
INCLUDING 
TELESCOPIC 
EYEGUIDE 











Takes all copy up to 20 inches 
3 — A money-moker that is easy to sell. 
ne + Now the RITE-LINE Copy holder has 

4 agoned Pies 
EYEGUIDE CONTRACTED 


the new Telescopic Eyeguide at no 
extra cost. Takes all widths of copy 
[——=* 





from a machine tape to 20 inches. 
Self-contained, all-metal, compact, at- 
tractive. Requires no installation or 
service. Illustration shows it with LINE 
ae ~ MAGNIFIER attached. Magnifier is 
extra equipment you can sell. 





EYEGUIDE EXTENDED 
For full particulors, discounts, etc., write to-— 


RITE-LINE CORPORATION, 4209 39th Street, N. W., Washington 16, D. C. 





en 





LAWSON 
Steel 


WASTE 
_ BASKETS 


Lawson 


Paneled 
Lawson 


Space Saver 


Excel in 


STYLE - STRENGTH - ECONOMY 


Lawson Waste Baskets are made of selected steel for ap- 
pearance, durability and economy. They are recognized 
leaders in beauty and utility. Available in a wide range 
of popular colors and simulated wood grain finishes. Ex- 
clusive construction features protect furniture and floors 


against scratches. Fireproof. 


Warehouses in Principal Cities 


THE F.H.LAWSON Co. 


= EsT.1816 « CINCINNATI 4, OHIO 


LAWSON PRODUCTS ARE NATIONALLY ADVERTISED 











only Moduform is completely” 
surfaced with forMica 


*TOP, SIDES, DRAWERS, AND DOORS 


Best-seller in your showrooms because Moduform’s 
handsome desk units are fully Formica-protected against 
scuffs, stains, burns. Authentic woodgrain and decorator 
color designs. Complete line of modular components. 


Modestly priced. 


THE WALLSTREET 400 Overhang and Credenza, both 
with flush metal trim. 


1610 S. Main Street 
ADams 3-5116 
Write for free brochure. 


Inquiries invited from manufacturers’ representatives and 
dealers. 


See Moduform, NOFA Western Regional Meeting, 
Ambassador Hotel, Los Angeles, July 30 - Aug. 3. 
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. of new plant addition, with existing facili- 
ties in the background, of Peerless Steel Equipment Co. 
Anton J. Kuhn, president, makes a detailed check of blue- 
prints. 


General View . 


Peerless Steel Equipment Co. 
Expansion Program Under Way 
PHILADELPHIA 

Peerless Steel Equipment Co. recently broke ground for 
additional plant facilities at their general office and main plant 
location, Unruh and Hasbrook Aves. 

This new plant addition of over 10,000 square feet is the 
first step in an expansion program that will ultimately increase 
their present huge facilities by over 20,000 square feet. The 
building under way will house the shipping department and 
warehousing requirements. 

In the 29th year of manufacturing quality metal office fur- 
niture, Peerless Steel Equipment Co. marks this program as 
the ninth expansion effort in that span of time, according to 
Anton J. Kuhn, president. 

Mr. Kuhn, during a recent interview, stated, “In these times 
of economical retrenching by many industries, Peerless Steel 
Equipment Co., in its constant progress forward, is proud to 
contribute this construction effort as its share to stimulate 
a rapid recovery of business in general. This is an expansion 
program that’s vital to our Organization, our community, and 


to the nation’s weltare”’ 


Honor Smith-Corona Veteran Employee... 





J. Wentworth Adams, (left) head service clerk for Smith- 
Corona, Inc. in New York City was awarded a new port- 
able electric typewriter and a 50-year gold service pin 
by company president Elwyn L. Smith at 387 Fourth 
Ave. in honor of his 50 years’ service. Mr. Smith trav- 
eled from the company’s main plant in Syracuse, N. Y., 
in order to make the presentation. The 50 year service 
pin is only the fourth in the history of the company to 
be awarded 
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STARK CALENDARS... 
As essential to the Office as 
Spark Plugs 

to a Car 





» EASY TO READ 
* EASY TO USE 

a quality line of stands and pads featuring all popular 
stvles and sizes. Calendar pads are lithographed on high- 
gvade bond paper of UNMATCHED WHITENESS with 
the date in red and the monthly calendar in black. Fast 
2-color lithograph printing enables us to give you the 
best in quality and prompt service. 

write or phone for complete details 


“IN CALENDARS THE QUALITY MARK IS STARK” 


STARK .... 








STARK CALENDARS ixxcorparctec 


100-112 BISSELL ST. > PHONE 32 * JOLIET, ILL. 





THE FORD motor company 
with TELKEE, the Modern 
System of positive Key Control 


At Ford’s new Sharonville, Ohio plant—and at 
dozens of other Ford plants across the country— 
TELKEE Systems assure constant, fool-proof 
control over the keys to every lock. TELKEE 
keeps keys in authorized hands; eliminates prob- 
lems of lost keys; cuts costs of replacement locks 
and keys. 

Available in capacities from 21 to 2240 key 
changes, there’s a TELKEE System to fit your 
plant, building or office. Write today for ‘“The Key 
To The Whole Thing’’. 


P. O. MOORE, INC. 


A Subsidiary of SUNROC Corporation 


The MOORE KEY CONTROL System 


GLEN RIDDLE 4, PENNSYLVANIA 
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How to 
make a HIT 
with 

NO RUNS! 


sell desks 
with 
DENSIWOOD 








You can sell with confidence when the desks you sell have 
famous ‘‘Densiwood"’ knee posts . . . most better-known 
makes do feature ‘‘Densiwood’’ today. ‘‘Densiwood” posts 
are many times harder than normal wood give you a 
selling feature unmatched in the wood office furniture market. 
Banging chairs, cleaning women's tortures, normal wear and 
dents are no longer a problem. Your customers remain 
satisfied and will come back to you for future satisfaction . . 
insist on DENSIWOOD! Write for further information and 
a list of manufacturers making desks with ‘‘Densiwood’ 
knee posts. 


LUNDSTROM LABORATORIES, INC., 132 Smith St., Herkimer, W.Y. 


Impervious to abuse 
No more snagged nylons 
More lasting auty 
Built-in protection 
Assures satisfied customers 








T WANTE 
NESS GIFT 


D 
Ss S 
for 

BUSI 


ESS MEN 


Genuine Top Grain Cowhide 
Desk Pads and Accessories 
Ideal gifts! Available in stock 
and special leathers to match 
the decor of any office! Pro- 
vides that well-organized, 
put-together look each ex- 
ecutive office strives for! 





Just A Few Examples of Our Many 
Perfect Business Gift Items. . 








@ Folding Desk 
Pad with 2 Work and Filler (Plain 
Organizers or Gilt Edge) 





@® terge Pencil 
Cup— 4," diam- 
ter Opener eter, 4%," high 


@ Single Sheaffer @ Executive Let- 


Pen and stand 
@ S/Gold Screen 61/2" Ash Tray ® Hend Biotter 


Send for Our FREE Illustrated Catalog 
on The Complete Chicago Desk Pad Profit Line! 





CHICAGO DESK PAD CO., Inc. 
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Hedges 
puts EFFICIENCY 
into daily routines 






BOX FILES 


CARD TRAYS 










HEDGES MFG. co. 
2931 WENTWORTH AVE. 
CHICAGO 16, ILLINOIS 





“Mft? 











~ THE"400’ SERIES 


by 
Worden of Holland 





No. 460 
58 x 32 





jealier a com 


WORDEN Company offers the office equipment 
plete line of wood desks, tables, chair eather upho 
chairs and suites alj manufactured with good quality a 


standard. We invite you to investigate the many advantages 
be furnished 


stered 


of 
i 


selling Worden products. A complete catalog wil! 
on request. 


the WORDEN 


MICHIGAN 





184 








Pushes Typing Project in Lower Grades... 





Dr. John L. Rose of the University of North Dakota says that 
typing should be taught in grade schools along with the tradi- 
tional “‘three R‘s’*, and is undertaking an eight-week learning 
experiment to prove his point. He expects to verify that third 
and fourth grade youngsters can accelerate their grasp of 
learning by speedily transcribing their thoughts on electric 
portable typewriters. Rose, shown here with one of the 28 
typical students selected, received a research grant from Smith- 
Corona Inc. to start the project immediately 


Metropolitan New York — New England NOFA 
Area Conference Plan November Session 

A three-day office furniture retailing conference will be held 
at Grossinger’s, Grossinger, N. Y., November 9-10-11, with two 
National Office Furniture Association area groups co-operating 
as its sponsor. Charles M. Nathan of Chas. S. Nathan Co., New 
York City, NOFA Metropolitan New York Area Conference 
chairman, is heading up the planning groups’ planning commit 


tee. The New England Area Conference of NOFA is co-spon- 


uc 

soring the session 
Nathan said the 

gates and that NOFA members in Philadelphia and the South- 

ern New Jersey area are being extended special invitations to 


eeting 1S expected to attract over 100 dele 


participate 


The Sunday-Monday-Tuesday program will feature three ma 
jor speakers and a workshop seminar, all keyed to aiding offi 
furniture retail dealers take greater advantage of the highly 


competitive om furniture market. Nathan said a golf tourna 
being plann 


ment and special ladies’ activities also were 


Expansion for Cloder Corporation 


NEW YORK CITY 


[The Cloder Corp. recently occupied new mises at 49 
Ann St., here. Starting in business at 160 Broadway th 
soon took larger space at 177 Broadway and, late in 1957 
B. E. Cloder, president, reported purchase of the four-story 
building on Ann St. The interior and exterior were completely 
renovated and modernized through the winter and spring and 


the concern moved into the new building. 

The first floor, some 38 by 78 teet, contains the store area 
fronting on Ann St. in downtown Manhattan giving the fir 
its first access to transient trade for the commercial stationery 
art materials, drafting and varied lines. 

It is the only outlet of its kind in this particular skyscraper 
area and has more than met the expectations of increased sales 
not only from the transient trade but through the. “account” 
contacts which it has developed. 

The administrative offices are in back of the store proper and 
the expansion permitted installation of a fully equipped recep- 
tion and conference room replete with TV and refreshment 
section to accommodate the many out-of-town customers who 


frequently visit the fir 
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Safest Design—World’s Most Complete Line 


Promior CUTTING BOARDS 


A MUST for every office and plant 


featuring— 
@ Precision Ground Steel 
Blades 
®@ Adjustable Guide 


@ Accurate Scoring for 
Square Alignment 


® Non-Drop Safety Knife 


@ Complete Size Range 





Wood or metal base, with additional features to suit your 
individual needs. 
7 sizes — 3 models From $5.50 to $55.00 


21600 W. Fulton St. 


Chicago 12, Ill. 


MATERIALS 
co. 











Postal Scale 


(packed in carton 


Postal Scales Standard with 
the trade for over 50 years 





1509-5 Ibs. 1530-25 Ibs. coe 1546-2 Ibs. 


HANSON SCALE CO. (Est. 1888) Northbrook, Illinois 





POSTO-E 


speeds up mail 
routine in the office 


a proven 


tested... 





electric 


LETTER 
OPENER 


priced within reach 


of even small offices ......... »9geo 


plus Fed. Excise Tax 











© COMPACT — Occupies only 6x8" of desk top space 
e SAVES MONEY @ SIMPLE TO 

e SAVES TIME OPERATE 

e ELIMINATES STRAIN ¢ NO WASTE STRIPS 


e PAYS FOR ITSELF © GUARANTEED FOR 
¢ NO SORTING ONE YEAR 


GENERAL STATIONERS SUPPLY CO. 


1020 S. Wabash Ave. Chicago 5, Ill. 











ce 
Vv All-Rite 
Vv American Pencil 


(Venus) 
LAS 


Mc ENNON 
PEN COMPANY 


WHOLESALE DISTK T 
AND SERVICE STATIOD 
OF AMERICA’S LEADIP 
Vv Auto-Point BRA f EN 
VB. B. Ball Pens 
V Blythe 


Vv Cado Fount-Brushes 
V Eberhard Faber 








Vv Esterbrook 

Vv Eversharp 220 5. Pyare ‘ST. 
V Fisher =. HICAGO 

V Flo-Ball 


\ Morriset 

Vv Norma Pencils 
VV Paper-Mate 

Vv Parker 

V Pat Pencils 


PERSONALIZED ENGRAVING 
IMPRINTING AND GOLD STAMPING 





2 
V Scripto 
‘ Speedri . 
y el Prompt Repairs 
Color Pencil B Ex erts 
V Swingline y P 
Products 6 
Vv Taubman 
/ Tweeten 
ghee Refills Available For 
prensa All Ball Point Pens 
\ 














MCLENNON PEN (0. 


220 S. STATE ST.. CHICAGO 4 




















ONLY The ‘‘Precise’’ : | 


TRIMMING BOARD 






Has All These Wanted Selling Features 


Patented Finger Tip Controlled Paper Guide 
Finest Steel Blades, Carefully Ground 

Two White Scales on Black Background 

Only Finest Seasoned Hardwood Used 

Every Board Completely Guaranteed 

You offer the finest in the New “Precise’’ Trimming 
Board. It has everything your customer should have for 
trimming, cutting paper, paper board, etc. The patented, 
adjustable paper guide locks and releases with a finger 
flick, 2 white scales on black 


background speed accuracy and , corte, am, 

i ime > . = 2 ——Siade 
measuring time. Models 5, 6 & Ne. 4—121,"—Blade 
7 have special safety spring. No, 5—15'/."—Blade 
The “Precise” is a steady seller No. 6—18'/,"—Blade 


wherever displayed. No. 7—24'/,"—Blade 


Prompt Delivery — Order Your Needs Today! 


AMERICAN PHOTO LABORATORIES 
2511 W. MOFFAT ST. Dept. A = CHICAGO 47, ILL. 











DEALERS . . . AN OPPORTUNITY TO 

STOCK THE FINEST OFFICE FLOOR MAT 
EVER MADE! THIS IS AN ITEM YOU'LL 
gad TO HANDLE . . . BE PROUD TO 





ww CRYSTO-MAT 


Finer than anything you've ever seen to combat the an- 
noyance of office chair movement on luxurious office carpet- 
ing. Crystal-clear '/4"" transparent aircraft plastic allows full 
blending of carpet color. No more unsightly “blobs” in 
the middle of wall to wall carpeting. 

Extra-hard long wear surface. Impervious to alcohol and 
other discoloring agents. Attractive and decorative. Neat, 
beveled edges slope gently to rug surface, removing the 
"ledge" effect of other type mats. Comes in three sizes for 
any type office. 

Dealers, this mat is of absolutely top quality. You can 
sell it with assurance and pride. Crysto-Mat is fast becom- 
ing a much-wanted office item. It will move fast and bring 
you steady profits! 

For Full Sales and Profit Particulars Write: 


CRYSTO-MAT CO. 


(Aluminum Marine Hardware Co., Inc.) 


211 NORTH ST. AUBURN, NEW YORK 


















No. I-FBCR, "Flattie'’ Base, 30" 


Formica covered top, stainless steel 


Genuine edge molding. Domed black crystal- 
Formica line base 20" dia.; heavily chrome 
Tops plated 4" steel tubing column. Each, 


complete $43.00 
(Square tops available) 


Get ARD’'s low prices on Table 
Bases and Tops, Lounges, Booths, 
Costumers, Chairs, Lecterns, Fold- 
ing Tabies, etc. 


No. 4-STT. Legs of gleaming 
1'44"' chrome plated steel tub- 
ing attached to top. with 
welded parallel bars. Genuine 
Formica covered top 30" x 
30"' square, |" thick, stainless 
steel edge molding. Other 
sizes available. ARD's low 
price, complete $39.00 


(Usual dealer discounts) 





We sell thru Dealers only — send for New Catalog No. 17 


INC. 


EVANSVILLE, INDIANA 





13 VINE STREET 
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PAPER PUNCH 


Simplest, surest paper punch made. Punches all 
3 holes for 3-ring binder sheets at a single squeeze. 
No adjustments to make, no gauges to set, no 
places to mark. Just insert sheets and squeeze! « 
Accurate and trouble-free. Weighs less than 16 V 
ounces; fits brief case or desk drawer. $4.00 list. 


Order from your Wholesaler 


MODEL 3 Punches 3 holes 
4" dia., spaced 44" on centers, 
4" from back binding edge — 
standard spacing 11" x84" sheets 


NEW ENGLAND PAPER PUNCH CO. PAPER PUNCH] 
NATICK, MASSACHUSETTS 


WESTERN REPRESENTATIVE-HARRY HENKEL ASSOCIATES 
Western Merchandise Mart, 1355 Market St., San Francisco 
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Attend IBM Course in New York City .. . 


Whi} noccmasrer: 


GUARANTEED 
FOR 





shown in attendance at the IBM course held by New York 
OMDA at Atlantic Typewriter Co., New York City, are from 
left: FRONT ROW—Joe Pefrozzer and Thomas Morrero, Rich- 





erd Giblan ¢ S. Block, Wolf Typewriter C John Hotaling, 

N. W. Lacy Co.; Joe Koszer, Type Sales; Eugene Lysak, Fash- 

ion Busine Machines; SECOND ROW—George Gosman and 

Harry Schmidt, Queens Typewriter Co.; William Thiele, Equity Customers buy Rolimasters! You don’t have to 
Typewriter C Nick Campagnone, F. W. Carney Typewriter sell features like ... PERFECT WRITING ANGLE 
C William Kaufman, William Kaufman Co.; THIRD ROW e@ COMPLETE WITH 250 FEET ADDING MACHINE 
L. H. Koch and E. Sannicandro, Keyboard Typewriter Service; ROLL e ALL METAL CONSTRUCTION e PROTEC. 
Fausto Zaldivar, All Portable Typewriter Co.; A. Van Ryn, TIVE RUBBER FEET e POSITIVE KNOB CONTROL 
Shipman Ward Co., Dan Matos, Zenith Typewriter Co., is miss- e EASY LOADING! 


ng from photograph, naturally, because he made it. 


Write Today For FREE Catalog 


Caprock Business Forms Opens in Texas 
{nother ‘Greater I {ficiency 


from MAYCO 


LUBBOCK, TEX 


Caprock Business Forms opened recently here at 1420 Texas 
A In porators are Ross W. Hester and R. N. Crandall, 

werators of the peiating division Of the Bleue Sita Sale MAYER MANUFACTURING CORPORATION 
( cPicie 40 WEST Slist STREET » HICAG : N 











Action with Sales Direction 
STEEL 

SELF SERVICE 
SHELVING 





Duogyral 


World GLOBE 
Double Action 


} Now Available in Many Models 
and Sizes— 

























Priced at 
$7.95 to $99.95. 









STARTER 
A NEW 64-page ISLAND 
Globe and Outer ' \ 
Space Hand Book— ped END 


also Satellite Orbit 
Meridians available. 


NEW 1958 Cata- 
log No. 68, in full 
color now ready. 
Send for 
your copy 


The Merchandiser that 
stimulates impulse buy- 
ing. Set up quickly with- 
out tools, shelves adjust 
on 3” centers to accom- 
modate products large or 
small. Price tag moldings 
on front of each shelf. 
Write for free catalogue. 


FRONUIER * 
MANUFACTURING COMPANY 


P. O. Box 13266 
Dolics 20, Texas 








LL ll ll lm lm lm 
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THE GEORGE F. CRAM CO. INC. & 


730 E. Washington St, Indianapolis 7, Ind | 
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MEET THE “NEW CHAMP” OF THE N.O.M.D.A. 


Cy Wf , HASCO’S RUBBERIZED CUSHIONED TOP OFFICE MACHINE STAND. 
ACE! MODERN 


Retails for 


HASCO’S 
$14.95 each * 


rorere BRAND 





a 
w 


~ 


Eliminates SLIDING... SLIPPING... VIBRATING... NOISE! 


This new RUBBERIZED CUSHION TOP stand from Hasco stops ° typewriter 
p even when carriages are banged hard tua permits tilt 
t twice tar without slipping of any flice machine proof 


that machines will not move on ti urface unde ,ormai 








your order today! Immediate delivery! Be the first dea your 





Arm Chair 






No. 604 area to ofter th evolutionary new stand . jhtly higher West Rockies i 
ORDER TODAY! 
1900-4-CR Office Machine Stand with rubberize t 
16” x 18”. Leave 8” x 16”. Free roll ng 3” 
with Formica Tor Drawer. and in Ch 
hipped set up, ready for use —2 in — 42 Ib 


AMERICAN CHAIR COMPANY andinmiin ih weenie 


on ole Sn nc eb da aL ob >icr >p - mole ey 
Wide assortment of chairs and occasional tables. Write for catalog. 


permanent displays: CHICAGO—Space 1650, Merchandise Mart 308 So. Fourth St. © St. Louis 2, Missouri 
NEW YORK—Decorative Arts Center, 305 East 63rd St. (9th Floor) Misha Witte feb darted. Men, Waele Wreckers covedion the 
MIAMI—3900 Biscayne Boulevard BOSTON—92 Newbury Street entire HASCO line of Office Machine Stonds 


SAN FRANCISCO — *558 Western Mdse. Mart, 1355 Market St. 








Now... Matching Floor and Desk 
fas fer filing LAMPS (incandescent or Fluorescent Models) 
8 


easier finding i om © Completely adjustable 


4 No. FL-10 © 4 beautiful finishes 















Desk Model: 
adjustable from 131/2” 
to 20”. Base diameter, 
71/4”, shade diameter, EXECUTIVE DESK LAMP. 
1244”. Weight, 13 Ibs 
Floor Model: Height No. FL-100 in Eng 

adjustable to 48”. Bronze plated finish only 
Base diameter, 10%”, Base: 10” long x 4%/2” wide 
shade diameter, 121%”. Shade: 19” long x 62’ 
Weight, 22 Ibs. Both wide. Height: 14”. Weight 


Height 


, 





models accommodate 22 13 Ibs. Accommmodates two 
z P e _ = watt circline fluorescent #T8 — 15 watt fluorescent 

Barkley Tab File Guides featuring Magnified Visibility can tube tubes 
help you imcrease dollar volume and profits per sale. These lamps can be used in Office, Bank, Hospital and Institutions. The 
Display them prominently on your counter, in your windows Incandescent matched pair, Nos. IN-1 desk model and IN-10 fioor model 
. ‘ i. are equipped with a plastic diffuser and accommodate 60 watt bulb 
—they sell themselves. Write for illustrated literature. 4 finishes for matched pairs; — Satin Brass & Gray, Satin Brass & 


Apple Green, Brushed Aluminum & Gray, Brushed Aluminum & Apple Green 


C. L. BARKLEY & CO. 


1220 W. Van Buren Street ‘ Chicago Smokador Mfg. Co. Inc., Bloomfield, N.J. 
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Hobby Provides Interest for Customer... 


a —-? 






LOOKING 
A FOR THE 
« . ‘ BEST? eee 


re \ You'll find... 

j “THE 

/ CROWN LINE” 

' OF DATERS 
CLINCHES THE 
EXTRA SALES! 
guaranteed to 
outlast any 
competitively 

priced stamps 

on the market. 























A collectior f arrowheads, guns, pictures and other Indian 


lore decorate the walls of Cromwell’s Printing and Office Sup- 

plies in Enid, Okla. The collection, which always provides in- 

terest for the customer and naturally stimulates conversation, 

belongs to Lee Cromwell. The items pictured here, including a 

phot f Zack Miller of the ‘101’ ranch; a photo of the Send for 
Apache Geronimo, and his six shooter below; a photo of Chief information 
Lone Wolf, a photo of Chief Stumbling Bear; and a cap and on our 

ball rifle used in the ‘Pat Hennessy Raid’’ on the Chisholm complete line 
Trail, represent only a small part of the collection today! 


San Antonio Firm Moves into New Home 


R. A. STEWART AND COMPANY, INC. 
SAN ANTONIO, TEX. | 80 Duane Street - New York 7, New York 


Stationery and Printing Co. formally opened 


its n tore on North Main Ave. in June. A special hous« Oe ee ye eee 


pasate ntcc he nts NEW IDEA FOR BOOSTING 
YOUR BUSINESS GIFT SALES 


va 


im 


_ a Fe 





a at ¥) Fasteners 


Automatic Electric Erasers = make ideal business 
* : cifts for architects, engineers, executive secretaries, artists and 
Large Variety of Sizes Plate Styles. others. Suggest the fully automatic Barber-Colman electric 
: eraser with exclusive self-starting feature. Just pick it up and 
start erasing. Quickly, smoothly erases pencil, ink, type . . . 
J : fine lines or solid blocks. Carefully balanced palm-fit 
I fey-ri alate reel attiel ta: QUALITY for effortless erasing. Quiet, efficient, trouble-free 
; : f 115V, 60C a-c electric motor. Highly dependable .. . 
1S of first Tatelolae-lila—o thousands in use. A good-profit, good-selling item 
for you. Listed by Underwriters. Write now for 
prices and descriptive folder. 


NOESTING PIN TICKET CO., INC. | 
728 E. 136th Street, New York, N. Y. | Barber -Colman Company 


Dept. H, 1244 Rock St., ROCKFORD, ILL. 
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QUALITY PARK ENVELOPE CO.> 





NEW 
STACOR-MATIC 


—_)) 


ty “SY 
4 aan 
TOE.toucnK © 












4 
€-THRU clear plastic rulers and the 


drawing devices give you a com- ya é drafting 
plete line to feature for back-to- S \2 
school. Their high quality and mul- “Me —_ table that 


tiple utility have won world wide | ra 
eon pct makes sales sense 









renown, They're priced for profits— 
designed for eye appeal— 
a real “Golden Rule” line, 







@ Increases productivity, efficiency 
@ Saves man-hour costs @ Reduces waste motion 
® A complete work-station in one unit. 


Get all the facts—send for illustrated 
Bulletin 704 and complete new Stacor catalog 


me STACOR EQUIPMENT CO 


309 Emmet St., Newark 5, N. J. * Bigelow 2-6600 














a tip from Wexford the office manager... 
"a loose leaf sheet 
that won't pull 








For reduced prices . . . increased h h h | u 
profits, ask for Business Building t roug at 0 es 
Samples with volume increasing <D 

sales presentation on Quality Park’s T 

one piece Vertical File Jackets now op 

machine made for the FIRST TIME | 

with big benefits for YOU! 


NLLLILLLLLES 











Clip and mai/ this coupon to 
Quality Park Envelope Co. 


St. Paul, Minn. 





Wexford’s happy because the binding 
edges of AICO’s Rip-Proof sheets are 
reinforced with MYLAR* plastic. It is 
stronger than other reinforcing, 

and costs less! 

1/1000" thin reinforced edges enable 
sheets to stack evenly for trouble-free 
automatic feeding on all stencil, gelatin, 
spirit and offset duplicating and 
printing equipment 

Buyer's Name. cecceseeceescerescssvessercesers - i coal Inbond, mimeo and duplicator finishes, or 


Rush Business-Building samples of new ma- a 
chine-made Vertical File Jackets No. 3033DT — 
with sales presentation to build volume. Tell 

us about special volume discounts. 


* ~ ~ special paper to meet your requirements. 
Firm Name. «cccccccccccccscccccccccccecoccces ~Z> P pap F . 
ni AVAILABLE AT YOUR STATIONERS 
(TT SPOT eTTTTTTTITTTITI TTT TTT TT i or write for samples and prices. 
* 
RK = G. J. AIGNER CO. 
oe itt te” "i 426 S. Clinton St 
SRRERERARRRR ERE REESE h % | | | MYLAR Chicago 7. iMlinois 
Sold through Dealers Only < * DuPont's registered Trade f hicag 


Mark for its polyester film. R 





» $12" a 





New Y 


seneral Office and Factory, 2520 Como Ave, St. Pau! & Minnesota 
~ Chena Oe sn W rn ~~ Moores St, Chicas DEALERS! OVER 200,000 CUSTOMER READERS* WILL SEE THIS AD! 
eet Const ce ary arehouse, 83 raction Ave., Los Angeles 


*consumer readers of business magazines carrying this AICO advertisement. 
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Influence of Air on Business 
Subject of Unusual New Brochure 


Air Hurting Your Business s t title of a new bro 
by Airkem, Inc.. of N York City. Developed 
t in ontrel techniques, the publication d 
influences that bad ais n have on a business 
l lescribes both the odor haracteristics of bad 
ggests several techniques available to control 
Readers are advised of several mistaken concepts 
t are widely practiced. Of primary im 
inagement Is Air Hurting Your Busi 
ness ible by writing to Airkem, Inc., 241 East 44th 
Street, N York 17, N.Y 


Dictaphone Educational Package Available 


Aon inclusive machine-dictation secretarial practice edu 

which provides every essential for training up 

per unit, will be available for fall semesters 

Dictaphone Corp., it has been announced by Carol Lyttle, 
Dictaph« ice-president in charge of sales 

Mr. Lyttle said that each unit of the new course provides 


1 new page textbook: a new fully transistorized, touch-but 


| Mast transcribing machine; 18 freshly recorded Dix 
ib plete set of training aids; regular service 
in an?’ advice and help fro experienced Dicta 
yn 
Full information on the new Dictaphone educational package 
I 

Dictaphone Corp., 420 Lexington Ave., 

New ¥ 1 N.Y 


Milton Bradley Co. Elects Vice-President 


Millens W. Taft, Jr. has been elected vice-president of Mil 
ton Br ( 98-year-old makers educational games and 
M ft has been director of search and development 

n 
T 


WORDS OF WISDOM 


‘A Woman’s GUESS 
IS MuCN MORE accuRAteEe 
than a man’s certainty” 


RUDYARD KIPLING 


Sasasasasasas 


Over 7,000 dealers throughout the United 
States have proven their w/sdom by stocking 
SPHINX TYPEWRITER PAPERS — truly 
a great leader in the stationery field... A 
paper for every office need! 


lo — 


eI IS ISIS ok elo ic ek aioe 


Spheres. 


— 





SAXON 


PAPER CORPORATION 
240 West 18th Street * New York 11, N. Y. 


Sas asasasas asa aS ase ass Baas Bsa 





bya aRTas esas 
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ATTENTION 


OFFICE SUPPLY DEALERS 





These Michaels products are always in demand, and 
it's profitable business, too. 

Cast Bronze and Aluminum desk and door plates; 
name plates and plaques of every description; metal 
letters; ““Time-Tight’’ display cases in many styles, 
standard units or custom-built. 

All Michaels products are well-known for their 
exceptionally high quality. Write for literature, and put 
yourself in a position to get your share of this profit- 
able business. 





THE MICHAELS ART BRONZE CO., Inc. 


Covington, Kentucky 


P.O. Box 668-OA 





THE NEW improved 






for over 30 
years the 
“mostwanted" 
copyholder... 
now manufac- 
tured by Curtis- 
Young Corpo- 
ration. 





























: feather 
Hon .--* " 
° 240m veo moves copy YP line 
touch sP Gab.» _ velvet | Copy eters 
or more at @ Lite geet 


opy- 
brake lowers c 
d Ko -Action — 
; power holds any weight 


; ee pertect 
reodibility. 


. d- 
ton finished pages: 


e Fastens Firmly to any Ty 
| quickly and easily. 


Right ts 
y 
cesiteble 
sizes te 
widths wp f° 


inches. 


pew riter, 











{ 





(ents. Remmenen @ een mw 


uit s iD CURTIS 


| 
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First BASICALLY NEW 
Lighting Idea in 
20 Years! 







“Blended Light Protects Your Sight’ 


< Combines fluorescent and incandescent in 
one reflector! 


Adjusts to any position. Arm extends, tilts, 
rotates. Reflector tilts, swivels. Spring 
action cord extends, retracts with arm. 


4 Decorator Colors: Blue, Grey, Tan, Green. 


Clamp-On Model complete with Lamps $28.76 list 
Wall Bracket $1.00 Draftsman Bracket $2.00 


Write for sales-boosting material 
and discount schedules. 


CORPORATION 





GLEN COVE ROAD, CARLE PLACE, L. |., NEW YORK 











NEW PROFIT MAKER! 


A MUST 
For Every Home 
and Business 


* RETAIL $195. 


©, WEST COAST $2.05, . 


CHECK CASE: 


Display a 4 color assortment and watch the sales roll in! 
Provides a low cost, permanent, systematic filing system for 
canceled checks of all sizes. Holds up to 3 years supply. Made 
of sturdy binder’s board. Permanently positioned guides, heavy 
luggage latch, metal hinges. Includes gold gummed year labels 
for outside of case and alphabet labels for those who prefer to 
file by name. 12 to a carton, assorted colors. Colorful 
display card and other sales helps available ! 


Y. Atirsotive Colors 


CHERRY RED SKY BLUE 
SEA GREEN NAVY BLUE 


PACKED 12 TO A CARTON IN ASSORTED COLORS 


AMBERG FILE & INDEX CO. 
KANKAKEE, ILLINOIS 








IMMEDIATE SHIPMENT 


CARTS 


DRAWER UNITS 


PARTS BINS 


SHELVING 





TOTE BOXES 
e 
TOOL STORAGE 
UNITS 





You do the billing — we do the rest. We will drop ship in 
your name using your labels if you desire. We can put your 
decals on our products; just send them in with your order. 
Ours is the highest quality equipment available of this type. 
You will be proud to have your name on it as many dealers 


have over the last 17 Years. 





WRITE TODAY FOR OUR CATALOG 


BAY PRODUCTS INC. 








PHILADELPHIA 32, PA. 


1621 W. INDIANA AVENUE, 


"gee ae, 


$ spins itself clean! 
¢ the automatic ‘“‘SPIN-TOP”’ ash tray 


NO DIRT @® NO. 587,737 








Whisks away ashes and 


c 
cS 


+++ eee 


® NO DUST at a touch of your finge 
®* NO SMOKE 
© NO Spm AN IDEAL 





Available in bronze, chrome, brass, saddle stitched pigskin, 
wood, and a choice of decorator colors. 


[To retail from $3.95 
tup tc $12.50 


¢ For Complete New Catalog, 


BUD Write To: 
Probucts, inc. 4 


Dept. O-M6 
111 Pioneer St., Brooklyn 31, N. Y. 4 


eee ee Or Or SPS 
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Advance Industries Announces 
Name Change to Vertifiex Co. 


CHICAGO 


Ad I istries, as of July 1, has announced a change in 
nar to Vertiflex Co. The company also announced that it is 
moving it idquarters from 3945 W. Fifth Ave. to 2251 W 
St. I A Chicago 47 

Tr! new and larger quarters will facilitate expan 
S101 [ t in better service, according to Max Epstein ot 


Mosler Safe Honors Top Salesmen 


nation’s top protection salesmen were honored 
by t M r Safe Co. with membership in the 1958 Moslet 
Cent t the club's annual awards dinner 
mbership a salesman must record annual 
Sa fixed quota. The top invited to an al 
expel stay in New York inducted int 
N rs are Charles J. Kasse, Joseph F. Brush, Herbert 
L. Smith, N York; James L. Hershner, Hamilton, Ohi 
Louis Hubshman, Pittsburgh: Harold 


P. Whitleck, C. I 


Roberts Joseph F. Hynes, B 


Ralph Barton Joins Butcher’s Office 
Supply in Whittier, Calif. 


WHITTIER, CALIE 

Wit tation of Ralph Barton to the former Butchet 

O S ( in Whittier, the frm na is been changed 
Bart Butcher Office Supply, In 


H. | t r announced that Mr. Barton, who previously 
Whittier, will 
supply 


Camera Shop in serve in a 


with the 20-year-old equipment 








MAYLINE 





The Professional Drawing Kit 





An ideal personal Christmas gift for anyone who uses 


MAYLINE 


a portable board for drawing or layout purposes, such 


as draftsmen, businessmen, field engineers, students. 


Kit is metal-edge basswood board, attached adjustable 
parallel ruling straightedge, rubber tipped elevators, 
bumpers. Leatherette case also 


and rubber carrying 


available. Tell your customers about these items. 


MAYLINE COMPANY 
625 NO. COMMERCE ST. SHEBOYGAN, WIS. 


MAYLINE 








INTIAVW 














Chair £9304 


in LEATHER 
in FABRIC 


for the Executive Suite 


Hand Fashioned by Craftsmen of Experience 
moderately priced 


Brochure available on request 


niemann inc. 











A FINE NAME IN FURNITURE FOR OVER ONE HUNDRED YEARS 





FACTORY & SHOWROOM: 469 E. OHIO ST. AT LAKE SHORE DRIVE, CHICAGO 11 
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SELL THE LATEST IN MEMO PADS 


Check These Sales Features 


Continuous roll writing surface / patented construction / 
guaranteed perfect rollingand re-rolling/extra loose sheets 
and holder / complete with attached mechanical pencil 
and holder / operates by turning knobs / deluxe model 
No. 57-X has disappearing handles in knobs / lowest and 
most convenient desk top writing height / especially 
suitable for telephone notes / sturdy all metal construc- 
tion / black and gray baked enamel / reversible for right 
or left hand operation. 


Write for dealer discounts 


WECKESSER COMPANY 


5703 Northwest Highway, Chicago 46, Illinois 
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PROTECTED AND EXCLUSIVE 
DEALERSHIP FRANCHISE 


SCRIBE DICTATION EQUIPMENT 


Use your commercial 





office contacts for 

selling advantages over 
all other dictation machin 
sales specialists 


In volume sales field Scribe has 


1. latest models 


SS 


newest recording mediun 
3. lowest operating up-keep 
4. Truest fidelity and clarity 
5. competitively priced 


Té sponsible 


6. American mad 

manufacturer 
Service is self supporting 

Inquiries are invited 

from responsil ¢ dealers 
HW rite 
SCRIBE DISTRIBUTORS CO. 

6949 W. North Ave. Oak Park, Illinois 














IMMEDIATE SHIPMENT 
FROM STOCK 


BUILT _FOR 
DUTY 
DESIGNED 
FOR BEAUTY 
PRICED TO SELL! 


SHOW ROMCO AND SELL EASIER 





ROMCO reourment co. 


358 MARKET ST., KENNILWORTH, N CHestnut 5-3375 
N.Y. OFF. 154 NASSAU ST., N.Y. 38, N. Y. BEekman 3-3922 














Write for Dealer 
Literature & Prices 


HARDBOARD FABRICATORS, inc. 


5%? BRANCH ST e $F. 40015 7, 
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NOMDA Convention 





Continued from Page 43 


cluded the training of the operator of rental electric typewriters, 
the cost of maintenance trips, the collection on broken machines, 
and the credit offered on rental fees toward the purchase of the 
machines. 

The final panel program on Wednesday was the “Cost of Do 
ing Business’ presentation by Paul McWilliams, Capital Type- 
writer Co., Inc., Little Rock, Ark., newly elected treasurer. In 
his talk, Mr. McWilliams presented the results of a survey on 
business cost as well as a suggested budget for machine dealers 
to follow 

Activities othe 
day program and luncheon with an official welcome to Milwau- 
kee by Mayor F. P. Zeidler and a response by Harold Steinke, 
president of NOMDA Exhibits were opened on Sunday and 
continued each day through Wednesday. A special exhibit for 
the people of Milwaukee was held on Tuesday evening 


Ladies activities included two panel discussions, a luncheon 


than the panel sessions included the opening 


and a get-acquainted tea. Everybody enjoyed an old-fashioned 
Milwaukee-German style picnic on Monday evening in attrac 
tive Hubbard Park 

Officers elected for the coming year include Charles S. 
Meyers, Charles S. Meyers, Inc., Miami. Fla.. president; Alfred 
H. Foxcroft, Guaranteed Typewriter Co.. Los Angeles, Calif., 
nrst vice-president Pa Dal Marvil, Ames Supply Co Chi azo, 
second vice-president (manufacturers division); Paul McWil- 
liams, Little Rock, treasurer; and the new member of the execu- 
tive group, Edgar Noll, Noll Business Machines, Inc., Phila 
delphia, elected secretary. Norman A. Karasick, Swift Business 
Machines Corp., was named vice-chairman of the manufacturers 
division 

The 1959 convention will be held in Cincinnati, Ohio, on 
June 21, 22, 23, and 24 in the Netherland Hilton Hotel 


TAPE PRINTERS FOR THE TRADE SINCE 1937 


of 


Seine 


COTCH rapes 


- « « from 6 rolls up 
SMALL RUNS 


SERVICE GUMMED TAPE INVITED 
- « « from 10 rolls up 


Supplying Jobbers from week service. OPEN NEW 

coast tO coast since 1937. ACCOUNTS BY SELIL- 

Specialist in short runs, 2 ING PRINTED TAPE. 
Sample folder and price lists om request. 


. 
WANTS 1832 WESTWOOD AVE. 
* CINCINNATI 14, OHIO 























Where appearance matters... 


) - 
le 
rephow, CASTERS Hla 


vy silent, permanently lubricated, 
lintproof 


vy swivel instantly to prevent scuffing and wear — 
roll easily even over deep carpets 


metal tread for carpets, linoleum, rubber tile; rubber tread for 
asphalt tile, terrazzo, or hardwood—complete variety of fastenings 


vy attractive finishes of antique copper, satin chrome, or bright brass 
Write, today, for your dealer catalog ond consumer litercture 


SHEPHERD CASTERS, INC. P.O. Box 672 Benton Harbor, Mich. 


(In Canada: Shepherd Casters Conada Ltd., Toronto, Ontario 
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READY FOR YOUR CUSTOMERS 


TOPS Consumer Catalog 


IMPRINTED WITH YOUR NAME 


Complete line of business 

forms for office, warehouse, 

factory, etc. in your own catalog—will sell 
more for you! Write or call for full details 


BUSINESS FORMS 


. 107 N. WACKER DRIVE 
Chicago 6, Illinois—ANdover 3-6755 














ORIGINAL ““DUX"’ Pencil Sha 
BEST-SELLERS, For OFFICE, For HOME and SCHOOL 


it's the blede thet 








. Speedily shearp- 
ens reguler, slim and 
oversize is, soft 
or herd cray- 
ons, cholk. 

24 y 
Specializ Models 


Nationally Advertised 


Exclusive Distributor 
1000 Virginia Ave. N.E. 
Atienta 6, Georgie 

















Your Imprint 





You can send along a salesman 


. with every business machine you sell! 


Keep Klean typewriter and business machine covers — black 
bber rubber, gray plastic. Keep your customers “ Dealer- 
essage on every cover. 


rubber, gray 
Consc¢i with your trade-mark and n 
Write for prices, discounts, etc. now! 


KEEP KLEAN PRODUCTS CO., INC. 4077 PARK AVE., N.Y. 57, N.Y. 


g 
Dour 
PASS UP THOSE 


EXTRA 
UTES ES 











\-ou can earn good 
commissions selling 
our complete line 
of passbooks, pocket 
check covers, coin 
savers, and other 
forms to financial 
institutions. 


Write for Information 





AMERICAN PASSBOOK co. 


ONTARIO BUILDING CLEVELAND 13, OHIO 


“roducts with Prestige & Profits 
STOCK and SELL 


OFFICE SUPPLIES 
& ACCESSORIES 


~ 


Complete lines of 

INKS « ADHESIVES + STAPLERS 

« STOCK STAMPS + MARKING 
ON PAPER + RUBBER 
MBERING MACHINES 

¢ TYPEWRITER RIBBONS and 

other office devices 


Sead fer your BRAND NEW 


CATALOG NO. 90 





h 
! 
i 
! 
) 
) 
! 
) 
t 
I 
\ 
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=a CLAR-O-TYPE 





Handy douber eliminates dirt like 
magic! No carbon-tetrachloride; 
non-flammable; striking displays, 
free advertising aids! 
Order direct or from 


~ OY 
en; - your own jobber. 






















THE CLAROTYPE CO., inc 





261 BROADWAY, NEW YORK 7, WN. Y 


Write for our new brochure 








THE LEADER 
IN PLATENS 


AND OFFICE MACHINE ROLLS 
Typewriter Tools—Parts—Supplies 





Ames Supply Company 


ATLANTA DETROIT 

156 Alexonder, N.W. 6527 John C. Lodge Expwy. 
CHICAGO NEW YORK 

564 W. Rondoiph St 37 Murray St 

DALLAS SAN FRANCISCO 


1232 Crampten St. 545 Mission $+. 
AGENTS IN ALL PRINCIPAL CITIES 
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Loose Leaf Binders . . . made better by Cesco 


lew 1900... the ‘Quality q ine 


When your customers want the very best. . . 
nothing matches the superb quality, the ex- 
ome craftsmanship that goes into every Cesco 

inder . . . A complete line of Ring, Prong, 
Post and Transfer binders. . . Visible binders 
and forms. . . Catalog and Advertising covers 
. . » Multi-Rite Pegboard Accounting Systems. 


WRITE FOR FREE CATALOG SECTIONS 
THE C. E. SHEPPARD CO. 


44-07 Twenty-First St., Long Island City 1, N. Y. Est. 1900 














LARGEST AND MOST 


IMPORTANT SHOW of 
its Kind in the World 
Most representative in 
products and _ services 
— more than 500 in all 
. Most important in 
management attend- 
ance... Most important 
source of new ideas. 
New York Coliseum, New York City 
October 20th through the 24th 


1958 
National Business Show 


Rudolph Lang, Mer. Dir. 
530 Fifth Ave., N. Y. C. 
OXford 7-7142 





Show the LEADER 





Beachs 





and 


¢ ee 


A. 
(oMMONns, build 
Expense 
Book 
Beach BOOKS—shipped 
to you in this conven- 
ient Counter Display 


Carton...and the new 
Beach SUMMARIES to 
file with tax returns—in 


Pads of 50 Sheets. 
Samples, Prices: 


BEACH PUBLISHING CO. 
19829 W. McNichols, Detroit 19, Mich. 


Mi) 
“ff HM, 
p 


YY 
MARKILO 
CELLULOI0 PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any size; 
menu covers; factory record protectors; tag holders; 
bill-fold envelopes; stamp containers, etc. Made o 
acetate (flame resistant) transparent cellulose. We 
build to fit your particular need. Write us details, 


Markilo 


902p S. Wabash Ave. 











Chicago 5, Ill. 










Display Ties in with Telephone Company .. . 





The Clark Peeper Co.’s suburban store in Clayton, Mo. re- 
cently set up an interesting display window, as pictured, in 
conjunction with introduction of Bates Mfg. Co. new list finder 
in colors to harmonize with the telephone company new 
colored telephones 
Atlantic Register Takes Larger Quarters 

Atlantic Register Company, business forms designers and 
manufacturers of Waltham, Mass., has moved its Ni York 


headquarters into new and larger quarters at 370 Seventh Ave., 





according to Lester J. Johnsen, executive vice-president 

Increased space for taking and implementing orders is sup- 
plemented by larger stock piling space facilitate speedier 
deliveries in the New York area. Jack L. Kellerman is metro- 
politan New York managet 
Oklahoma Typewriter Co. to New Location 

Oklahoma Typewriter Co., managed by Roy Harris, has moved 
to a new location at 13th St. and N. Robinson in Oklahoma City, 
Okla. The firm was formerly located at 318 N. Robinson 
Wedding Bells 

Nate Strauss, traveling representative for Artistic Desk Pad 
& Novelty Co. was married on May 23, to Georgiana E. 
Schrader. The couple now reside in Shaker Heights, Cleveland 
Ohio, where Mr. Strauss headquarters while servicing dealers 


in the midwestern area. He is now contacting accounts in Balti 


more and Washington, D.¢ 





) See you in Room 649 | 
Conrad Hilton | 


NSOEA 
September 27-October 1 





Columbia-Hallowell 


Division, SPS, Jenkintown, Pa. 











OA-—8 /58 














America’s 
Lowest-Priced Protection! 


) Hr SENTRY ° SAFES 


Sell for 35% to 50% LESS than 
| comparable labeled or unlabeled safes 


All new single compartment SENTRY 
floor safes carry the U.L. Class C label 
indicating 1-hour 1700°F. fire test, 
2000°F. explosion hazard test, and 30 
ft. drop test... feature V ermiculite i insu- 
lation, all-welded construction, buiit-in 
3-number combination lock, bank vault 
type lock bar. Full profit. Write for decails. 


JOHN D. BRUSH & CO., Inc. 


Suggested $7995 
545 West Ave., Rochester 11, N. Y. 


Eastern List 
Std. Dise.-Adv. Allow. 





More and More Leading Draftsmen, 
Accountants and Artists 


are INSISTING on Bi, 
“Tra- Potut 


LEAD POINTER 





For Perfect Lead Points — 
Blunt to Hairline. Two Models. 
Standard Model gives you points up 
to }2” long without breaking. Just 

insert lead and rotate lid. 


Write for 





Variable Taper Model 
lets you dial the taper 






you want. 
SHORT <= 
LONG 


ORIN _-— 
BETWEEN 









Literature and Dealer Prices. 
























ELWARD MANUFACTURING CO. 


Boker Street . Coloma, Michigan 








art steel company, inc. 
170 west 233rd street, new york 63,n.y. 











Distinctive styl- 
late Melare mel tloliia ag 
Make it a habit 


to show Stanley. 


It sells. 


MANUFACTURING tanle | 


1310 W. MAIN, FORT WORTH, TEXAS 
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ACELINER 


one of a full line of 
stapling machines for 
every purse and purpose. 


ACE FASTENER CORPORATION, 3415 NORTH ASHLAND AVE., CHICAGO, 13 
CANADA: Canadian Staples Ltd., 6705 Upper Lachine Road, 
Montreal; 258 Wallace Avenue, Toronto 


WO UTE A 
“SINGLE FLUID 


NK wig TAIN 
EMilojy) ER 
yds 


ARDINELL CORPORATION 








cooperates! 


DEALERS — Our new streamlined “Statesman” line of type- 
writer ribbons with self-service MERCHANDISER will boost 
your sales, simplify your inventory control. Write for proof! 


WRITE, 
ROLLING STORE pega ang 


ROLLING LADDERS—Made from i 


| N C 420 Lexington Avenue, New York 17, N. Y. 
. Factory: Bridgeport, Conn. 











Oak or Birch 

SIDE and CEILING TYPES—with 
steel track for mounting on shelving, 
filing cabinets or ceiling. 

“A” and LIBRARY TYPES—require 
no track and are mounted on wheels 
with Automatic Safety Brakes. 
WELDED STEEL SAFETY LADDERS 
—Made from 1” diameter round 
furniture tubing, with expanded 
metal steps. Mounted on Swivel 
Brake Casters. Ladder can be rolled 
freely when no one is on it. When 
you step on the ladder the rubber 
tipped legs rest on the floor and 
prevent roiling. Made wn 1 to 15 
step heights, and 4 widths. 














Send for Circulars 42-OA (Wood) &£ 56-OA (Steel) ond Decier Discount. 
Manufactured by 


I. D. COTTERMAN 


123 W. Spring 
Naperville, Illinois 
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for a more efficient 
office atmosphere . . . 


H-O-N adds to the quietness 


H-O-N “210” FILES — a newly perfected all- 
nylon roller cradle delivers whisper-smooth 
action . . . dramatically reduces noise. You can 
have Hushed Filing at its finest in this sturdy 
281% inch deep file line. All of the most desir- 
able features at a remarkably economical cost. 


H-O-N “310” FILES — a new suspension file 
line in 261% inch depth. For those who want a 
substantial, good performing unit at a real low 
price. 





NOW H-O-N's 2-WAY APPROACH TO THE 
SUSPENSION FILE MARKET BROADENS 
YOUR OPPORTUNITY FOR MORE SALES! 











210 LINE 
Acceptance of the 210 line as a “big mally found only in higher-priced files. 
league” file is unquestioned. It has been Included are triple-tied 10-roller full sus- 
established as a standard by many leading pension cradle, thumb latch and top-grade 
industries, school districts and institutions. positive-locking follower. 
Here is truly fine quality and performance 
i d aoe . 
at moderate pricing. + x + 
| 310 LINE ines 
Both lines are available in letter and legal 
Promotional appeal of the new 310 file is sizes, with locks optional, in 2, 3, 4 and 5. i 
tremendous. It is today’s biggest buy in drawer models. Choose from four stand- 
| the low-cost suspension file field. Here is ard finishes, gray, sandalwood, $} Truce and 
a complete unit with many features nor- olive green, 
THE H-O-N CO. MUSCATINE, IOWA 
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IN 3 MONTHS 


YOUR CUSTOMERS MAY NEED 
75% MORE FILE SPACE 


At the erd of the year, a business must save 
up to % of its active files—regardless of 
the record retention program used. What’s 
left can be destroyed, but... 

How to store what needs to be saved can 
be a problem! You need to help customers 
plan ahead—to avoid hurriedly-stored, dis- 
orderly files. 

Low-cost storage. Suggest Y&E Steel Trans- 
fer Cases to keep records completely enclosed 
in steel—for long-term protection—at only a 
fraction of the cost of regular files. Flush 
sides save space. Lugs and sockets lock them 
tight for stacking to any height. 


WawMan & Erse MEG. CO., INC. 1015 Jay STREET +» ROCHESTER 3, N.Y. 





No lost time. You can help determine the 
number of folders, guides, and other Y&E 
supplies customers need before storage be- 
comes a critical problem. 

Easier filing. Suggest Y&E’s Direct Name 
Filing System for faster filing next year. In 
regular use it combines the advantages of 
both alphabetical indexing for simple finding, 
numerical for refiling. And next time your 
customers transfer files, they just replace the 
old folders with new ones—without replacing 
the guides. The miscellaneous folders become 
the guides in the transferred files. 

Contact customers and prospects now. 

















THESE HEYER WHOLESALERS 
ARE YOUR FRIENDS AND OURS! 


The Heyer Corporation has dealt 
with wholesalers throughout its 55 
years of existence, so we're thor- 
oughly familiar with the important 
service they render both dealer and 
manufacturer. By combining your 
“Want Book” orders and sending 
them to your nearest Heyer Whole- 
saler, you save five ways: one order 
replaces many . one shipment 
delivers the merchandise quickly. . . 





at a great saving in freight...one 
invoice covers the shipment... one 
check makes the payment. 

This is the same claim to fame 
the Heyer Line has for dealers who 
order in larger quantities directly 
from the factory. Profits are reflected 
in savings as well as sales. Whenever 
you have need for small quantities, 
save by ordering from the Heyer 
Wholesaler nearest you. 


CORPORATION 


CHICAGO 23, ILLINOIS 


= = & p> 






TASTERN 


Prior, Inc. of New England 
40 Stillings Street 

Boston 10, Massachusetts 
Turner and Company 

55 Broad Street 

Boston, Massachusetts 









Bainbridge, Kimpton & Haupt, Inc. 
218 Greenwich Street 

New York 8, New York 

Prior, Inc. 

23-16 40th Avenue 

Long Island City 1, New York 
Majestic Stationery Company 

260 North Third Street 
Philadelphia 6, Pennsylvania 











Bainbridge-Maryland, Inc. 
145-155 North Haven Street 
Baltimore 24, Maryland 









SOUTH-EASTERN 
Bainbridge-Southern, Inc. 

19 Hassell Street, P.O. Box 197 
Charleston 2, South Carolina 
S. P. Richards Paper Company 
326 Nelson Street, S. W. 
Atlanta 3, Georgia 









MID-WESTERN 

Beecher Peck & Lewis 

1313 East Milwaukee Avenue 
Detroit 11, Michigan 
Associated Stationers, Inc. 
229 South Jefferson Street 
Chicago 6, Illinois 

A. C. McClurg & Company 
333 East Ontario Street 
Chicago 11, Illinois 
Blackwell Wielandy Company 
1601-17 Locust Street 

St. Lovis 3, Missouri 

















SOUTH-WESTERN 
The Dorsey Company 
































210 South Poydras Street 

Dallas 2, Texas 

Stationers Distributing Company 
112-120 Rupert, P.O. Box 1635 
Fort Worth, Texas 

Stationers Distributing Co. 

3110-14 Lamar, P.O. Box 1736 
Houston 1, Texas 

Kerr Paper Company 

P.O. Box 806 

Amarillo, Texas 

WESTERN 

ZCMI Wholesale Distributors 

1665 Bennett Road, P.O. Box 1109 
Salt Lake City 10, Utah 

H. & M. Ribbon & Carbon Company 
2301 Second Avenue 


Seattle 10, Washington 
Hillhouse, Inc 
181 Commercial Street 
Sunnyvale, California 
Walter Radel! Company 
523 Market Street 
San Francisco 5, California 
(also Los Angeles) 
Stationers Corporation 
523-529 South Spring Street 
Los Angeles 13, California 


CANADIAN 


**Complete Distribution 
Across Canada"’ 


The Brown Brothers Limited 
25 Waterman Avenue 
Toronto 16, Canada 


Also Montreal, Ottawa, 
Winnipeg and Vancouver 


General Line Wholesalers 
Conqueror Wholesalers 


Conqueror and General 
Line Wholesalers 


